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Peak Carryover 
Likely Despite Cut 
“In ’60 Stockpile 


42-Day Cleanup Supply 
Cenfrents Dealers; 
°61 Inventory Rises 


By Maynard M. Gordon 
News Editor 

Wages aioe dealers finally cut 

down a portion of their 
*60-model. oi eenniy last month. 
But the decline was not enough to 
banish the likelihood of record car- 
ryover stockpiles when '61 cars go 
on sale within three weeks. 

A total of 879,643 unsold new cars 
was in dealer possession or in 
transit from the factories as of 
Sept. 1. This included nearly 150,- 
000 of the ’61 models and easily set 
a record for September stocks. 

So-so August sales chopped the 
’60-model load from the one-mil- 
Mon-plus mark for the first time 
since April 1. The actual revised 
count for Aug. 1 wag 1,018,334, or 
a 60-day supply. 


At current selling rates, the 


-& September stockpile of ’60 models 
amounts to a 42-day supply, rep- 


resenting only an 18-day drop in a 
month on intensive cleanup operat- 
ing. A minimum of a 20-day avail- 
ability of unused '60s now appears 
probably for most ’61 introduction 
dates. 


+ * * f 

F COURSE, the make-by-make 

situation on ’60 inventories 
varies widely. But an AUTOMOTIVE 
News check of dealers has gener- 
ally uncovered widespread support 
of factory statements that inven- 
tories are under control, in spite of 
the record-breaking succession of 
stockpile totals this past spring 


, and summer. 


However, dealers have set off a 
clamor against the increasing flood 
of options which must be carried 
in stockpiles. The option situation 
has reached unwieldy levels, ac- 
cording to Birkett L. Williams, 
president of the National Automo- 

bile Dealers Assn, (See story, Page 
3), and his viewpoint has found 
growing endorsement in the field. 

Many dealers, speaking of their 

carryover stocks, commented that 

would be 
those with “cold” options or with- 
out “hot” options. 

Among the “cold” accessories, 
Chrysler Corp. dealers mentioned 
power and swivel seats and electric 
windows. Ford dealers objected to 
padded dashboards, wheel discs and 
windshield washers. 

General Motors retailers com- 
plained of too many choices on 
transmissions and engines, All 

(Continued on Page 4, Col, 1) 


New-Car Stocks 


la Field and in Transit, 
Domestic Makes 


sous 


High (1,038,967) - - July 1, 1940 
Low. (181807) - - - Nov. 1, 1954 
“* @ 1960, by Automotive News 


New Engine on Display— 


L. L. Colbert, board chairman and presi- 
dent, Chrysler Corp., shows one of the 
improved six-cylinder engines designed to 
provide additional savings in the com- 
pany's 1961 economy and low-priced cars. 

*. * * 
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~|Cleanup Sales Hold Up 
But Profits Take Beating — 


wv ‘tines 


Associate Editor 
A SINGULAR 1ac k; of. anxiety 
among new-car d@alers char- 
acterizes the '60-model as introduc- 
tion dates for new els draw 
closer. 

Lack of concern oan record- 
shattering September }inventories 
was evident in a -country 
check by Automotive Naivs, 


Dealers, however, » fretting 


Chrysler Shows 61 Wares; 
Top Change for Plymouth 


gasoline in six-cylinder units. Reg- |». 


IAMI BEACH.—A finless Plym- 

outh, an increased accent on 
economy of operation and a wider 
selection of models in the lower- 
priced segment of the market were 
features of Chrysler Corp.’s nation- 
al press preview last week. 

Each of the company’s lines 
bears styling nuances for 1961, 
but the greatest change has been 
applied to Plymouth. The fins. are 
gone. 

Engine improvements include 
lower ‘compression ratios to permit 
more efficient use of regular-grade 


S-P Is Heading 
In New Direction 


Under Francis 


By Kenneth C. Kelley Jr. 
Staff Writer 
TUDEBAKER-PACKARD reach- 
ed the end of an era last week 
and started trying to make a go of 
it in a _far-different atmosphere 
than the one in 
which the com- 
Pany has oper- 
ated. 


Gone are the 
days when S-P 
specialized in 


Clarence Francis 
South Bend and S-P way of 
doing things. 

The new era will include big- 
city management and big-business 
ideas about how to get ahead in 
business. Those ideas include turn- 
ing the company into a far-flung 
industrial» complex with interests 
reaching far beyond the automotive 
field. 

” + * 


ESE are the acts which led 
to these conclusions: 

1, Clarence Francis, 71, former 
president and chairman of General 
Foods Corp., was brought out of 
retirement and named head man 
at S-P. He will carry the titles of 
chairman of the board and chief 
executive officer. 

2. Francis made his reputation in 
big business and in a big city——-New 
York. statements after his ap- 
poin ‘made it clear that he 
would run the company. It was re- 
ported that he wili run. the com- 

(Continued on Page 4, Col, 3) 


ular gas also is recommended for 
two of the cornea four V-8 
engines. 

Chrysler offers 68 models for ’61, 
and 39 of them are inthe lower- 
priced end of the et. There 
are six Lancers, six Valiants, 12 
Darts and 15 Plymouthgr (See Page 
86 for Lancer line story) 

* + * * 

HE corporation’s representatives 
Te the medium- “and higher- 
priced fields are two DeSotos, six 
Dodge Polaras, 15 Chrysiers and 
six Imperials. 

Assessing the ’61 market, L, L. 
Colbert, Chrysler chaifman and 
president, told newsmén that the 
outlook is “every bit.igs good as 
1960” when sales will hit “at least 
6.5 million passenger ¢c@fs.” 

Colbert asserted that the intro- 
duction of the ’61 models will 
open the greatest yeaf for the car 
buyer in the history of the auto 
business. 

“The motorist will be presented 
with the widest range 6f car sizes, 
models, horsepower ratifigs, styles, 
mechanical options and prices ever 
brought to market,” hesaid. 

“And every automobile company, 
domestic and foreign, will be bid- 
ding for his favor.” € 

” * of 


H® ADDED that Chrysler “is in 
excellent condition 0 serve our 
dealers with ample stocks of our 
’61 models. Our production launch- 
ing -has been unusually successful 
and this will help get our new mar- 
keting year off to a..good, fast 
start.” ; 

Chrysler engineers réVealed that 
they had developed an ‘aluminum 
engine for 1961 production. About 
10 percent of six-cylinder. produc- 
tion will get this. engine. 

Plymouth also has a new grille. 
The headlighte“eyebrow” has 

(Continued on Page 51, Col. 1) 


over buildout bonuses and the 
attendant lack of profits. 

. Only a month ago, the cleanup 
was Viewed in most quarters as a 
problem of monstrous proportions. 
Currently, dealers appear to con- 
sider the cleanup as tedious but 
manageable, 

* * * 
J pRALens in nearly every mar- 
keting area. say frankly they 

will carry many ’60s over into the 
’61 season—and none seems upset 
by this prospect. 

On the other hand, some dealers 


say they will be sold out wetuee th 


’61s officially bow. 


mobile and Pontiac have"? 
by heavy publicity on, their up- 
coming compact stablemates); 
Rambler American (the word is out 
on big changes for '61);. Mercury 
(prospects have heard about lower- 
priced lines next year), and stand- 
ard Ford (it’s been a tough one all 
year). 
* * & 

BuxzLocur bonuses, offered on 

all or some models by every 
maker except Cadillac, Lincoln and 
Comet, are the basis for most cries 
of dealer outrage. 

“The quota buildout bonus is def- 
initely not to the advantage of the 
average dealer,” said a Midwest 
Ford dealer. “It must be nice for 
the big ones, though.” 

Dealers generally attack the 
bonus as “nothing more than an- 


Imported-Car 
Registrations 


New importéd-car registrations 
for seven months: 


1960 

Pos. Make 
1— 89,545 Volks, 
2— 44,880 Renault 
3— 17,997 Opel 
4— 17,508 Eng. Ford 
5— 14,129 Fiat 

6— 11,010 


I— 10,832 


8— 9,817 
9— 8,859 
O— 8,396 


344— 
13,691— 8 
Austin- 

Healey * 

22,148— 6 
MG s 


Peugeot ° 
Hillman 17,420— 7 
a 13,423— 9 
Volyv 11,200—10 
81,277 All Others 86,788 
Total All Makes 


314,250 348,311 
*Not in Top Ten, 


other price-cutting technique. 

They ‘stee & that every sake 
ought to be able to pocket. _ 
bonus, but that “competition” al- 

ways forces them to give it away. 

“Buildout bonuses do not help 
sales too much,” said a Gulf Coast 
Florida dealer, “because they do 
not bring in the customers, 

“In some instances, they do give 
us a better price to offer, but we 
need more customers rather tae 
lower prices.” 

* ” ad 
“ CINCINNATI: dealer agreed, 
mone that bortuses help to 
mr s, but are not doing the 
mght to, 
e bit helps,” he said, 
pout all I can say for 


ers in some lines said the 
might have been a better 
(Continued on Page 52, Col, 1) 


Sharp Increase 
Due This Week 


In 61 Output 


By Martin L. Whitmyer 
Staff Writer 

Ce output in the United States 

is due to increase sharply this 
week. All General Motors divisions 
will join Chrysler Corp., Ford 
Motor Co., American Motorg and 
Studebaker in ’61-model output. 


operations 
today (Sept, 12). Chevrolet also 
is scheduled to begin assembly 
of its ’61 standard and Corvair 
series this week, 


Whether car output will be seri- 
ously affected the Pennsylvania 
and Grand Trunk Railroads strikes 
was not known at press time. It is 
understood that most car manufac- 
turers have made arrangements to 
use other means to transport parts 
to their assembly plants. 

The makers began stepping up 
their daily output rate last week 
as an estimated 56,118 cars rolled 
from U. 8S. assembly lines. That 
was a 8.9 percent increase over the 
previous week’s 51,510 assemblies 
despite the fact that output was 

(Continued on Page 53, Col. 3) 


Top Cars 
No August new-car registra- 
tions were available from RK. L. 
Polk & Co, last week. Top Oars 
will be resumed next. week. 


Imports Increase Share of Sales 


A FOUR-MONTH high in share 
of new-car registrations Was 
scored by imported cars in July, 
when they claimed. 7.97 percent 
the United States market. 
duly ‘also ah 
: . -im import 


: units 


for 

month. 
by R,. L. Polk 

were re 


rés com 
43,537 impo 


for July and 314,250 through the 
first seven months of this year. 
Corresponding totals for 1959 are 


of | 56,589 and 346,321. 


Y’S gain in ‘idiniic Was mod- 
‘egt—the margin over the previ- 
oug month was only 228 units—and 
the July total was far below this 
s best monthly count of 50,310, 
established in March and the all- 
Hang, high of 57,590 in June, 1959. 
month’s penetration fig- 


ure of 1.97, while above dune’s 
7.27 percent, compares with the 
1940 high of 9.40 percent in Jan- 
uary and the high~ of 12.71 per- 
last December. 
e Top Ten makes took a 
tly larger share of total] im- 
port sales in July than they did in 
the!previous month, accounting for 
ly 75 percent ‘of all registra- 


tio 
in the Top Ten increasing 
(See IMPORTS, Page 4, Col, 5) 
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I expect to continue, in the busi- 


Sponsor, Users De fend 
Referral Sales Plan 


Eprror’s Note: This is the third 
in a series of articles on referral 
selling. 





should only participate on a non- 
recourse basis. Otherwise 
promoter will put in a referral 
plan, load the dealer with shaky 
recourse paper, and pull out: Leav- 
West Coast Editor ing the dealer with a yard of re- 
OS ANGELES—“We're not| Possessions. 
shooting at volume,” says Jim| “Accordingly, our F & M Credit 


Merri i fM .|Corp. (operated by M & M part- 
pncilo vagina ae ners Jim Merriam and Joe Mar- 


tin) will buy contracts from any 


* * * 


By William Carroll 

















No. 3 iat 7 . a ae of our dealers without recourse. 
of a * + * 
area dealers. 
Series “Unit profit is wus, of course, is only for 
M & M referral sales,” con- 


most important 
to us, so we sell our cars at list 
prices.” 

M & M’s program is based on the 
premise that most car buyers con- 
sider sticker prices to include a 
“pack” for advertising. Using this 
hook, M & M Advertising “direc- 
tors” offer the buyer a chance to 
earn money as “advertising repre- 
sentatives” by referring new buy- 
ers to the selling dealer. 


tinued Merriam. “This way, our 
dealers know for sure they have 
their money. We'll even buy the 
trades, and wholesale them, 
though most dealers prefer to keep 
trades on M & M deals for them- 
selves. 

“We only work with strong 
dealers. By building business 
slowly, our dealers make money. 
Customers profit from their ef- 
forts, there are profits for the 
dealer, and we profit.” 

According to Merriam, prospects 
interviewed by M & M advertising 
directors are told that M & M rep- 
resents Chevrolet, Ford and Plym- 
outh, In this way M & M can move 
them into any one of nine makes. 
(M & M offers Chrysler, Plymouth, 
DeSoto, Valiant, Chevrolet, Corvair, 
Rambler, Ford and Falcon.) 

Dealers are guaranteed, depend- 
ing on their M & M contracts, 
about $250 for each unit sold by 
M & M’s referral plan, Balance of 
the gross is retained by M & M. 

Car buyers selling cars forM &M 
are paid weekly. Seventy-five per- 
cent of their fee is applied to the 
contract on their car, the 25 per- 
cent balance being paid by check. 
M & M claims to be returning 
$10,000 to $15,000 monthly to car- 
buying advertising representatives 
who have been successful in en- 
couraging friends to buy cars by 
this method. 

Unless the referral buyer signs 
with M & M to become an Ad- 
vertising Representative, no re- 
ferral commission is paid the 


paymen 
made by the advertising agency. 

Merriam told Automotive News, 
“This program (referral selling) 
has been abused in many parts of 
the country. We believe dealers 


Green Expects 
No Change in 
Renault Link 


LOS ANGELES.—John Green, 
president of Renault-Peugeot dis- 
tributor John Green, Inc., emphat- 
ically denied current rumors there 
would be any changes in ownership 
of his company. 

“Renault of France has expressed 
a great desire for us to continue 
as their largest Pacific Coast dis- 
tributor,” Green told Automotive 
News. 

“We, as independent operators, 
look to the factory for guidance. 
This is what we're doing. I'll do 
everything I can to continue, and 


original buyer. 

Advertising Representatives, buy- 
ing cars under the M & M plan, 
are cautioned not to sell cars. 
Rather, they are instructed to 
bring their friends in, or make an 
appointment for them to talk with 
an M & M advertising director. 
Frequent calls by M & M personnel 
remind customers of their need to 
supply prospects “to help pay off 
your car.” 


ness, Through my father I’ve been 
connected with Renault for some 
15 years. 

“This is no time to be walking 
away just because there’s some re- 
adjustment in the market.” 

Charles A. Gizjack, western re- 
gional manager of Renault, said 
there were no plans to buy out 
John Green, Inc. 

“We are working with him 100 
percent,” said Gizjack. 

It is reliably reported that recent 
moves by Renault, which included 
buying out three distributors, do 
not indicate a push for direct dis- 
tribution of Renault cars and 
trucks. Renault executives are said 
to be most emphatic on this point. 


Referrals from Afar 
ARTIN, vice-president of 
M & M Advertising, claims, 
“We get referrals from as far as a 
thousand miles away. Sixty-eight 
percent of the people in our pro- 
(Continued on Page 53, Col, 1) 


Business Barometer 


Automotive News Economic Index — 


101.6 Percent of Last Week 
138.5 Percent of Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 


















Aute Production ............ aoe 51,510 131.9 298.0 
Truck Production .............. 12,810 87.3 83.2 
Auto Registrations—Year to date. . 3,957,704 ies 108.3 
Truck Registrations=Year to date. 571,127 5 aie 102.1 
Steel Production—tons ......... 1,483,000 95.9 446.7 
Lumber Production—Board feet... 233,370,000 102.0 100.5 
Seft Ceal Output—tons ........ 7,780,000 97.1 106.0 
Oll Refinery eee eee Peis 51,218,000 101.2 99.5 
Barometer Freight Cer Loadings 325,746 100.2 96.4 
Department Store Sales Index .. 144 103.6 103.6 
Stock Market Price Index..... on 404.4 98.9 94.7 
U.S. Gevernment Spending 

—Fiscal year to date .......... .. $16,194,584,000 Sei 100.1 
Commercial and Industrial Loans $30,897,000,000 99.3 106.6 
Savings gy ee Sbeoeseetoocsese $31,802,000,000 100.4 103.6 
U ar Prices—<Average........ $924 96.9 92.5 
Business Pallures ................ 288 91.4 93.5 

Common 

ion Sept.7 Aug. 31 1960 Range Stocks Sept.7 Aug. 3! 1960 Range 
AMC....... 22 22% «=: 29%4-20% ett cas 42 42% += 50%-41% 
Chrysler... 424%, 43% 71%-40 Mack...... 324%, 344% 52%-33% 
Ford....... 634%, 66 92% -60% eee 11% 12%, 244%4- 8% 
GM........ 44 45% + 55%-42% White...... 42 45% 67%-41% 


(Sept, 12, 1960) 
























At PHH Dealer Workshop— 
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Dealers are shown participating in the fifth annual workshop conducted in Chicago 
by Peterson, Howell & Heather, the Baltimore-based fleet management firm. The 19 
Participants were selected from dealerships across the country that handle Chevrolet, 
Ford and Plymouth, the three cars generally recommended by PHH fo its clients. 


Canadian Dealers Discuss Leasing— 


Twenty dealers were invited to attend the fourth annual Canadian Dealer Workshop 
conducted in Chicago by Peterson, Howell & Heather. The meeting was called to an- 
nounce and discuss the type of car and equipment that PHH has recommended to its 


clients for use in the coming year. 
e ee 


* * * 


Leasing Dealers Give 
Lowdown on Autos 


HICAGO.—Both United States 

and Canadian dealers attending 
an annual dealer workshop here 
were almost unanimous in their 
negative sentiments regarding 
compact cars. 

U. 8S. dealers at the workshop, 
conducted by Peterson, Howell & 
Heather, the Baltimore-based 
fleet management firm, complain- 
ed that the smal] cars brought a 
host of problems both from a 
service standpoint and from a 
used-car standpoint. Nobody is 
certain what is going to happen 
next. 

The U. S. dealers’ sentiments 


GM to Launch 
7th Motorama 
In N. Y. Nov. 3 


DETROIT.—General Motors will 
present another Motorama as a 
showcase for its 1961 model cars 
and trucks, according to Chairman 
Frederic G. Donner and President 
John F, Gordon. 

The seventh Motorama will open 
Nov. 3 at the Waldorf-Astoria 
Hotel in New York City for a 
seven-day stay. It then will visit 
the West Coast for the first time 
since 1956, appearing in San Fran- 
cisco Jan. 7-15 and in Los Angeles 
Jan, 28-Feb. 5. 

Previous Motoramas, offering the 
newest in automobiles and engi- 
neering advances plus top Broad- 
way entertainment talent, were vis- 
ited by more than 8% million per- 
sons across the nation since 1950, 
said Donner and Gordon. 

The show will feature GM’s com- 
plete 1961 line—Chevrolet, Pontiac, 
Oldsmobile, Buick and Cadillac, in- 
cluding the new smaller cars being 
added by Buick, Oldsmobile and 
Pontiac. There also will be displays 
of Chevrolet and GMC trucks, 
Frigidaire appliances, and the 
products of a number of other GM 
divisions. Stage entertainment will 
be an additional feature. 

Touring Motoramas were held in 
1953, 1954, 1955, 1956 and 1958, Dur- 
ing 200 actual show days in New 
York and seven other cities since 
1950, Motorama averaged 43,404 
visitors per day, GM said. 


were summed up by one dealer who 
said, “We wish we'd never heard 
of them.” 


Canadian dealers said they are 
having trouble moving compact in- 
ventories, and some expect to take 
a loss on cleanup sales. All agreed 
that very few compacts were going 
to fleets, or to salesmen for busi- 
ness use, 

ad * * 
E Canadians said resale value 
of the compacts is doubtful, al- 
though too few have been sold as 
used cars to accumulate any sig- 
nificant experience on price or de- 
preciation. ' 
Little enthusiasm was express- 
by Canadian dealers for the 
new series of compacts which 
will be introduced this year, 

There was less enthusiasm 
among U. S. dealers for the hard- 
top than there had been in former 
years. Even though the hardtop 
price is holding up well by all mar- 
ket standards, dealers seem to be 
afraid of what might happen with 
more and more competition from 
the compacts. 

For the first time in several 
years, U. S. dealers were sharply 
divided on the question of the six- 
cylinder engine versus the eight. 

* * + ; 
AUTHOUGH the six igs enjoying 
a kind of comeback on the 
used-car market, there appears to 
be some question as to how long 
(Continued on Page 53, Col, 4) 





New Transmission— 


A new heavy-duty manual transmission, 
which is lengthened and narrowed so that 
more of the transmission is in the engine 
compartment and less in the passenger 
compartment, is available on most 1961 
Chrysler Corp. cars. The transmission is 
offered with 361 and 383 cubic inch en- 
gines which are available or standard on 
1961 Dodge Dart, Plymouth, Dodge, De- 
Soto and Chrysler automobiles. 





Auto Credit Soars 
To New Record 


Rate of Gain Reported 


Lowest Since Winter 


WASHINGTON.—The volume of 
auto credit outstanding went up by 
$139 million in July to reach a new 
record high of $17,946 million by 
the end of the month, the Federal 
Reserve Board reported. 

The boost was well below the 
$326 million increase in June and 
the $357 million hike in July of 
last year. The increase in July 
was the smallest since February 
of this year. 

In the last year, the auto credit 
total has expanded by $2,023 mil- 
lion. The total went up last August 
through November, declined in 
December and January and has 
gone up for the six months from 
February through July. 

Total installment debt of con- 
sumers went up in July by $325 
million to reach $41,687 million. All 
other classes of consumer loans 
joined auto loans in the increase. 

The granting of auto loans fell 
off sharply in July. Extensions to- 
talled $1,477 million in July, com- 
pared to $1,738 million in June and 
$1,720 million in July of last year. 

The volume of auto debt repaid 
in July was $1,338 million, com- 
pared to $1,412 million in June 
and $1,363 million in July, 1959. 

Of the auto credit outstanding 
on July 31, banks had extended 
$7,982 million, up $58 million during 
the month and an increase of $937 
million in the last year. 

Finance companies held $7,822 
million of the auto paper, up $55 
million in July and a boost of $759 
million in the last year. 

Other financial institutions ex- 
tended $1,510 million of the total, 
a boost of $20 million during July 
and an increase of $260 million 
in the last year. 

Auto dealers held the remaining 
$632 million in auto paper, a gain 
of $6 million during July and up 
$67 million in the last year. 


CCC, Ford Join 
In Cutting Back 
Floor-Plan Rate 


DETROIT.—The move to lower 
floor-plan interest rates spread last 
week but it did not become gen- 
eral. 

Ford Motor Credit Co. said that 
it was cutting its rate from 5% to 
5 percent, The reduction was ef- 
fective on Sept. 1. The change 
matches the move announced a 
week earlier by General Motors 
Acceptance Corp. 

Commercial Credit Co. said last 
week that its rate would be cut 
from 5% to 5 percent beginning 
with the next billing period which 
starts Sept. 21. 

There were a number of holdouts 
to the swing to lower floor-plan 
rates. Two of the largest were 
Associates Investment Co. and Uni- 
versal CIT Credit Corp. 

An Associates official said the 
company felt that present money 
conditions did not call for a re- 
duced floor-plan rate, but that the 
company would reduce its rate in 
selective cases to meet competition. 


L-M Dealer Quits; 
Cites ‘No Profit’ 


DAYTON.—Michael Motors here 


—— |is going out of business “because I 


just couldn’t make any money,” 
Nicholas G, Michael, the owner, re- 
vealed. Surrender of the new-car 
franchise reduces to one the num- 
ber of Lincoln-Mercur y-Comet- 
Taunus agencies in the area— 
Walker Motor Sales. 

In July, 1956, Walker Motor 
President Johnny Walker sold the 
operation at 415 N. Main St. to 
Michael, who said he plans to con- 
tinue operating the Michael Body 
Shop and Dayton Auto Leasing. 

Michael said Ford has been look- 
ing around the Dayton area for 
another outlet, “but I don’t think 
they’ve had much success, 

“I think if another dealership 
could get its expenses down, it 
could make a go of it. Overhead 
was our problem,” he said. 
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Dealer Forum 


by Robert M. Finlay 


AMES K. DOBBS SR., Memphis; Chevrolet dealer, we'll put in a 


millionaire auto dealer who died 
last week in a Dallas hospital, left 
a lasting mark on the auto indus- 
try. 
The mark, like most, is neither 
all white nor all black. Neither is 
it gray. Most of us see it in alter- 
nate shades of black and white. 

Dobbs and his partner, Horace 
Hull, found auto retailing largely 
a- horse-trading business when 
they opened their first auto deal 
in 1921 in Memphis, By 1939, 
Hull-Dobbs claimed to be the 

dealership in the world. 

After World War II, when the 
new and hustling regime at Ford 
became entranced with the idea of 
beating Chevrolet, a sales executive 
at Ford laid out the strategy this 


way: 
“We'll take Chevrolet point by 
point. Where we can’t beat the 


Simca Lops $40 
Off Etoile, Bids 


For Exclusives 


MIAMI BEACH.—A $40 price cut 
on its Etoile four-door sedan and 
a program to strengthen Simca’s 
position in the market for imported 
cars in the United 
States were dis- 
closed by D. R. 
Crandall, national 
director of Simca 
sales, at Chrysler 
Corp.’s national 
press preview 
here. 

Plans also are 
under way to in- 
» crease Simca’s 

d field sales and 
D. R. Crandall service forces and 
to increase the number of exclusive 
Simca dealers throughout the coun- 
try, Crandall said. 

Price of the Etoile four-door 
sedan was reduced from $1,698 to 
$1,658 at East and Gulf ports of 
entry. 

“We see a continuing demand for 
imported cars in this price class in 
the year ahead,” said Crandall. “We 
intend to see that Simca gets its 
fair share of that market. 


“The 1961-model Simcas will re- 
main unchanged from current mod- 
els except for running engineering 
improvements which have _ been 
made over a period of months,” 
Crandall said. “Basic styling of 
Simca, however, is unchanged.” 


Crandall said the present 77 ex- 
clusive Simca dealers, out of the 
694 total Simca dealers in the 
U. S., will be augmented with 
additional single-line Simca deal- 
ers in markets where the French 
import is not currently repre- 
sented. 

“Simca, as the quality car of the 
economy imports, has always had 
its share of the import market and 
now we’re out to get an even bigger 
slice than ever,” he added. 
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Hull-Dobbs deal.” 


In the years since, the rivalry 
with Chevrolet was elevated to a 
sounder basis. The policy of using 
Hull-Dobbs as a stimulator to other 
dealers has ceased. Before it ended 
Hull-Dobbs had spread to 36 cities. 


* * * 


Aroused Ire 


Cr WAS in the area of stimulation 
that Hull-Dobbs aroused the ire 
of many dealers. Hull-Dobbs 
brought many changes to the auto 
business, but it maintained the at- 
mosphere of horse-trading. In fact, 
some dealers say the organization 
could teach the old horse-traders 
some tricks. 

Dobbs had little formal educa- 
tion. He quit school in the fifth 
grade to go to work. Before he 
was 20 he had sold one business 
in St. Louis for $7,000. 

He started in the auto business 
in Birmingham and went broke. 
In Memphis, he got another start 
with the late John T. Fisher of 
Union Motor Co., before he and 
Horace Hull borrowed $21,000 to 
buy a Ford dealership. 

In the years on his own he learn- 
ed much about motivation of men. 






Below 30-Day Supply at Last... 


U.C. Stocks Improving 


Gt of used cars held by new- 

car dealers on Sept. 1 fell below 
a 30-day supply for the first time 
this year, according to AuTomortive 
News’ estimates. 

The average inventory was good 
for 29.3 days of selling, according 
to estimates based on field re- 
ports. 


Although profit was reported slim 
or absent altogether, dealers con- 
tacted by Automotive News appear- 


It is in this area that he and Hull| Ge 


were most successful. They were 
credited with introducing daily 
cost-control techniques which kept 
them informed of the state of their 
business at any given moment, 

They sought, at times, to give 
the public the impression that the 
moment they made the nut for the 
month, they started to give cars 
away just to get them on the 
street. Among other dealers, there 
is considerable skepticism about 
this point. 


+ * 


Developed Men 


ET there is little doubt that the 

Hull-Dobbs organization de- 
veloped successful managers and 
got salesmen to work. Most auto 
salesmen know the steps they must 
go through to sell cars. The prob- 
lem has always been to get them to 
go through these steps. 

The Hull-Dobbs organization was 
proud of its profit-sharing pro- 
gram, but this certainly isn’t the 
answer to stimulating salesmen, for 
nearly all auto salesmen are on a 
profit-sharing basis. 

Perhaps the Hull-Dobbs suc- 
cess lay in ability to impress the 
salesmen with the opportunities 
that existed in the organization. 
All the managers had to come up 
from sales. 

As with all firsts, there probably 
is a good deal of dispute as to who 
introduced the idea of team selling 
in the auto industry. However, the 
Hu11-Dobbs organization certainly 
made it effective. Some dealers say 
it was done in a deceptive way, 
with charges that Hull-Dobbs men 
would do anything to keep a pros- 
pect in the shop until they had an 
opportunity to give him the full 
treatment. 

Other dealers took up the team 
plan of selling, modifying it for 
better or worse. Some used it to 
build a reputation that would bring 
repeat customers. 

Others used it to shake the cus- 
tomer for a quick sale on the idea 
that in metropolitan centers you 
could build a bad reputation and 
continue to do business because 
there is such a great potential on 
which to-draw and such a shift in 
population. 

One system involves as much 
work as the other, so, unless the 

individual dealer is so constitut- 
ed that he hag to make sport of 
people, there seems to be a more 
lasting future in the integrity 
route. 

One of the most essential steps 
in the Hull-Dobbs procedure in- 
volves swift and realistic handling 
of used cars. If there was a rap 
to take on the used car, Hull-Dobbs 
wanted to know of it right away. 
Hence, ‘the Hull-Dobbs motto — 
“Never let the sun set on a dog 
(that belongs to you).” 


ed fairly optimistic over the autumn 
outlook. 

Being in good shape to “start 
taking them in” when new-model 
trading begins seems to bolster 
dealer hopes for a used-car upturn 
this fall. 

* * * 


“@HOULD be a strong market this 
fall for clean cars,” said a New 
England dealer, adding that a lot 
of foreign-car owners are “looking 
to unload.” 

A dealer in the West said, 





New Building for Westminister Motor— 


J. W. Marx, right, Oldsmobile assistant zone manager, applies mortar to the cor- 
nerstone of the new Westminister Motor Co. (Chevrolet-Cadillac-Oldsmobile-Renault) 
building in Westminister, Md. From left are Ed Honig, Westminister president; James 
Whelan, Oldsmobile district manager; Leslie Legun, Westminister secretary-treasurer, 
and Miss Maryland 1960. The 18,000-square-foot building will be able to display 27 
new cars and 50 used cars at the same time, according to Honig. The service depart- 
ment is designed to handle 17 cars at one time. 





8 Body Styles 


Sufficient, 


NADA ’s Williams Says 


CLEVELAND.—T here are “too 
many models and too many en- 
gines” in the typical standard-size 
car line, according to Birkett L. 
Williams, president of the National 
Automobile Dealers Assn, 

He said that dealers handling 
standard-size cars “can do a better 
job with eight 
body styles, in- 
stead of the mul- 
titude of models 
we have today.” 
He suggested that 
a two-door and 
four-door in both 
a standard and 





door-hardtop and 
two-door and 
four-door wagons 





B. L. Williams 
would be enough. 

“If I were running the factory, 
I would skip the four-door hard- 
top,” Williams said. “There is no 
great demand for it in our price 
class.” 

Williams said that a six-cyl- 
inder engine and two eights would 
be enough, Ford now has four 
engines. 

He said his remarks applied 
only to cars bigger than the com- 
pacts. “I hope the variety in com- 


Cowan to Address 


Montana Dealers 


HELENA, Mont.—Used-car prob- 
lems will be discussed by Ed Cowan 
jr., Chevrolet’s national used-car 
manager, at the annual convention 
of the Montana Automobile Dealers 
Assn. in Great Fallg Sept. 30-Oct. 1. 

Used cars also will be the topic 
of a National Automobile Dealers 
Assn, Business Management Con- 
ference scheduled in Great Falls 
the day before the MADA conven- 
tion opens. The conference will be 
conducted by NADA’s John E. 
Binns. 


pact models will stay just the way 
it is—although we could use a 
convertible,” Williams added. 

Williams renewed his attack on 
the size of the new-car inventory 
and decried the cost of the inven- 
tory excess to dealers. He once 
again blamed the overstocking on 
excessive ordering by dealers. 

He noted that 8,000 dealers 
have gone out of business in the 
last 10 years and said the trend 
to fewer dealers will probably 
continue, although at a slower 


pace, 
“It’s inevitable that someone is 
going to get hurt in the 1961 model 


deluxe series, a| year,” he said. “The new luxury 
convertible, t w o-| compacts will take a slice of busi- 


ness away for regular-sized, low- 
priced cars.” 

Williams said he sees the trend 
to compacts continuing and pre- 
dicted that half of sales will go 
to compacts a year from now. 


“August was fairly good and 
September seems to be starting 
out good.” 


“I believe used cars will pick up,” 
a California Ford dealer said. 

A Midwestener took this view: 
“The autumn used-car market will 
be all right. Looks like a normal 
used-car pattern.” 

Many dealers said they believe 
the used-car market will settle 
down once the new compacts have 
been put on display. The consensus 
is that, currently, the used-car 
market is “waiting.” 

* * + 

EALER efforts to get used-car 

inventories into balance for the 
new-model season and the era of 
a compact-in-every-showroom 
doubtless have played a key role 
in reducing used-car stocks to the 
point recorded on Sept. 1. 


It is likely that some of the profit 
troubles stem from dealers “un- 
loading” in fear of what added 
compacts will do to the used-car 
market. 

One of the problems anticipated 
for used cars as the new-model 
season gets under way is that the 
“wrong” kind of tradeins will ap- 


ar. 

Used-car managers feel their best 
market this fall will be in the ’53- 
to-’55 bracket. Early-season trade- 
ins, however, are expected to con- 
sist largely of later models which 
will be harder to wash out. 

* om + 


vue Sept. 1 used-car inventory 

of 29.3 days compared with a 

32.5-day supply a month earlier and 

a 37.3-day supply a year ago, 
Not since Oct. 1 last year (the 

lowpoint for 1959) had used-car 

stocks been under the theoretical 

limit, 

A total of 23.5 percent of report- 
ing dealers on Sept. 1 said their 
used-car inventories could be clean- 
ed out in 15 days or fewer. 

This was nearly double the 12.5 
percent in this category only a 
month earlier and was the first time 
in 19 months that more than one- 
fifth of reporting dealers had re- 
ported such small stocks. 

* * 


Ana 35.3 percent on Sept. 
1 said they could clear the 
decks in 16 to 30 days of selling. 
A month earlier, this category cov- 
ered 56.3 percent of dealers report- 
ing. 

This left 41.2 percent of all 
dealers with inventories over 30 
days on Sept. 1, compared with 
$1.2 percent the previous month. 

Range of stocks reported was 
eight to 60 days, compared with 

seven to 60 days on Aug. 1. 

A year ago, Sept. 1 found 11.1 
percent in the 15-days-or-under 
category, 38.9 percent in the 16-to- 
30-day bracket and 50.0 percent 
over 30 days. Range of stocks re- 
ported was two to 60 days. 

—Rosert M, Lignert 


On the House... 


mile race will be 


NADA-ATAM 
deceptive dealer 





Wembhoft 


(at $5 per ticket), with proceeds 


Next year’s Mobilgas Economy Run “will go 
farther east than the 1960 event” (Minneapolis), so 
it could be Detroit. Eventually, officials say, the Run 
will go from New York to Los Angeles (after logis- 
tics are worked out) ... The 1961 Indianapolis 500- 


paced by a Thunderbird . . . Gor- 


don Hebert, auto editor of New Orlean Times- 
Picayune, is starting his 41st year with paper... 


ad ethics committee, noting that 
advertising is “merely the symp- 


tom of more basic problems,” has decided to work 
on both the symptom and the cause simultane- 
ously . .. Chicago association is holding a series 
of dealer-state legislator meetings ... Ronald Everson (Oldsmobile), 
Wadena, is a candidate for Minnesota state legislature .. . 
Premiere of Los Angeles auto show Nov. 10 will be charity affair 


going to Assistance League . . . 


Slim Barnard passes along this story: An auto dealer called in one 


of his salesmen who hadn’t been 


doing too great a job. Said the 


dealer: “I’d like to compliment you on your work. When will you 


start?” 





—-Prete Wemuorr, Editor, 
Automotive News 








42-Day Cleanup Suppl 





rs 
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Peak Carryover Due 
Despite Stockpile Cut 


(Continued from Page 1) 


mentioned “too many” colors and 
body styles. 


* * 


— himself, who for the 
last six months has included 
his Cleveland Ford dealership 


among those guilty of “over-order- 


ing,” called for a ceiling of eight 


models in a line and an end to 
four-door-hardtops. American Mo- 
tors hag done away with its four- 
door hardtops, but otherwise the 
trend for 1961 underscores more 
body styles, counting the new com- 


“Hot” options selling out earliest 
from '60 inventories, according to 
dealers, are automatic-transmission 
compacts, six-cylinder standards 
with or without automatic shifting 
and economy engines. 

The top-selling factory’s slant 
on the cleanup definitely is opti- 
mistic. Chevrolet General Man- 
ager E. N. Cole forecast at a 
new-model press preview on the 
last day of August that 10,000 
fewer Corvairs and standards 


year. 

“Overall,” Cole said, “we feel that 
we will be down to a workable in- 
ventory on announcement day. 
Dealers, in many cases, never like 
to sell completely out because it is 
difficult to keep salesmen geared 
up when they have a short product 
supply for a week or so.” 

Rather cryptically, Cole added 
that many Chevrolet dealers “are 
in splendid shape (while) others 
play by ear, hoping they will get 
the high dollar.” 

* + * 

Buen ’61 side of the inventory coin 

was portrayed favorably last 
week by Chrysler Corp. President 
L. L. Colbert. He told newsmen at 
the Chrysler Corp. preview that an 
early launching of new-model pro- 
duction has put the company “in 
an excellent position to serve our 
dealers with ample stocks of ’61 
models.” 

Chrysler Corp. in recent years 
hag victimized itself by inadequate 
introductory supplies of hot-selling 
new models, The corporation al- 
ready has built an estimated 87,342 
of the nearly 150,000 new cars as- 
sembled by the entire industry to 
date. 


The cleanup effort is getting a 
formidable lift from the factories 
in the form of buildout bonuses. 
But these have met with a mixed 
response from the dealers, with 
comments ranging from a Chevy 
man’s “not enough” to a Ford 
merchant’s complaint that the 
quota system is unfair. 


Ford sweetened the bonuses on|» 


its standard cars last week, faced 
with an inventory clogup. The Fal- 
con-Comet boom, aggravated in the 
standard Ford’s case by widely 
published photos of the ’61 model, 
has cut sharply into sales of ’60 
Galaxies and Fairlanes. 

ae * * 


guns dealers are quick to blame 
pre-publicity on ’61s for drag- 
ging sales of big series, but others 
recall that similar conditions pre- 
vailed last year before Corvair, 
Falcon and Valiant reached the 
market. 

“Dealers have got to learn to sell 
around the headlines,” a Chevrolet 
dealer in outstate Michigan com- 
mented. 

Chrysler Corp. dealers are 





Vermont Dealers 


Meet Wednesday 


MONTPELIER, Vt. — The 15th), 


annual meeting of the Vermont 
Automobile Dealers Assn. will be 
held Wednesday (Sept, 14) at the 
Spruce Lodge, Stowe. 

Dave Reese, Drexel Hill (Pa.) 
Oldsmobile-Rambler dealer, will 
talk on “Profit Control” at the 
morning business session, Election 
of officers and six county gover- 
nors will take place in the after- 
noon. 




























the pennant race.” But 
few customers were 
shunning Chrysler products per 
se merely because of the spate of 
lawsuits. 

Another Chrysler-line dealer 
wailed that Thoreau’s comment 
that “most men lead lives of quiet 
desperation” is “certainly applic- 
able to most decent auto dealers.” 

* * * 


qs. 1 inventories of nearly 
880,000 new cars were approxi- 
mately 150,000 units above the pre- 
vious September high, recorded in 
1957. September inventories in 1959 
and 1955 also exceeded the 700,000 
mark, but none previously came 
closer than 1957’s count of 729,536 
to the level reached this year. 
From the standpoint of relieving 
the flow of new cars to domestic 
dealers, exports again were a dis- 
appointment in July, Only 6,568 
new cars were exported from the 
United States, marking a 1960 low. 
June exports, the previous low 
for the year, totalled 9,286 new 
cars. A total of 7,066 new cars was 
shipped abroad in July, 1959. 





New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 


Dealers 
Cars Cars In Total 
tn Transit Potential 
Field te Inventory 
Ending Dealers Stocks 
Jan, 1, '50.... 251,754 188,500 440,254 
July 1, ’50.. 1,084 167,500 478,584 
Oct. 1, 50... 157,800 366,167 
Jan, 1, ’51.. 888 89,900 404,788 
Apr. 1, ’51.... 406,541 545,041 
duly 1, ’61.... 357,606 90,700 448,306 
Oct, 1, ’51.... 250,762 500 
dan, 1, ’62.... 224,968 31,000 255,968 
April 1, ’52.... 213,391 83,000 296,391 
July 1, '52.... 193,462 500 277,962 
Oct. 1, ’52.... 233,556 89,000 322,556 
Jan. 1, '63.... 291,671 83,300 374,971 
April 1, '53.... 445,882 89,300 535,182 
duly 1, °53.... 479,698 82,800 562,498 
Oct. 1, °63.... 519,037 60,900 579,937 
dan. 1, ’54.... 428,125 36,600 464, 
April 1, ’64.... 541,911 64,000 605,911 
July 1, °64.... 446,665 62,500 508,165 
Oct, 1, '54.... 267,469 29,000 296,469 
Jan, 1, '56.... 203,881 68,500 362,381 
April 1, ’55.... 544,038 99,500 3,538 
duly 1, '55.... 736,591 77,000 813,591 
Sept, 1, °65.... 675,964 37,300 713,264 
Oct, 1, '65.... 469,475 48,900 538,375 
Nov. 1, ’55.... 481,735 87,600 569,335 
Dee, 1, '55.... 645,707 77,400 723,107 
dan, 1, '56.... 755,177 53,300 808,477 
Feb, 1, ’56.... 801, 900 870 
Mar, 1, '56.... 840 63,700 903,789 
April 1, '56.,.. 827,977 68,100 898,669 
May 1, '56.... 846,286 300 902 
dune 1, '56.... 746,012 52,890 798,902 
duly 1, '56.... 613,461 568 679. 
Aug, 1, ’56.... 551,081 53,026 588,172 
Sept, 1, °56.... 456,013 48,382 504,395 
Oct, 1, '56.... 288,103 25,900 314,003 
Nov, 1, '56.... 212,967 65,008 277,975 
Dec, 1, '56.... 318,587 79,656 398,243 
Jan, 1, '57.... 461,850 50,168 
Feb, 1, ’57.... 561,934 68,100 
Mar, 1, ’57.. 608 68,400 
April 1, °57.... 682,790 63,125 
May 1, ’57.... 677,706 59,500 
dune 1, ’57.... 724,329 63,420 
duly 1, °57.... 682,121 63,090 
Aug, 1, '57.... 645,445 59,300 
Sept, 1, °57.... 684,484 45,052 
Oct, 1, °57.... 647,549 25,085 
Nov, 1, ’57.... 380,740 300 
Dec, 1, °57.... 460,149 71,800 
Jan, 1, '58.... 507,208 55,000 
Feb, 1, ’58.... 725,003 54,100 
Mar, 1, ’58.... 821,566 000 
April 1, ’568.... 783,201 45,900 
May 1, ’58.... 738,464 38,500 
June 1, ’58.... 704,751 36,500 
duly 1, °58.... 630, 45,000 
Aug. 1, ’58.... 600,656 000 
Sept, 1, '58.... 455,984 7,700 
Oct, 1, °68.... 201,397 21,600 
Nov, 1, '68.... 241,382 45,100 
Dec, 1, '58.... 387,131 73,200 
dan, 1, ’59.... 477,000 67,000 
Feb, 1, °59.... 608,525 58,200 
. 1, "59.... 643,239 63,600 
April 1, °59 = ..710,382 66,620 
May 1, ’59.... 766,185 64,000 
June 1, ’59.,.. 845,920 63,300 
duly 1, '50.... 844,152 64,000 
Aug, 1, ’59.... 928,390 48,000 
Sept, 1, '50.... 688,035 15,000 103,035 
Oct, 1, °59.... 467,038 52,500 519,538 
Nov, 1, '59.... 472,400 51,000 523,900 
Dec, 1, '59.... 387,972 20,000 407,972 
dan, 1, '60... 510,467 56,000 566,467 
Feb, 1, '60.... 687,153 85,200 772,353 
Mar. 1, "60.... 862,334 77,000 939,334 
April 1, '60.... 934,427 72,000 1,006,427 
May 1, '60.... 042,804 66,800 1,000,604 
dune 1, *60.... 963,000 71,000 1,024,000 
duly 1, 60... 904,067 44,000 1,038,967 
Aug, 1, '60....°980,134 38,200 *1,018,334 
Sept, 1, '60.... 861,143 28,500 879,643 
+ Field stocks include cars actually at 


dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 
eee 








Some ‘61s ARE Under Wraps— 


In contrast to so-called premature sneak shots of some makes, Buick is shipping its 
cars to dealers under wraps. The photo shows the first load of 1961 Buick Specials as 
they leave the Buick assembly plant in Flint. The cars are being transported by F. J. 


Boutell Driveaway Co., Inc. 





New Concept Due for S-P 
As Francis Takes Over 


(Continued from Page 1) 


pany from New York, not South 
Bend. 

3. From what was said and 
what was done after the Francis 
move, it was clear that S-P was 


an effort to make use of S-P’s 
previous losses for tax 
4. Harold E. Churchill, 57, a man 
who joined Studebaker in 1926 and 
rose through the ranks to be 
named president in 1956, will con- 
tinue to carry that title. But 
“Church” will report to the new 
chief executive, Francis. 
+ a - 
preance gets one of Churchill's 
old titles—that of chief execu- 
tive officer. Francis said that 
Churchill will have a “staff” job 
with special assignments in the 
fields of engineering and manufac- 
turing. 
The election of Francis was in- 
terpreted as meaning that S-P was 


330,262 | preparing to push its diversification 


and acquisition program. That view 
gained support when Francis’ first 
major duty was to announce the 
company’s fourth acquisition. 

The company acquired by S-P 
is Clarke Floor Machine Co., 
Muskegon, Mich., a leading pro- 
ducer of floor polishers, sanders, 
industrial vacuum cleaners and 
related floor-maintenance equip- 
ment. 

The company had sales of $9,081,- 
000 and pretax earnings of $903,- 
000 in 1959. S-P said that increased 
earnings are expected this year. 
S-P purchased Clarke for an un- 
disclosed price. It was S-P’s fourth 


*585| acquisition and second largest in 


the last two years. . 
([uERe had been reports that 
S-P directors one on the 


acquisition policy. A. Sonna- 





Texas Honors Romney— 


George Romney, left, president, Ameri- 
can Motors Corp., was proclaimed an hon- 


orary citizen of Texas by Gov. Price 
Daniel. Presenting the honor to Romney 
is Judge Rolph Hall of Rockwell County, 
representing Gov. Daniels. The presenta- 
tion was made before 1,200 Rambler deal- 
ers, salesmen and their wives at a pre- 
view of the 1961 Ramblers in Dallas. “I'm 
actually a real citizen of Texas,” Romney 
said, explaining that he lived in El Paso 
when he was a child. 








bend, who was added to the S-P 
board on the strength of his repu- 
tation as a merger wizard, said 
the election of Francis would re- 
sult in “more realistic, more imagi- 
acquisition 


native and sounder’ 
policies. 


Was once in 


In addition to the Clarke pur- 
chase, two other acquisitions were 


reported to be near. One of the 
companies involved was said to be 


a furniture maker. 


Francis, who has been an S-P 


(Continued on Page 50, Col. 1) 


Ford Pays $100 
On Galaxie Sales, 
Adds Truck Bonus 


DETROIT. — Ford Division has 
sweetened its buildout bonus with 
a $100 no-quota payment on Gal- 
axies and has added a truck incen- 
tive program. 

The Galaxie rebate is in addition 
to a setup that pays Ford dealers 
$125 or $150 for over-quota sales of 
standard models. Both payments 
will continue until the introduction 
of the ’61 models. 

On trucks, Ford dealers get $40 

















)|U.S. Bans Export 
-|Of Some Vehicles 
|To 2 Latin Lands 


WASHINGTON. — In a “crash” 
action designed to prevent exports 
for possible military purposes, the 
Department of Commerce has for- 
bidden shipments under general 
license of certain vehicles destined 
for Cuba and the Dominican Re- 


“Jeeps and 


" |trucks and functional parts for all 
_|automotive vehicles except those 


functional parts fabricated exclu- 
sively for passenger cars, buses and 
trailers.” 

The Bureau of Foreign Commerce 
plans a careful review of proposed 
shipments of these articles. 

It is understood that the action 
was taken after an upsurge had 
been noted in shipments and in in- 
quiries for such vehicles. Both new 
and military surplus Jeeps and 
trucks are believed to have been 
involved, Inquiries apparently have 
been directed to United States pro- 
ducers both in this country and 
abroad. 

Under U. S. export control regu- 
lations, it would appear that revo- 
cation of the general license for 
these vehicles and parts also means 
that American companies with for- 
eign assembly plants cannot ship 
these items to Cuba and the Domin- 
ican Republic from those sites with- 
out prior licenses from the Com- 
merce Department. 


Imports 
(Continued from Page 1) 


volume over the previous month 
included Volkswagen, Renault, 
English Ford, Triumph and Mer- 
cedes-Benz. 

+ * * 


MERCEDES - BENZ replaced 

Peugeot in the elite list, push- 
ing Simca from ninth to 10th place 
in the process, 

Peugeot, however, remaing in 
10th place on the year-to-date 
ranking. 

Something of the difficulty that is 
facing the imported makes can be 
seen in registration figures which 
show that only four makes were 
able to garner more than 2,000 reg- 
istrations in July, although nine 
makes were in this category a year 
ago. 

On a year-to-date basis, four 
makes top 17,000 registrations; in 
the 1959 period, seven makes were 
above this level. 





July Sales Score 
For Imports 


New imported-car registrations 








per delivery in excess of 50 percent : 
of a factory-assigned quota and $85 7 omy: 
for a in excess of 100 per-| pos. Make ~ 
cent of quota. The payments are ime wage 388 . 
not retroactive. a Gane oe “a "Gane 

If a dealer reaches 50 percent of} 3 9357 Opel 3,486— 5 
his truck quota by Sept. 30, he will 4— 2,241 English Ford 3,934— 3 
begin receiving the $85 bonus at 90! 5 1991 Triumph 2,258— 8 
percent instead of 100 percent. 6— 1,811 Austin- 

In a no-quota section of the truck Heale 1,842—10 
program, dealers receive $35 I— 1,642 Fiat y 3,7838— 4 
see, — of F600 and C-600 models} g_ j'299 MG : * 
and $175 on Series 850 through rcedes * 
Series 1100 units and all tandem| ,5— con na es 6 
models. Hillman 2,687— 7 

Ford Division will pay the follow-| + Vauxhall  2,046—9 
ing rebates on ’60 trucks in dealer 11,230 All Others 14,184 
inventory when the '61s.are intro- Total All Makes 
duced: $35 on light trucks, $50 on 43,537 56,539 
mediums, $100 on heavies and $125| «Not in Top Ten. 
on extra-heavy-duty units. os 

Sales Records for Imported Cars 
13 Months 13 Years 
‘in Pene= ret. Gate 
tration 

Pet. of . Over Pre- Pet. of ote. 
Units Industry vious Month Sette | Sete ee 
July 59 56,539 9.98 1.53 | 1948 ...... 16,133 46 1433.33 
Aug. ...... 56,187 10.56 6.24 | 1949 ...... 12,251 25 — 45.65 
Sept. .... 53,787 11.76 11.36 | 1950 ...... 16,336 26 4.00 
ee 51,923 9.73 —17.26 | 1951 ....... 20,828 Al 57.69 
Noy, ...... 47,430 11,11 14.18 | 1952 ....... 29,299 -70 70.73 
Dee, ...,- 54,609 12.71 14.40 | 1953 ...... 28,961 50 — 28.57 
Jan. '60.. 40,420 9.40 —26.04 | 1954 ...... 32,403 59 18.00 
Feb, ...... 42,704 8.64 —8.09 | 1955 ...... 58,465 82 38.98 
March .. 50,310 8.43 —243 | 1956 ...... 98,187 1.65 101.22 
April .... 48,283 746 8 —1151 | 1957 ...... 7 3.46 109.70 
May ....... 45,623 7.05 —5.50 | 1958 ...... 378,517 8.13 134.97 
June .... 43,308 71.27 3.12 | 1959 ...... 609,539 10.11 74.35 

duly ...... 43,537 7.97. 9.63 | 1960 to 
Date ......31 —21.46 


7.94 
© 1960, Automotive News 
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“*,..our reputation is 
in good hands” 


says RALPH N. HARDWICK, Studebaker dealer, 
Fort Worth, Texas 
















“The most important reason for our using the 
CoMMERCIAL CrepiT PLAN is that our reputation is in 
good hands. Our customers are impressed by the bene- 
fitsoffered and the simplicity of it. Highly satisfactory 
service keeps customers sold on Commercial Credit and 
on us. This helps build repeat sales. Without this guar- 
antee of good customer relations, a finance plan could 
hurt a dealer’s reputation. We capitalize on customer 
acceptance by paying a bonus to any salesman who 
writes up a deal that includes Commercial Credit Plan.” 





Commercial Credit dealers 
are successful dealers 










Write or call the nearest ComMeRCcIAL CrEDIT CORPORATION 
office for complete information on the benefits of CoMMERCIAL 
Crepit Pian. Why not do it, today? 







3 os A service offered through subsidiaries of the 
Daan at ae ie ; 
§ Commercial Credit Company, Baltimore . . . Capital 
seta BN and Surplus over $240,000,000 .. . offices in principal 
* 
sg cities of the United States and Canada. 
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Minkel Strengthening Sales Setup ees 


S-P May Resume Distributors 


Eprror’s Note: This is another 
in a series of articles designed 
to explore distribution in the auto 
industry. 


* * * 


By John K. Teahen Jr. 
Associate Editor 

OUTH BEND. — Studebaker- 
Packard is engaged in a cam- 
paign to strengthen its dealer or- 
ganization, and the program may 
i include a partial 
return to the dis- 

tributor system. 

In an interview 
with Automotive 
News, Lewis E. 
Minkel, mar- 
keting vice-presi- 
dent, explained 
that the distribu- 
tors would func- 
tion only in. wide- 

} open areas—re- 
L, E. Minkel gions that in- 
clude many widely spaced towns 
and villages ‘that cannot support a 
direct dealership. 

He cited Montana, Colorado and 
Arizona ag examples and noted 
that it is expensive to have factory 
field men travel such widespread 
areas. 

Under the contemplated program, 
the distributor would stock parts 
as well as cars, and he would hire 
a traveller to serve his sub-dealers. 





distributor operation would be 
limited. The company has no in- 
tention of forming a nationwide 
network of distributors, he said. 

Studebaker, like most other man- 
ufacturers, dumped the distributor 
system after World War IL Today, 
Cadillac is the only domestic make 
that uses it to any extent. 

* * * 


A™ THE beginning of September, 
Studebaker had 2,467 dealers, 
and Minkel would like to boost the 
total to 2,500. Reaching that target 
involves a lot more than simply 
awarding 33 franchises, however. 


The dealer organization includes 
668 duals, of which 438 are with 
General Motors makes. The duals 
make up 27 percent of the dealer 
family, and they account for 25 
percent of Studebaker sales, 

Minke] realizes he will lose some 
of those outlets when the Buick, 
Oldsmobile, Pontiac and Dodge 
compacts hit the market. He esti- 
mates that the total will drop to 
about 20 percent. With 2,500 S-P 
dealers, that would mean 500 duals. 

“A dealer should do what is 
best for him,” Minkel said in 
discussing the dualling situation. 
“We should not pressure ers 
to keep our line, and GM, Ford 
and Chrysler should not pressure 
them to give it up.” 

He wants more exclusive outlets, 


Minkel emphasized that the | and he believes S-P is in a strong 





Wilkie Views... 


As Colbert Sees It 


MIAMI BEACH.—If Chrysler 
Corp, Board Chairman and Presi- 
dent L. L. (Tex) Colbert is wor- 
ried about the several lawsuits re- 
volving around 
his company 
right now, he 
doesn’t show it. 

He ig enthusi- 
astic and opti- 
mistic about 
Chrysler pros- 
pects for the 
years ahead. 
From Jan. 1-Aug. 
20, he said, Chrys- 
ler accounted for 
15.8 percent of 
the 1960 domestic car market, com- 
pared with 12.3 percent in the like 
period of 1959, 

Here for the annual press pre- 
view of new Chrysler models, he 
told Automotive News last week 
that he sees a stabilizing of the 
car market and a steadily rising 
demand for cars. 

“There will be one or more eight- 
million car years in the present 
decade,” he said. 

The top Chrysler executive de- 
clined to be drawn into a discus- 
sion of pending lawsuits or com- 
ment upon the forced resignation 
of William C. Newberg as presi- 
dent, because of what the company 
termed a “conflict of interests.” 

Colbert referred to some of the 
problems facing Chrysler, in hig 
address to several hundred news- 
men, But he did not mention the 
various suits against Chrysler Corp. 
or the suit the company has filed 
against Sol Dann, chief critic of 
Chrysler management. And he de- 
clined to discuss them in inter- 
views. 

To most of the questions about 
the lawsuits, Colbert smilingly re- 
plied: “Look, we’re down here to 
look at the new models.” 

But, apparently concerned by 
published reports that some drastic 
action might come out of the New 
York meeting of Chrysler directors 
last Thursday, he made a last-min- 
ute addition to his prepared speech. 

“There will be nothing out of the 
ordinary at the board meeting in 
New York,” he said. “There will be 
no new president of Chrysler Corp. 
There will be no new member of 
the Board of Directors.” 

Colbert left for the New York 
meeting after the showing of the 
new cars last Wednesday after- 
noon. 


D. J. Wilkie 





IN HIS PREPARED address, 
Colbert made this reference to the 





problems that developed following 
the Newberg resignation: 


“To be successful in this period 
of intense worldwide competition, 
an industrial organization must be 
managed by men whose judgment 
is clear-sighted and impartial, men 
whose decisions are unclouded, un- 
prejudiced and uncomplicated by 
any considerations of personal gain 
from sources outside the company 
that might conflict with the com- 
pany’s own best interests.” 

Colbert did not mention New- 

berg by name. Neither did he 

mention any other executive of 
the corporation who might be 
under investigation. 


“At Chrysler Corp.,” he said, “we 
are taking steps to make as certain 
as we can that there are no con- 
flicts of interest on the part of 
Chrysler personnel.” 

He referred to the action of 
Chrysler directors in appointing 
outside counsel to work with 
Chrysler's own attorneys in inves- 
a possible conflicts of inter- 
est. 

“This will remove any doubts 
whatsoever as to the objectivity, 
impartiality and thoroughness of 
the investigation,” he said. 

+ ” * 


“IF WE WERE enjoying a sev- 
en-million car year now, in 1960, 
we would almost certainly be bor- 
rowing some sales from 1961,” he 
commented. 

Colbert long has maintained that 
the bulge in 1955 automotive ac- 
tivities that brought production of 
nearly eight million cars, and sales 
totalling approximately 7% million 
units, borrowed heavily from the 
future market, But, he said, there 
has been evidence of real stabiliza- 
tion in recent years. 


Late Report... 


position to attract one-line dealers 


because of its full complement of 
body styles, its six-cylinder and V-8 
engines and its selection of Champ 
trucks. 

In recruiting dealers, Minkel 
hopes to draw men from the cur- 
rent S-P sales organization—men 
who would have sort of a “built-in 
product loyalty.” 

* * * 

INCE Minkel took over as S-P 

marketing chief July 5, he has 

had eight men in the field closing 
dealer points which he felt were 
not giving the factory proper rep- 
resentation. 

He said the partings have been 
amicable and have been confined to 
cases where a dealer’s handling of 
the Lark line “was unprofitable 
both for him and for us.” 

There have been about 40 such 
terminations, some in small 
towns and some in metropolitan 
areas. Most of the spots have 
been filled by newly franchised 
dealers, he said. 

Minkel said floor-planning pol- 
icies sometimes make it unprofit- 
able for a dealer to handle the 
products of two manufacturers. 
Some dealers use almost their 
whole line of credit on one make 
and do not have enough left for 
Lark. 

+ * +. 

LTHOUGH Minkel has been in 

his present post only two 

months, he is no stranger to Stu- 
debaker. He was with the company 
from 1944 to 1955, serving as a dis- 
trict manager, Western sales divi- 
sion chief and director of merchan- 
dising, sales training and market 
research. 

He was vice-president and gen- 
eral sales manager for Mack 
Trucks, Inc., from 1955 to 1959 and 
then spent a year as a vice-presi- 
dent of Daystrom, Inc., an elec- 
tronics firm. 

Minkel sees 1961 as “a very 
confused year” in the auto busi- 
ness, one in which professional 
selling will be at a premium, 

“In the past,” he explained, “low- 
priced cars have always been pro- 
moted so that anyone who thought 
of buying thought of Ford, Chev- 
rolet, Plymouth, Studebaker or 
Nash. 

“Now, there are new names and 
new cars. It confuses the product 
image in the buyer’s mind. Many 
customers don’t know who makes 
what small car.” 

~ * ok 
H= BELIEVES this gives Lark 
and Rambler an edge because 
the names are better known. 

“This will be a year of personal 
selling,” he said. “People will de- 
pend more and more on the relia- 
bility of the salesman or the deal- 
er. And the salesman will no longer 
be selling against a product image 
because most of the cars are too 
new to have one.” 

On the subject of sales train- 
ing, Minkel asserted that the fac- 
tory’s job is to help its dealers 
“find, train and hold a hard core 
of professional salesmen.” 

He continued: “We don’t want a 
big dealer organization, but we do 
want a good one. 

“At the retail level, a dealer 
doesn’t need a big sales force, but 
he does need a good one. 

“It’s up to the dealer to impress 
upon his salesmen that this is a 
good business.” 


Used-Car Market 


The largest weekly price setback in more than three months 
hit used cars at the wholesale level last week, according to Auto- 


motive News’ index. 


The overall average price was off $30 to $924, and every model 
except the oldest one indexed participated in the retreat. 

While ’53s were going up $4, losses elsewhere amounted to $12 
on ’54s, $30 on '55s, $30 on ’57s, $35 on ’56s, $35 on ’60s, $41 on 59s 
and $62 on 58s. Among those which lost ground, new lows were 
established for all except 59s and ’60s. 

The sales ratio last week stood at a two-month low. At a group 
of representative auctions, the sales ratio averaged 67.6 percent, 
compared with 72.0 percent the previous week. 

Auction reports begin on Page 30. 











Dodge Dealers Plan Cleanup— 


“Success for Sale” is the theme of the Dodge cleanup sale being featured by the 


Indianapolis Dodge Dealers’ Retail Selling Assn. The ‘success,’ 
ers, refers to the ‘‘fast-selling Dodge Dart.’ 


according to the deal- 


" The sale is being promoted via two news- 


papers, two television stations and a radio station. Indianapolis Dodge group at recent 
plan meeting at Indianapolis Athletic Club are, seated, from left, Gene Belts, John 
Hockett, E. D. Palmer, William Jurkovic of Dodge Cincinnati regional office, and Hal 
Gaulker. Standing: Bill Fox jr. of Batten, Barton, Durstine & Osborn, Inc., Dodge ad 
agency, and Robert Stonescipher, Dodge Indianapolis city manager. 


It’s All Quiet at Chrysler 
During Preview of 1961s 


DETROIT.—There were few de- 
velopments in the Chrysler case 
here last week, with most of the 
company’s officials out of town for 
the press preview of the 1961 mod- 
els in Florida and a board meeting 
in New York. 

Chrysler President L, L. Col- 
bert wrote a letter to the com- 
pany’s management personnel, 
urging them not to be dismayed 
by the current troubles. Sol A. 
Dann, leader of the antimanage- 
ment forces, complained anew of 
Chrysler’s $30-million suit against 
him. 


Deposed president William C. 
Newberg last week was subpenaed 
for further questioning in a little- 
noticed suit involving Chrysler. In 
the case, Metropolitan Convoy Co. 
of Pennsylvania is suing Chrysler 
for $2.2 million in damages which 
Metropolitan says resulted from se- 
lection of Great Lakes Forwarding 
Co., Detroit, as the haulaway firm 
for Chrysler's Newark (Del.) plant. 

In a final bit of action, there was 
at least one more denial of charges 


Machinists Spur 
Shop Unionizing 


Need for New Mechanics 
Viewed as Challenge 


HE International Assn. of Ma- 

chinists said it is obligated to 

organize the more than 2 million 

employes of the automobile repair 

industry in the United States and 
Canada. 

In a report to the 

IAM national con- 

vention in St. Louis, 

union officers point- 

ed out that the 

steady growth in the number of 

auto mechanics offers a big target 

for union organizers, 

Union officials said the IAM al- 
ready represents over 80,000 of the 
employes in the auto repair in- 
dustry. 

According to industry spokes- 
men, the auto repair industry 
will require 40,000 new mechanics 
each year:for the next 15 or 20 
years. Union officials eye this 

number as a “new challenge in 
organizing.” 


Some IAM officials say that not 


only the future standing of the 


IAM but the wages and working |? 


conditions of the union’s present 
membership may well depend on 
how successfully this challenge is 
met. 
od * oa 
N FLINT, a strike of the Grand 

Trunk Western Railroad forced 
the shutdown of Chevrolet's eight- 
cylinder engine plant. 

The V-8 plant was forced to 
close after only one day’s pro- 
duction of 1961 models, The pro- 

(Continued on Page 51, Col, 5) 


made in suits brought by the Dann 
forces. 

Colbert’s letter to management 
personnel, written before he left 
for the press preview, recalled that 
25 lawyers and accountants are now 
looking for possible wrongdoing on 
the part of Chrysler executives. 

He said the investigators do not 
“wish to anticipate their findings.” 
It will be some time before the 
final report is ready, he added. The 
letter went on: 

“The work of the investigators 
is being carried on entirely inde- 
pendently of Chrysler manage- 
ment which has nothing to say 
about the nature or extent or the 
subject matter of the investiga- 
tion. The only function of the 
management so far ag the inves- 
tigation is concerned is to co- 
operate and to help, where they 
can, to develop the facts on the 
basis of which appropriate ac- 
tion, if necessary, may be taken. 
“Under these circumstances, I 

am sure that any fair-minded per- 
son would agree that the best way 
for the air to be cleared is for us 
in the management to defer com- 
ment until the investigators are 
ready to express themselves with 
certainty and finality. 

“It should not be inferred from 
this that the reason for our inabil- 
ity to make a definitive statement 
is due to any unfavorable develop- 
ments in the investigation. It must 
be clear, for instance, from state- 
ments appearing in the press deny- 
ing charges against some of our 
top executives specifically named 
in the Dann suit, as having inter- 
ests in supplier companies, that the 
charges relating to these men are 
completely without foundation. 

“We in ment have com- 

(Continued on Page 51, Col, 4) 








Deal Adds British Ford— 


R. W. Rankin, center, president, Mer-Lin 
Motors, Ltd. (Mercury-Lincoln-Meteor), St. 
Thomas, Ont., signs a British Ford fran- 
chise, while Claude Wilson, left, territory 
manager, Ford Ontario regional manager, 
and Douglas Bolt, Mer-Lin sales manager, 
look on. 
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Here’s Why A Rambler Franchi 
| nchise Is 
The Most Valuable In America Today 


j ...And Will Be Even More Valuable In 1961! 

























IN 1960.--- 


@ Rambler dealers smashed sales records 
th. In fact, sales rec- 


month after mon 
ords have been broken for 35 consecu- 


tive months! 





e@ Rambler dealer profits remain far 


above industry average as Rambler 
sales exceed all previous records! 


@ Rambler customers continue to be the 
most loyal in the industry as proved by 
impartial surveys - - - more than any 
other group, they desire to trade their 
present Rambler for another Rambler! 


e@ Rambler conquest sales are highest— 
with almost 70% coming from owners 
of the three cars in the old “low-priced 


field.”” 


n 
She 


: | Now More Than Ever Before . . 


Rambler Franchises Al: 
so Available in Canada 
and Important Export 
Markets. 
(Please Print) 


In Canada, Write to: 
" American Motors (Ca: 
nada) Lid., Brampton, 
” ~ Ontario. 


iT PAYS To Go 
| AND GROW WITH 
| 
RAMBLER 
We Have 
= 2 _ for.the Exploding Compact Th inccande ah Rivalor Siashonitiens 1 
at ae There Are Still a Few nase 3 
ranchises Available in Select Markets ITIL AYE intormation about the Rambler frenchise: l'understond’ thor | 
¥ res am wnder no Sbgaton ond my inqury wil be held font | 
, YOU Have The Opportunity! ST in | 
UN ADDRESS_ | 
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F-85 a ‘Plus,’ Corvair a Gainer? 


Olds, Chevy Bullish on Compacts 


DETROIT.—Jack F. Wolfram, 
Oldsmobile general manager, and 
Edward N. Cole, Chevrolet general 
manager, are expecting big things 
of their compact cars in the 1961 
model year. 

Discussing prospects at press 
conferences in connection with 
previews of their ’61 lines for the 
nation’s auto editors and writers, 
both expressed confidence the 
smaller cars would represent plus 
business for their dealers. 

Wolfram would not predict how 
many F-85s, Oldsmobile’s new com- 
pact, would be built or sold. But 
Cole forecast big gains next year 
for the Corvair, which has added 
five new models. 

“We will sell 251,000 of the 1960 
model Corvair, and next year we 
are planning something over 300,000 
and it could go as high as 350,000,” 
Cole said. 

Describing the F-85 as “every 
inch an Oldsmobile but no substi- 
tute for the bigger car,” Wolfram 
said the smaller car would be par- 
ticularly attractive to the person 
who would like to own an Olds but 
who in the past has felt unable to 
afford one. 

He said the F-85 will be mer- 
chandised as plus and 
that dealers have been urged “to 
keep the old business and go after 
the new with the smaller car.” 
Wolfram said it was too early to 
discuss F-85 prices. But he gave an 
indication of what they will be 
when he revealed that the car’s 

chief competitors will be the medi- 
um-priced cars in the Ford, Chev- 


Oldsmobile Eyes 
$2,390 Sticker 
For F-85 Sedan 


DETROIT.—Oldsmobile is shoot- 
ing at an under-$2,400 sticker price 
for its new F-85 four-door sedan. 


Barring last-minute revisions, the 
price is expected to be about $2,390, 
including federal tax and dealer 
prep. The suggested prep fee re- 
portedly will be $35. 

Dealer discount will be 21 per- 
cent, including a one percent hold- 
back, The “20 and 1” discount has 
been used by Corvair, Falcon, Val- 
iant, Comet and Rambler Ameri- 
can on '60 models. 

Trade circles expect Buick Spe- 
cial, Pontiac Tempest and Dodge 
Lancer to adopt the 20-and-1 dis- 
count formula. It also is reported 
that the Special will be priced close 
to the F-85. 

At $2,390, the F-85 would be 
priced below the Chevrolet Bel Air 
six-cylinder four-door sedan, which 
carries a sticker figure of $2,438. 
The F-85 has a V-8 engine. 


Rinshed Merges 
With Wolverine 


DETROIT.—Merger of Wolverine 
Finishes Corp. into Rinshed-Mason 
Co. here is announced by Frederick 
G. Weed, president of Rinshed- 





Mason. The Wol- 
verine name will 
be retained and 
applied to its 
products, Wolver- 
ine is a manufac- 
turer of custom 
wood finishes for 
the furniture in- 
dustry and main- 
tains plants in 
Grand Rapids, 
_ Mich., and Mor- 
F. G, Weed gantown, N. C. 

The Rinshed-Mason board of di- 
rectors has been changed to include 
William J. Branstrom sr., former 
executive vice-president of Wolver- 
ine, and David E. Wilcox, treasurer 
of Rinshed-Mason. William J. Bran- 
strom jr., former president of Wol- 
verine, has been made vice-presi- 
dent of Rinshed-Mason and general 
manager of its southeastern divi- 
sion. 


» 





Toledo Golf Frolic 


TOLEDO —The annual golfing 
outing and dinner of the Toledo 
Automobile Dealers Assn. is sched- 
uled for Sept. 14 at the Sylvania 
Country Club. 















































rolet and Plymouth lines. He was 
asked whether he thought the F-85 
would cut sharply into Chevrolet 
sales. 

“I don’t think it’s proper for me 
to express my feelings about that,” 
he replied. 

Oldsmobile dealers who handle 
other compact cars will not be pres- 
sured by the factory into giving 
them up, Wolfram said. 

“The dealer will have to decide 
whether he wants to operate as 
an exclusive Oldsmobile outlet, or 
whether to remain dualled with 
competing lines,” he said. Then 
he added: 

“Of course, any dealer must ful- 
fill hig obligations to the factory 
he represents in developing a mar- 
ket for the cars he handles.” 

Wolfram said he had no fears 
that the F-85 would take much 
business from the larger Oldsmo- 
biles. 

“There is a type of buyer for the 
bigger car and another type o 
buyer for the smaller car,” he 
added. 

He said he could not say whether 
the F-85 would have much effect 
on Oldsmobile dealers’ used-car 
sales. 

“Our dealers have had a good 
used-car business this year in 
spite of the compact cars,” he 

said. “Usually their supplies of 
used cars were on the low side.” 
The F-85, which Wolfram refer- 

red to as a smaller car and not as 
a compact, will be built only in 
Lansing and South Gate, Calif., for 
the time being, he said. 

The car, which has a 155-horse- 
power V-8 aluminum engine, will 
be available in standard and deluxe 
four-door sedans and station wag- 
ons, Wolfram added, and will have 
the same color spread as the larger 
cars, 

A “power pack” and power steer- 
ing also will be optional, he added. 
Power brakes will not be offered 
because they are not necessary, he 


said. 


Both Wolfram and Cole said 
there were no plans for convert- 
ible models in the F-85 and Cor- 
vair lines. Cole explained that “it 
is not economically feasible at 
this time.” 

Both also said they thought their 
dealers would have a good cleanup 
of ’60 models. 

“In both cars and trucks, we are 
in excellent condition as we ap- 
proach the new-model introduc- 
tion,” said Cole. “I do not think 
we could be in a better position 
than we are today—and this ap- 
plies to used cars, too.” 

Touching on the possibilities of 
the Corvair encroaching upon the 
big Chevrolet’s sales territories, 
Cole said: 

“In those market areas where the 
Corvair has had exceptional suc- 
cess, especially on the West Coast, 
we are not quite as strong with our 
full-size car. Whether this is an in- 
dication that would apply all over, 
we are not sure.” 

He said that any time that Cor- 
vair’s penetration in a particular 
market approximates 20 percent, 
sales of the full-size car will be 
hurt. 

In the Los Angeles zone, where 
Corvair sales are as high as 30 
percent, the standard car is down 
about 7 percent from last year, he 
said 


Cole said he could see no real 
potential at this time for a domestic 
car smaller than the Corvair in the 
U. S. market. 

“Because of Corvair’s success in 
traditionally strong import markets 
(West Coast), we feel we are on the 
right track and there is no need 
for anything smaller than the Cor- 
vair at the moment,” he said. 

He admitted the new Green- 
brier is being built on a shorter 


Feeser Gives Up Ford, 
Cites New-Car Pressure 


INDIANAPOLIS. — John Feeser, 


president of John Feeser, Inc. 


(Ford), has given up his Ford fran- | 


chise “to get away from the pres- 
sures and problems of the new-car 
business for a while.” He had been 
a Ford retailer since 1932. 

Feeser said he will continue to 
operate his used-car outlet and his 
A Finance Co. 


wheelbase—95 inches instead of © 
the usual 108—but he said “we 
classify it as a sports wagon—a 
completely different concept.” 

“As far as contracting the regular 
passenger Cars, we have nothing in 
the works at all,” he said. 

Two more General Motors divi- 
sions hold their press previews here 
this week—Pontiac on Thursday 
(Sept. 15) and Cadillac on‘ Friday 
(Sept. 16). The Buick preview will 
be held in Flint Sept. 21. 






DETROIT.—Ford Motor Co. last 
week broke its silence on rumors 
that it is planning a “compact com- 
pact” that‘it. would build in Europe 


f|and sell in the United States. 


K. D, Cassidy, industrial rela- 
tions vice-president, said that if 
such a project is approved, the 
company might build at least 
part of the car in Europe because 
of lower production costs. 

But he emphasized that such a 
step would not occur “this year or 
next.” 

His comments were made in a 
letter to the UAW, which had re- 
quested a meeting with Ford offi- 
cials to discuss the reports. The 
union has maintained that any 
such car, called in some quarters 
Cardinal, should be built in the 
U. S. to provide jobs for American 
workers. 

According to the rumors, the 
four-cylinder car would be design- 
ed to compete with those in the 
Volkswagen-Renault class. 

In defense of use of foreign-made 
parts, Cassidy said the completion 
of such a car in U. S. plants “would 
represent the importation of jobs 
to the U. S, from abroad,” rather 
than the export of work, 

The company said the rumors 
apparently spring from four facts: 

1. Ford Motor Co. has for some 
time imported the products of affi- 
liated firms in England and Ger- 
many for sale in the U. S. 

2. For 50 years Ford’s U. S. per- 
sonnel have given substantial de- 
sign, engineering, manufacturing 
and other technical aid to foreign 
affiliates. 

3. Ford recently gave substantial 
design and engineering services to 
Ford of Germany in the develop- 
ment of a new car which it will 
introduce this October. (It is ex- 
pected to be in the VW-Renault 
class.) 

4. The company hag given close 
consideration to the American po- 
tential for vehicles smaller than 
those now produced in quantity in 
this country. 

In his letter to the UAW, Cas- 
sidy indicated no final decision 
on the car may have to be made, 
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Company in Wary Statement ... 
Ford Small Car? ‘Maybe’ 
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UNITED STATES POSTAGE 


Auto Show Stamp— 

This four-cent “Wheels of Freedom" 
commemorative postage stamp will be 
placed on sale Oct. 15 at Detroit in con- 
junction with the opening of the 43rd 
National Automobile Show. The show will 
be held in Detroit's Cobo Hall, Oct. 15-23. 





noting that the demand for such 
vehicles seems to have declined. 

“The recent sharp rise appears 
to have been replaced by a decline, 
and where it will level off—if in- 
deed it ever does reach a point of 
relative stability—is debatable,” he 
said. 

But if such a car is produced, 
he urged the union not “to throw 
additional roadblocks in the way, 
and thus increase the advantages 
of foreign competition.” 


FTC Moves In 
On Labelling of 
Rebuilt Parts 


WASHINGTON. — The Federal 
Tradé Commission hag issued a 
warning to consumers to beware of 
purchasing rebuilt automotive parts 
—particularly clutches—ags “new.” 

John R. Heim, chief of the 
agency’s Bureau of Consultation, 
said investigation by FTC staff 
members has shown that “this par- 
ticular deception is widely prac- 
ticed in the automobile replacement 
parts field.” 

He said that, at present, most of 
the firms that have been investi- 
gated are disclosing inadequately, 
or not at all, the true nature of 
their rebuilt automotive parts. 

Heim stressed that the agency is 
not challenging the respective mer- 
its of rebuilt parts versus new 
parts, but is acting on “the well- 
established legal principle that the 
buyer is entitled to get what he 
thinks he is getting for his money.” 

Heim said makers of rebuilt 
clutches should be required to put 
“clear and conspicuous markings on 
both the cartons and the parts 
themselves. In addition, adequate 
disclosure should be made in adver- 
tising and promotional material.” 

Makers of rebuilt automotive 
parts are “being offered the oppor- 
tunity to enter into stipulations 
with the FTC whereby they agree 
to remedy the challenged practice 
but do not admit to any law viola- 
tion.” Any company which refuses 
voluntarily to abandon thig prac- 
tice “will have its case file forward- 
ed for appropriate action.” 










Bunny Rabbits Attract Customers— 


M. D. Rice, general manager, and O. G. 


Kellenberger, salesman, Roger Dean Chev- 


rolet, Inc., Charleston, W. Va., set up for a two-day “Dean-seyland” sales promotion. 
New-car buyers were offered a six-foot rabbit or bear. According to the dealer, ex- 


cellent sales and publicity resulted. 











Special Salutes 
For Auto Show 


Detroit Symphony 
Plans Premiere 


DETROIT. — The Detroit Sym- 
phony Orchestra will present a 
musical salute to the auto industry 
at one of a series of special events 
scheduled in connection with the 
48rd National Automobile Show. 

The industry’s biggest show, 
and the first ever held in the 
Motor City, will open a nine-day 
run in the city’s new Cobo Hall 
on Oct. 15. 

The world premiere of the spe- 
cially commissioned salute to the 
auto makers will be performed by 
the orchestra at an invitational con- 
cert in Henry and Edsel Ford Audi- 
torium Oct. 12. 

Another type of musical salute is 
scheduled during half-time cere- 
monies at the University of Mich- 
igan-Northwestern University foot- 
ball game at Ann Arbor Oct. 15. 

Formal dedication of the $54 mil- 
lion Cobo Hall, which covers 10 
acres along the Detroit River and 
contains more than 400,000 square 
feet of exhibit area, will take place 
Oct. 13. 

A national press luncheon is 
set for Oct. 14 at Cobo Hall, fol- 
lowed in the evening by an in- 
vitational preview of the show, 
including the stage performance 
and Auto Wonderland. 

About 300 new cars and trucks 
will be exhibited in the building’s 
three main halls, and the Wonder- 
land display—story of the manufac- 
ture of a motor vehicle—will be set 
up in the river-level hall. 

Another feature of opening day 
will be the issuance of a special 
commemorative four-cent postage 
stamp honoring the industry. 

Postmaster General Arthur E. 
Summerfield said collectors desir- 
ing first-day cancellations may send 
addressed envelopes to the Post- 
master, Detroit 33, Mich., with re- 
mittance to cover the cost of the 
stamps to be affixed. 

Each envelope must be marked, 
in pencil, in the upper right corner, 
indicating the number of stamps 
to be affixed, he said. No requests 
for uncancelled stamps will be hon- 
ored, he added. 

The outside envelopes to the De- 
troit postmaster should be marked 
“First Day Covers Wheels of Free- 
dom Stamp,” Summerfield said. 


Loss of Ford Bid 
Laid to Pressure 
By Chevy Dealer 


NEW HAVEN, Conn.—A Ford 
dealer, whose bid to sell 20 cars 
to the New Haven police depart- 
ment was thrown out, has hinted 
that the city “yielded to the pres- 
sure” of a Chevrolet retailer. 

Although he did not identify the 
source of the “pressure,” George 
Thomassen, president, Bradford 
Motors, in nearby Hamden, indi- 
cated it was Cooley Chevrolet Co., 
which complained about handling 
of specifications. 

City Purchasing Agent George F. 
Robinson said the lone bid of $28,- 
411 was turned down “in order to 
make certain changes in specifica- 
tions clarifying the model, year of 
make and liquidating damage 
clauses.” 

Thomassen contended that his 
bid would have saved the city 
about $6,500, and hinted that he 
may institute legal action. 

Jack J. Cooley argued that Brad- 
ford Motors offered 1961 cars when 
the specifications called for '60 ve- 
hicles, but Robinson said the order 
was not necessarily for ‘60s. 

The chief issue in the case, 
Thomassen insisted, was the un- 
happiness of other dealers because 
Bradford Motors had been able to 
get prior guarantees on prices of 
the ’61 cars from Ford Motor Co. 


Paint Fire Costs $200,000 


NEWPORT, Vt.—A two-story 
building and several automobiles 
were destroyed Aug. 27 when a fire, 
reported to have been started by 
an explosion in the paint and body 
shop, caused damage estimated un- 
officially at $200,000 at the William 
H. Lallicrap auto sales and service 
establishment here. 
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For strong bumpers, 
car buyers count on steel 


Let's face the fact that some people park by ear. They back into parking 
situations with a crunch and count on steel to take the knocks. 





@ Strong steel bumpers are only one of the many reasons why the public 
prefers steel. People demand steel’s strength, dependability and 
quality... its protection of resale value. We know because continuing 
surveys conducted by Alfred Politz, Inc. prove it. For automobiles, 

the public prefers steel over any other material. 

W@ Use steel as a strong selling feature. Make a point of the special 
Steels used in bumpers and other parts that must take punishment. Talk 
up the durability of steel. We're doing it with a big national advertising 
program in magazines, billboards and network television. We're 
strengthening the public’s preference for steel even more. Make this 
preference work for you. 


Sell Ly) it sells for you 

















Goodyear unwraps 


a fine new tire... 


coming on the new Ol cars 


3 years in development...test driven 7 million miles...Turnpike-Proved for 
safer, quieter, longer mileage for today’s new kind of driving. 


1. 


MORE MILEAGE THAN THE BEST OF 1960 


See those zig-zag strips down the centers of the 
tread sections? That’s why this beauty of a tire— 
the new Custom Super-Cushion by Goodyear—will 
outwear even the best new-car tire of 1960. This 
new Goodyear design puts more rubber on the road, 
to spread the wear. And it keeps the tread from 
squirming and scuffing—for the double benefits of 
more traction and more mileage. 


ion 


DOWN WITH SQUEAL...UP WITH STABILITY 


At cornering speeds that make other tires squeal, 
you won’t hear a whisper from this new Goodyear 
tire. Goes right back to the zig-zag strips that keep 
the tread sections from squeezing together and rub- 
bing—a design that also improves stability and 
steering control. And more good news: new chemi- 
cals permit us to soften the tread without sacrificing 
mileage—for a cushion-soft ride. 


3. 


PRECISION-BUILT AND TURNPIKE-PROVED 


Like all Goodyear tires, the new Custom Super- 
Cushion is precision-built with electronic quality 
controls. Like all Goodyear tires, it’s built with ex- 
clusive, 3-T triple-tempered cord—for maximum 
strength and resilience. And, like all Goodyear tires, 
it’s Turnpike-Proved—on our big, speed-banked test 
track at San Angelo, Texas and on highways across 
the country. 


BEST-LOOKING WHITEWALLS EVER 


An exclusive Goodyear rubber with a jaw-breaker 
name—Di-Alpha-Phenyl-Ethylphenol—gives the 
whitewall version of this new Goodyear tire the best 
resistance to weathering and cracking that any 
whitewall ever had. In fact the entire sidewall of 
this tire, the upper wall as well as the new slim- 
looking whitewall, is styled to make the new cars 
look even newer. 


Lots of good things come from Goodyear—like this new Custom Super-Cushion. Goodyear, Akron 16, Ohio. 
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More people ride on Goodyear tires than on any other kind 


Super-Cushion, T.M., The Goodyear Tire & Rubber Company, Akron, Ohio 
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appear in boldface type the first 
time they are used. 


Dealer Conventions 


“Beal saga F sao rg Automobile 
eae Assn., Farragut House, Rye 


ian “Tb-13--Minnesota Automobile Deal- 
ers erin Leamington Hotel, Minne- 
apolis, 
. 13-14—Federation of Automobile 
ealers of Canada, Toronto. 
Sept. 16-18— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland. 
5 "ie is—Kentucky Automobile Dealers 
sn., Sheraton Hotel, Louisville, 
Sept. i8-20—New York State Automobile 
ealers, The Concord, Kiamesha Lake, 


N 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee, 

Se 40-Oct, 1 — Montana Automobile 
ealers Assn., Rainbow Hotel, Great 


Falls. 

Oct. i5-17—Texas Independent Automo- 
bile Dealers Assn., Sheraton-Dallas 
Hotel, Dallas. ~~ 

Oct. ct. 23-25—Automotive Trade Assn. of Vir- 
oyna Hotel Roanoke, Roanoke, 

23-25—New Jersey * Automotive Trade 
pe hy Chalfonte-Haddon Hall, Atlantic 


City.” 

Oct. 28-Nov. 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

* Nov. 67—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City. 
Nov. necticut ‘Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
Nov. 16—Rally Day for Profits, Automo- 
bile Dealers Assn, of Alabama, Birming- 


am 

Dec. 5—Utah Automobile Dealers Assn., 
Newhouse Hotel, Sait Lake City. 

Jan. 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotei, 


Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
ad Assn., Roosevelt Hotel, New Or- 
leans. 

March 26-28—Automobile Dealers Associ- 
oo of Alabama, Biloxi. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vanna: 

May Iti6-Idaho Automobile Dealers 
Assn., Idaho F. 

May 21-23 — Oregon stomebie Dealers 
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Automotive Cartoon 
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Hep? 


“He just brought news that our factory has an economy 
car in the works for '61!" 








Auto Shows ‘Which to Push 


Entered as second-class matter, Post Office, Detroit, under Act of March 3, 1879 Sept. BO, Commercial Meter Show, 
. > i's Court, London. This is an open forum for the 
Avromorive AUTOMOTIVE NEWS PLATFORM py So fg Re ele readers, and your 
tet Ap Rah aa: ot Edy wok replies letters but you may sign your name with the assurance that 
ote: Grand Palais, Paris. used if you 0 request. Address Editor, Automotive News, Detroit 7, 


#1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and eee ee 


oe oor a gasoline and oll taxes, collected states 
s3 U governments, pa | to building and maintenance of seve 


#3. roe oe ae ore freedom, which made the U, S. A. 


23—Dallas Auto Show, Texas State 
oa hae Dallas 
~~ bagie | Motor Show, Denver 
Coliseum, Denver Squeeze on Trucks 
Oct. 15-23 — National Automobile Show, I was very interested in reading 








































and gave its citizens more of the better things of life than anywhere Cobo Hall, Detroit, 
news else in the world. Oct. 19-23 — Autorama, Industrial Arts |“Truckin’” of Aug. 1, 1960 regard- 
Bisa. Exposition Park, West Springfield, ing dealer difficulty financing in 


Oct. 19-23—International Foreign and | heavy-duty trucks, The small loss 
eee Car Show, Commonwealth Ar- |b» financial institutions on new 


Boston. 
Vi9.29 — International Motor Show, | and used trucks ig well known in 


Federal Agency for Autos? 


e ® e weet +50 International Automobile | the industry. It is also well known 
p t P t d Show, Turin, Ital that in the competitive market 
rim Ic ure ain e yg 413 — ‘Seattle Auto Show, Armory, today, a dealer is lucky to gross 


ttle. 
Now 5-12—Philadelphia Auto Show, Grand | 5 percent on heavy-duty trucks. 


Exhibition Hall, rade and Convention | he factory or independent f- 
eS ee Show. Roosevelt | nance companies, on the same busi- 
Nov. $lz—Demver ute | Show, a ness, gross at a minimum 11 per- 
cent after deducting 1 percent for 


Den 
= -1Z19—Albony eeat the Washing- | losses, and yet require dealer en- 
Now. oan tie Auto ‘Show, National | dorsement or guarantee of repur- 
Naw tS ah Portlend A Auto ca Memorial | Chase. This hardly seems fair fi- 
ag va Pertlend, De aa ee nancially for the dealer, plus the 
. ow. . 
Indiana State cindlanapals Auto, Show. following additional considerations: 


“What would the gigantic automobile industry be like if it 
were ruled by a Federal bureau?” 

If you’ve never given this gruesome prospect any serious 
thought, on the ground it could never happen, some real 
food for concern is parcelled out in an editorial in the house 
organ of the Aircraft Owners and Pilots Assn. 

After asking the above question, the editorial refers to 
the Federal Aviation Agency and develops the following 


grim possibilities: = ; Jan. 14-21—Syracuse Auto Show, Syracuse About 50 percent of the heavy- 
“Huge piles of engineering material are submitted by the} j.1°% N° inghtm Auto Show, Munic- | Guty trucks are sold by small 
ipal Auditorium, Birmingham, Ala. dealers who are either not in- 


auto manufacturer’s engineering department to a division of 
the Federal Auto Agency (the assumed regulating agency), 
which itself is full of engineers. These engineers go to work, 
snipping, peoens: poking and ordering changes. The costs 
start skyrocke a hee 

“Test drivers the Federal Auto Agency next must 
work it over... tin costs go up again. But the car finally 
gets on the market complete with Federal certificate, even 
though the initial cost of reaching this point is several mil- 
lion dollars more than it ever used to be.” 

As for the driver, the association continues, he can’t 
touch the wheel without a Federal certificate and to get it 
he must pass an elaborate set of tests. 

“Would such an FAA help?” asks the AOPA. “Depends 
on how you look at it. The number of autos and people on 
the road would be reduced by at least half, a major safety 
cllen in itself. The few rugged individuals left would be ex- 

t physical specimens, would know all the rules inside 


Jan. 28-Feb. 4—Rochester Auto Show, vy rity 

M 1 Exhibit Hall, Rochest 'N. corporated or own the majo 
Fob 3b infornctionst Foreign i Sports of the stock if the dealership is 
le Show, Dinner Key Auditorium, incorporated. They would not 
Feb. 18-26—53rd Chicago Auto Show, Chi: | have to do much heavy-duty 
cago Exposition Center, Chicago. truck business to have a con- 
General tingent liability of from $50,000 


Sept. 6-16, 1960—Production Engineering to $100,000. Competent lawyers 
how. Navy Pier, Chicago. will tell you that these dealers’ 


Sept. 12-1S—National Truck Leasing Sys- 
S Sheraton Towers Hotel, Chleseoe whole estates, in case of death, 


The Big Stories 


35 Years Ago—I 925 
“We are building solidly for the future, both in the quality we are 
maintaining for our product and the strength of the company behind 
that product,” A. R. Erskine, president, Studebaker Corp. said, “Our 
cash holdings have increased this year and stand at upward of 


$17,000,000.” 
20 Years Ago—1940 
Retail sales of Pontiacs in August were 40.7 percent above sales for 
the same month of 1939 . . . Chevrolet reported August sales up 29 
percent over the same period the year before. 


10 Years Ago—1950 
Both new-car and new-truck sales soared to alltime records in July, 
final registration figures revealed. New-car sales totalled 609,926, while 
truck sales amounted to 117,040, due chiefly to the Korean War scare. 
ae Sane the first time that registrations reached the 600,000 
mar 














ovat the automobile industry as we know it today would 
be nonexistent. A so-called economy model car would cost 
at least $25,000; a ‘good’ car would hit $100,000. As is al- 
ready the case with aviation, the Federal Government would 


robably have one employe for every two or three cars. 
rue, ag economy of the United States would probably be 










wBut Sth would sure be a hell of a lot safer.” 


would be tied up no matter how 
good the paper was, 

These same dealers, in most 
cases, sell other merchandise such 
as cars, implements and boats; all 
of which can be handled without 
recourse or repurchase. You and 
I don’t have to think very hard 
to figure out which types of mer- 
chandise the dealer will push. 

Whenever we bemoan the sad 
conditions of a good share of the 
truck business, the above facts 
have to be considered.—R. E. Bicx- 
ELHAUPT (Studebaker-Mercedes-In- 
ternational), Clinton, Ia. 


* * * 
Distaff View 

I read William Ullman’s column 
with interest. Many women car 
owners believe that styling should 
be deemphasized in preference to 
engineering excellence. 

The general, and in particular, 
the dealer assumption that the fe- 
male is ignorant in this field shows 
shortsightedness in their modern 
thinking. 

Car dealers should seek out 
opinions, and possible improve- 
ments, from experienced car 
users and prospective car buyers 
and forward such to the makers. 

Dealers and their salesmen 
should stop criticizing foreign small 
cars and start improving salesman- 
ship.—Rena ALpEN, Port Chicago, 
Calif. carat ae 


‘The Bible’ 

May I offer my congratulations 
on the 35th anniversary of AutTomo- 
Tive News? 

It must indeed be gratifying to 
know that Automotive News just 
goes along year after year occupy- 
ing the unassailable position of 
“The Bible” of the automobile in- 
dustry. 

Best wishes for another 35 years 
of outstanding service to the auto- 
mobile industry.— Sam Les, presi- 
dent, Sam Lee Associates, Inc., Los 
Angeles. 
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LOWER PRICE WITH BENDIX HYDROVAC® POWER BRAKES 


Vacuum is the most popular power brake type by a big been sold is that they save money. They cost less to buy... 
margin—and, among vacuum power brakes, Bendix Hydro- less to maintain. Any way you look at it, whether you 
vac is specified more often than all other makes combined. build, buy, sell, or operate trucks, you'll find it pays to 
One big reason why over 512 million Hydrovac units have specify Bendix Hydrovac—the best in power braking. 





PROTECTION-—Hydrovac furnishes maximum de- PAYLOADS-—Hydrovac weighs considerably less, per- 
pendability—with built-in safety standby of manual braking mitting up to several hundred pounds more payload—and 
in case of power failure. thus adding to profit. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes 


Bendix oivisron South Bend, inp. 
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Case Histories from Lie Detector .. . 


How Employes Robbed Dealer 


By Trescot Goode 
Staff Correspondent 

MIAMI.—The lie detector is the 
latest weapon of Miami auto deal- 
ers in combatting the growing in- 
ternal-theft problem, with an esti- 
mated annual loss running well into 
seven figures. 

Judging from recent prelimi- 
nary results, the latest weapon 
looks like the best. 

Many dealers were resigned to 
the fact that parts inventories in- 
variably turn up shortages, but as 
long as the loss percentage was 
low, nothing was done about it. It 
was deemed one of the unavoidable 
evils of the business. 

Recently, however, two of Miami’s 
largest dealers, after repeated in- 
ventory checks, discovered their 
parts losses ran into important 
money. Moreover, other spot checks 
on labor costs made it certain there 
was something decidedly queer in 
the figures. 

These dealers decided to call in a 
company which specializes in un- 
covering such thefts. The firm is 
headed by Lincoln M. Zonn, an 
expert with a military intelligence 
background. Results have been 
startling. 

As one general manager put it: 
“If we had been screening em- 
ployes two months ago, we could 
have saved $100,000 by the year’s 
end. As it is, we'll still save a 
fortune.” 

Major benefits have been discov- 
ery of dishonest employes, recovery 
of stolen property, restitution from 
bonding companies, and, probably 
most important, substantial reduc- 
tion in future pilferage. 

According to Zonn, a systematic 
screening program can produce 
shrinkage reductions as high as 
80 percent. For some companies 
where the shrinkage equals net 


High Frequency 
Applied on Coast 


To Fluorescence 


LOS ANGELES. — High-frequen- 
cy-power know-how developed by 
United States engineers for space 
and air defense use will be applied 
at Seattle in civilian fluorescent 
lighting in what is believed to be 
the largest such installation ever 
made in the world. 

Current pulsing at the rate of 
840 cycles, instead of the normal 
60 cycles per second, will be used 
to illuminate a 107,000-square-foot 
area of the new 126,000 square foot 
United Control Corp. Overlake 
Park facility in Seattle under a 
contract awarded to Inet Division 
of Leach Corp., Compton, Calif, 

United Control within the past 
10 years has established itself as 
a major supplier of electronic con- 
trols and accessory devices for air- 
craft, missiles and commercial 
transports. Founded in 1947, the 
company now supplies products to 
virtually all major manufacturers 
of aircraft and missiles in the U.S. 
It employs 875 persons in Seattle. 

Since the first of the year, United 
Control has added three firms to 
its corporate structure in a planned 
program of expansion, including 
Smith-Fiorence, Inc., Seattle (closed 
circuit radar devices); Palomar 
Scientific Corp., Palo Alto, Calif., 
and Electro Development Corp., 
Seattle. 

Leach, an electronics manufac- 
turer since World War I, for years 
has developed specialized high fre- 
quency power generating equip- 
ment for space and missile pro- 
grams and for commercial jet and 
military aircraft. 

Leach engineers said operation 
of fluorescent lamps on high fre- 
quency is one of the new develop- 
ments in lighting and offers many 
advantages over 60-cycle operation. 
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profit, this means a tremendous 
increase in net, 

Another important benefit of such 
a study is the deterrent effect of 
lie detection. 

“When one fellow is caught red- 
lining new parts and adding the 
cost to labor, it is a long time 
before anyone else tries it again,” 
said Zonn. “Especially if he knows 
he is going to be asked to sit for 
examination.” 

Almost without exception, it is 
claimed, it is impossible to deceive 
a lie detector and a competent ex- 
aminer. The person being examined 
finds this out pretty quickly, Zonn 
said, and almost invariably offers 
full disclosure of what he has done. 

“The following is true to the 
best of my knowledge,” confes- 
sions at the two dealerships start. 
Then the employes go on to recite 
theft of cash, parts, illicit barter 
between departments, kickbacks 
and the like, 

One employe with more than nine 
years service listed cash thefts of 


almost $6,000; merchandise of more 
than $5,000 value, and kickbacks of 
about $4,000 over a four-year period. 

An interesting aspect of commer- 
cial lie detection is that few cases 
wind up in prosecution. True to 
the national pattern, the Miami 
dealers left the decision to the 
bonding company. In some cases 
they followed the examiner’s recom- 
mendation that the employes be 
rehired. This was found to be sound 
policy, 

In many instances, it was said, 
guilty employes are not really crim- 
inal. They start fresh on the job, 
notice what older employes do, suc- 
cumb to temptation, lax supervision 
and poor checking methods and 
finally get in on the so-called 
“gravy.” ; 

“Rehired on condition that he 
sit for periodic examination, the 
formerly dishonest employe can 
be an excellent risk,” said Zonn. 
“In our experience, in less than 
two percent of cases does he steal 
again. Weigh that against the 


national average of 52 percent of 
theft repeaters and you'll find you 
have an excellent man, one al- 
ready trained on the job.” 

It has been found that results 
achieved through periodic screening 
of present employes can be dupli- 
cated with new employes thru pre- 
employment examination)” 

Once the job applicant under- 
stand the lie detector’s effectiveness, 
both through having it explained 
to him and in uncovering any in- 
stances of untruthfulness in his ap- 
plication, he realizes how easily he 
can be caught in subsequent dis- 
honesties. 

What lie detection does in reality 
is to reduce the temptation to steal. 
Make theft unprofitable, and oppor- 
tunity won’t induce it. 

Most parts departments operate 
with virtually no unit control. Many 
customers don’t bother to ask for 
invoices. An occasional adjuster 
conspires with body shops. All this 
adds up to opportunity for a fast 
dollar. 

Most employes prefer a steady 
paycheck to living with the fear 
of being caught, A 12-year employe, 
caught in thefts totalling almost 
six figures, said, “I’m glad this 

(Continued on Page 15, Col. 3) 








Checking for Cheaters— 


Lincoln M. Zonn demonstrates the lie 
detector which was used to single out 
employes of two Miami dealerships who 
had been stealing cash and parts and 
falsifying records over a period of years. 
George Harris, an examiner himself, is 
the subject here. Note the perspiration 
gauge (two finger clips) on Harris’ right 
hand, respiration gauge on his chest and 
the blood-pressure cuff on his left wrist. 
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Dealer Security Checklist 


Lincoln M. Zonn, lie-detector expert, recommends the following 

as a basic security checklist for all auto dealers: 

On-Premise Safeguards 

1. Check packages and tool boxes carried out by employes. 

2. Limit the number of office and warehouse keys to an absolute 
minimum. 

8. When a key is lost or stolen, or the holder discharged, change 
all locks affected. 

4. Keep warehouse areas well-lighted and equipped with an efficient 
alarm, 

5. Be alert to sabotage by disgruntled employes. 

Service Functions 

1. Maintain a tight unit-control system. 

2. Make frequent spot comparisons of invoices and parts requisi- 
tions. 

8. Change inventory teams for each new inventory, and spot-check 
the count while it is taken. 

4. Follow all customer complaints to their source. 

Job Applicants 

1. Use an application form. Look for inconsistencies and ask for 
explanations of employment d time gaps. 

2. Check references and interview any of your own employes who 
are friends of the applicant. 

3. Institute a program of preemployment lie-detector screening. 

On-the-Job Security 

1. Use serially numbered invoices and hold employes accountable 
for each. 

2. Periodically screen employes in departments showing abnormally 

high shrinkage or low income. 
































Lie Detector Used .. . 


Following are case histories: 


Case No. 1 

An employe in the parts depart- 
ment of one of the large Miami 
dealers always kept an eye open for 
customers who didn’t ask for in- 
voices. He simply pocketed the cash. 

During 13 months of employ- 
ment, he estimated he embezzled 
about $2,000 in cash, and about 
$750 in merchandise. 

He noted that a substantial num- 
ber of customers didn’t ask for in- 
voices, because the largest amount 
of cash he ever took at one time 
was only $27. 


Case No. 2 
Illicit operations within dealer- 
ships hurt the company two ways: 


How Robberies Hit 
Miami Dealerships 


(Continued from Page 14) 
happened. Now it’s off my mind.” Not only are cash and merchandise 


lost, but customers also. 
One employe readily admitted 


The particular employe noted he 
had made off with approximately 
$7,000 worth of spare parts during 
the eight years he worked with the 
company. He named four others in- 
volved, stating these dishonest prac- 
tices had gone on all during his 
employment and that to the best of 
his knowledge, they were going on 
at the present time. 


Case No. 3 


Padding inventory figures is a 
standard practice in most dealer- 
ships. Inventory controls are so lax 














“and, frankly, PEAK’S 
better for me 
and my customers!” 


PEAK Anti-freeze with RUST-GUARD 
is the product to do more business with. 
It’s made to order for your customers’ new 
cars—and the aluminum in them. Only 
PEAK contains the exclusive RUST- 
GUARD formula—an outstanding combi- 
nation of special chemicals that gives 
unsurpassed protection from rust and cor- 
rosion to every metal in the cooling system. 
Just for the record, some new products 
are just now being introduced that give 
the same quality protection that PEAK’s 
been delivering for the past three years! 


When you sell PEAK, you profit from 
extra service business at installation and 
at drain-out time. You get repeat business 
year after year, although we admit that 
many car owners, who know just how good 
PEAK is, leave it in for two or three years! 


Let’s face it. The new ones are going to 
take some hard selling. They’re untried 
and unproven. Properly installed, their 
cost may be too much for some people’s 
pocketbooks. That’s not the case with 
PEAK. The price is $3.25 per gallon in- 
stalled. It’s known nationally. It’s been 
proved in the new cars. It takes no extra 
selling effort. 


Certainly one reason customers come 
back for PEAK year after year is the 
careful, professional (and profitable) pre- 
winter servicing you render. It assures the 
safest, most dependable cooling system 
protection known. You and your custom- 
ers are way ahead with the years-ahead 
anti-freeze... PEAK with RUST-GUARD! 


Pai 


_ AND NOR’WAY® ANTI-FREEZE 
. are products of 
HOUSTON CHEMICAL CORPORATION 
200 MADISON AVENUE, NEW YORK 16, N. Y. 





15 


that the figure-padding is applied 
without any clear idea of how much 
has to be covered. 

One employe, a 10-year veteran 
with the company, stated that dur- 
ing inventory, any figure between 3 
and 5 percent was added to the 
actual inventory. 


Case No. 4 


Over a nine-year period, one em- 
ploye in the parts department ad- 
mitted the theft of $6,000 in cash; 
$5,000 in merchandise, and about 
$4,000 in kickbacks in four years. 

He said the estimated weekly 
theft of $15 in cash and monthly 
theft of $40 in merchandise was 
a “fairly routine” matter over a 

three-year period. 

The merchandise he took was for 
his own use, for resale to others, 
and for a “shade-tree” operation 
he ran on his own. ‘ 


Case No. 5 


Rather than simply walk off with 
spare parts, one South Florida me- 
chanic worked in a slightly more 
complicated way. 

When customers came in with 
faulty parts, the mechanic would 
draw a new part. Then instead of 
installing it, he would repair the 
old part. On the customer’s in- 
voice copy the new part would be 
listed. On the company’s copy, 
the new part would be redlined 
and the cost added to labor. 

Since the company operated with 
practically no unit control, the me- 
chanic made off with a sizable in- 
ventory of parts, and the company 
wound up with a like number of 
dissatisfied customers. 


Tire Prices Rise 
In Canada as 
Profits Shrink 


TORONTO.—Car tire prices are 
going up $1. 

The three biggest tire makers in 
Canada increased their prices on 
the same day. They blamed rising 
costs and in apparent paradox, in- 
tense competition, 

Explained Robert Yohe, president 
of third-ranking B. F. Goodrich Co., 
of Kitchener: “While competition 
tends to drive down prices, it also 
brought companies close to the line 
where there was little profit. You 
can only get so much blood out of 
a turnip.” 

The two biggest companies— 
Goodyear Tire and Rubber Co. of 
Canada and Firestone Tire and 
Rubber Co. of Canada—echoed 
Yohe’s statements. The prospect 
was either to go under or raise 
prices to keep alive. 

Other tire makers announced 
similar increases. They said it was 
the first increase after three price 
cuts in three years. They claimed 
a first-line tire today sells for less 
than it did three years ago. 

Yohe said the big reason for the 
price reductions was the impact of 
imported tires, especially from 
Japan. The Japanese tires are mak- 
ing big inroads out west and in 
Montreal and are appearing in 
Toronto. 

Another company spokesman said 
a Japanese tire can be laid down 
in Vancouver cheaper than the 
cost of production in Canada. 


100 Dealers in 3 States 
Join in P-D-V Driveaway 

DETROIT.—More than 100 new 
Plymouth and Valiant cars were 
driven home by dealers from Mich- 
igan, Indiana and Ohio in a drive- 
away sponsored by E. J. Roberts, 
Detroit regional manager for Plym- 
outh-DeSoto-Valiant, 

Included in the driveaway pro- 
gram were a buffet luncheon and 
a baseball game at Briggs Stadium. 

ADVERTISEMENT 


PUBLIC ENEMY 





Your public image can 
be your public enemy 
No. 1 or your Ne, 1 
business getter from 
the best customers. 


best public image. 
Details without obii- 


’ gation from 
ED FISKE 


Edward Fiske Co., ,,2,Denet Plaza, 
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Compare the Future! 


The future is rosy for Studebaker dealers. Not just because their 
factory has spent 109 years building honest-quality vehicles. 
Not just because Studebaker has an enviable financial position, 
so strong it’s moving into several new fields for diversity. But be- 
cause their factory is fast-moving—geared to match the market 
at every quick turn it makes. Just as Studebaker pioneered the 


compact car...just as they have a host of happy surprises ready 


for the’61 season...they now have the '62 and '63 products in 


advanced testing stage. 


And what else is yours with the 
Studebaker franchise? A happy and 
profitable day-in, day-out associa- 
tion with a factory that puts you in 
the driver’s seat...and gives you a 
full line of top-quality cars to meet 


every prospect’s needs! 
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STILL TIME TO BE RIGHT 
FOR THE '61 YEAR! 


“TARK. 


BY STUDEBAKER 


GET THE FACTS ON THE 
LARK FRANCHISE 
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Dealer Development Division 
Studebaker-Packard Corp., South Bend 27, Ind. 


Gentlemen: Please send me the facts—in strictest confidence—no obligation. 





NAME. 





POSITION 





FIRM_ 





ADDRESS 





CITY/STATE 
AN 9-12-60-T3 
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TURNINGS ... 
Steel Researchers Probe 
Paint, Rust Problems 





ONROEVILLE, Pa.—In line with the steel industry’s 
new policy of providing greater service to the auto in- 
ustry, researchers at the United States Steel Research Cen- 


of accelerated tests, this maker 
concluded that certain difficult-to- 
recognize variations in some lots of 
steel were responsible for the pre- 
mature peeling of the paint on 
some of its customers’ cars, In 
some cases, there ig an actual 
breakdown of the paint from the 
outside. 

Working on this problem is Dr. 
Joseph Bigos, a United States Steel 
researcher at the applied research 
ing with some| /@boratory, who reports that as yet 
steel. his people are unable to find any 

After a series! true relationship between this poor 


more durable, more attractive, less 
expensive and 
better perform- 
ing. 

A major area 
of study at pres- 
ent concerns the 
poor paint per- 
formance one of 
the major auto 
makers igs cur- 
rently experience- 





J. M. Callahan 


Follow the LEADER 
in Philadelphia 
and its suburbs 


Start with the basics—the A.B.C. 
The 1959 A.B.C. Audit Reports show that 


The Evening Bulletin leads The Morning 
Inquirer in circulation by 145,637 in the 14- 
county Greater Philadelphia Market .. . The 
Evening Bulletin leads in the city and in the 
suburbs. 


And more women read The Evening Bulletin 
than The Morning Inquirer in Greater Phila- 
delphia—on both sides of Philadelphia’s city 
limits. The Evening Bulletin’s female adult 
readership, reported in the 1960 National 
Analysts, Inc. study of adults in telephone 
homes, is 368,000 in the city and 372,000 
in the suburbs. 






paint performance and the various 
lots of steel. 
aa 


* * 
Researchers Offer Solution 


HOWEVER, they have found 
that certain slight differences 
in steel will sometimes affect the 
phosphating coat that is applied 
before the paint and that this poor 
phosphating sometimes results in 
lack of paint adhesion, A possible 
solution would be different phos- 
phate coats for different lots of 





performance and to look for 
btn of making steel more uni- 

One recent forward step in this 
area was the reduction in the 
“smudge” on the company’s steel. 
Smudge is an exterior carbonace- 
ous material.that is deposited dur- 
ing annealing. New annealing ma- 
terials are now producing much 
cleaner carbon steel. 

Bigos said that U. S, Steel was 
also making progress toward steel 
that has a more uniform surface 
and a more acceptable texture, 
Steel’s surface and texture are 
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Steel Testing— 


Two United States Steel Corp. lab tech- 
nicians test the tensile strength of a steel 
alloy at the firm's research center in Mon- 
roeville, Pa. 

e-¢'>"s 
major factors in the corrosion that 
comes from the inside of automo- 
bile rocker sills, fenders and other 
body parts. 

“Right now,” he continued, “this 





EVENING BULLETIN LEAD OVER MORNING INQUIRER 
AMONG WOMEN READERS 


121,000 or 49% MORE in the City 
100,000 or 37% MORE in the Suburbs 
221,000 or 43% MORE in Greater Philadelphia 


No matter how you look at it, The Evening 
Bulletin leads in circulation and readership 


throughout Greater Philadelphia. 


Follow the 


leader in Philadelphia and its suburbs—The 


Evening Bulletin. 


In Philadelphia Nearly Everybody Reads The Bulletin 





The Evening Bulletin Leads in Circulation and Readership 
...in Philadelphia and in Suburban Philadelphia 


A MEMBER OF MILLION MARKET NEWSPAPERS, INC. 
Advertising Offices: New York ¢ Chicago * Detroit ¢ San Francisco * Los Angeles 


13 counties beyond the city in the 14 county 
Greater Philadelphia A.B.C. City and Trading Zone 


Suburban 
Philadelphia: 
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is a particularly serious thing be- 
cause of the trend to the unitized 
body, since the sheet metal sup- 
ports the car’s structure. A lot can 
be done for this problem with 
good organic protection and good 
design. 

“In regard to the unitized cars’ 
box sections, there seems to be two 
schools of thought. You can close 
them up real well and keep the 
moisture out. Or you can leave 
them open and let the air dry out 
the moisture.” 

cd * oe 


Galvanized Favored 


ACH of the auto makers is tak- 
ing a different approach toward 
the protection of the underbody 
structural members of its unitized 
bodies. However, there was a gen- 
eral feeling that the Ford Motor 
Co. approach — using differentially 
coated galvanized steel—was the 
best approach, 
At present, other industries, 
such as construction, are also 
swinging toward galvanized steel 
and there is a shortage at pres- 
ent, although galvanized steel ca- 
pacity is being expanded. 
Although other steel companies 
did more pioneering in this area, 
U. S. Steel is now doing consider- 
able work on galvanized steel, One 
problem with galvanized steel is 
that when it’s hot-dipped, the steel 
begins to “age,” making it harder 


‘and less ductile, This makes form- 


ing much more difficult. 

U. S. Steel reportedly has de- 
veloped a galvanized sheet process 
that gets around the aging problem 
and permits almost any “draw” 
that can be made with cold rolled 
steel. 

In the purely development stage 
is an electro-galvanizing process 
that galvanizes one side of a sheet 
and leaves the other side complete- 
ly clear. This would be superior to 
the differentially-coated galvanized 
sheet for certain exterior applica- 
tions because this sheet steel has 
“spangles” or traces of the zinc 
coating on the noncoated side 
which is unattractive when painted. 

of * * 


Seek Better Paint Life 
U. S. Steel research center 
also has embarked on a long- 
range program for the develop- 
ment of low-alloy, high-strength 
steels that would save weight and 
give better paint life than the car- 
bon steels now used. A current 
problem is that these steels do not 
perform well in salty environments, 
The simple objective of this 
program is to substitute a lighter 
piece of steel with equal strength 
for a current piece. Most initial 
work has been done with trucks, 
although one study of an Olds- 
mobile frame showed that the 
use of high alloy steel could re- 
duce its weight by 20 to 24 per- 
cent, although the material cost 
would rise about 8 percent. 
However, the engineer on this 
program said that buckling is a 
problem with this steel and that he 
wasn’t able to determine exactly 
how this frame would perform. 
Some important work with low- 
alloy steels is now being done with 
truck and trailer manufacturers. 


Several engineers at the research 
center are working exclusively on 
the development of steels with im- 
proved formability and surface 
quality — two characteristics very 
important to the auto companies. 

Commenting on the steel indus- 
try’s greater emphasis on servicing 
its customers, one research official 
said, “Steel's biggest trouble is that 
its a traditional product, while alu- 
minum and plastics have the at- 
tractive element of newness. 
They've been selling because they 
were on the outside. Now the pen- 
dulum has swung. We're not really 
outside, but we're selling, anyway.” 


Autolite, Hiller 
Ink Merger Pact 


TOLEDO. — Stanley Hiller jr., 
president of Hiller Aircraft Corp., 
and R. H. Davies, president of 
Electric Autolite Co., announce they 
have signed a contract to merge 
the businesses of the two compa- 
nies. The merger plan was first re- 
vealed last month. 

Final approval of this action will 
be solicited from the stockholders 
of both companies within the next 
few months, they said. 
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Auto Personnel 





Karl F. Kellerman, former assist- 
ant to the engineering vice-presi- 
dent, has been appointed assistant 
to A. P. Fontaine, executive vice- 
president of Bendix Corp. 

Kellerman will assist in the ex- 
pansion of Bendix commercial and 
industrial activities at both the 
corporate and divisional levels to 
plan and work out product pro- 
grams, Fontaine said. Kellerman 
joined Bendix in 1955. 

* * * 


Blackhawk Promotes 


Hansen to Vice-President 


Frederick F. Hansen, general 
manager of the Blackhawk Auto- 
motive Division, Blackhawk Mfg. 
Co., Milwaukee, has been named 
a vice-president 
of the company. 
He will continue 
to serve as gen- 
eral manager. 

Hansen joined 
Blackhawk in 
1950, Prior to be- 
coming general 
manager of the 
automotive divi- 
sion, he served in 
} a number of man- 
F. F. Hansen agerial capacities, 
including assistant to the president, 
factory manager and product man- 
ager. 





* * * 


Hastings Promotes Conte 


Alfred C. Conte has been named 
Eastern sales manager of Hastings 
Mfg. Co., succeeding Richard Duval, 
who has been promoted to assist- 
ant sales manager. Conte had been 
a special representative on new 
distribution. 

+. - * 


Alemite Promotes Poelke 


In Detroit Sales Office 

Appointment of Erwin H. Poelke 
as assistant manager of original 
equipment sales and manager of 
the Detroit sales office of the Ale- 
mite and Instru- 
ment Division 
of Stewart-W ar- 
ner Corp. has 
been announced. 

With Stewart- 
Warner since 
1942 and senior 
sales engineer in 
the Detroit office 
for the past four 
years, Poelke will 
direct sales and : 
engineering ac- E. H. Poelke 
tivities among passenger car, truck, 
tractor and farm equipment build- 
ers using Alemite lubricating sys- 
tems, and Stewart-Warner instru- 
ment, automotive hardware and 
other original equipment require- 
ments. 





* * * 


Robinson and Manning 


Named to Tyrex Posts 

Tyrex, Inc., has divided its activi- 
ties into two main functions—oper- 
ations and administration. Steven 
B. Manning has been named opera- 
tions director, 
and Philip E. 
Robinson is ad- 
ministration chief. 
Robinson also is 
secretary and di- 
rector of com- 
munications of 
Tyrex. 

Tyrex, Inc., is a 
voluntary non- 
profit organiza- 
tion composed of 
the nation’s ma- 
jor producers of Tyrex tire cord. 
William Dalton is president of the 
association. 


P. E. Robinson 


* ~ * 
White Ups Gustafson 
E. H, Gustafson has been named 
fleet sales manager of the Southern 
region of the White Truck Division. 
He was manager of the Chicago 
branch for five years prior to be- 
coming a territory manager in the 


Southern area last year. 
* * * 





Parsons Joins Stran-Steel 


As Assistant to President 
John E. Parsons, former assist- 
ant vice-president, Associates Dis- 
count Corp., has joined Stran- 
Steel Corp. as assistant to the 























president, handling customer and 
dealer finance 

Parsons was instrumental in 
the development and administra- 
tion of the Stran-Steel purchase 
plan while serving as 
manager of Purchase Plans, Inc., 
Cleveland, acquired last year by 
Associates Discount Corp. 

* * + 


14 Branch Managers 
Appointed by GMAC 


The appointments of 14 branch 
managers have been announced 
by General Motors Acceptance 
Corp. The managers and their 
headquarters are: 

James W. Carter, Greenwood, 
Miss.; Thomas R:. Powell, Baton 
Rouge, La.; George J. Dawson, 
Gadsden, Ala.; Colvin E. Conrad, 
Gainesville, Fla.; Joseph W. 
Fricks, Fort Lauderdale, Fla.; 
Samuel E. Stewart, Decatur, Ala.; 
Edmund B. Bliss, Burlington, 
Vt.; William F. Von Bargen, 
Patchogue, N. Y.; John M. Mar- 
tin, Jamaica, N. Y.; William D. 
Buckley, Wilkes-Barre, Pa; 


Frederick J. Kilgus, Watertown, 
N. Y.; Joseph L, Urig, Salisbury, 
Md.; Edward A. Meegan, Man- 
chester, N. H., and John J. Shee- 
han jr., Utica, N. Y. 

* 


* * 


Dayco Promotes Fuller 


Carl A. Fuller has been appointed 
assistant director of purchases for 
Dayco Corp. Fuller, who joined the 
former Dayton Rubber Co. a year 


ago, succeeds C, A. Griep, who has 


retired. 
+ a * 


General Promotes Flasco 


As one phase of the expansion 
in the worldwide operations of Gen- 
eral Tire & Rubber Co, C. F. 
O'Neil, vice-president in charge of 
Overseas Operations, announced the 
promotion of A. M. as co- 
ordinator of all western hemisphere 
operations of the company. 

= * + 


McGranahan Is Appointed 


Wilshire Oil President 


Gulf Oil Corp. announced the 
appointment of Raymond D. Mc- 
Granahan as president of Wilshire 
Oil Co. of California; an independ- 
ent marketer and refiner recently 
acquired by Gulf. 

Edwin G. Coopman, formerly 
president of Wilshire, will continue 
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to be a board member of the West! will develop distribution of Sealed 
Coast firm and will work with the| Power motor parts in 71 foreign 


company in an advisory capacity. 
* + * 


Treffeisen Is Appointed 
Alemite Marketing Manager 


Gus Treffeisen has been ap- 
pointed marketing manager of the 
Alemite & Instrument Division, 
Stewart-Warner Corp. He will di- 
rect marketing 
through distribu- 
tors and jobbers 
of Alemite auto- 
motive, industrial 
and other lubrica- 
tion products, as 
well as automo- 
tive, marine, in- 
dustrial and other 
gauge and instru- 
: ment lines. 

He succeeds E. 
Gus Treffeisen N. Robinson, who 
was appointed Alemite general 
manager last December, Treffeisen 
had been Alemite automotive prod- 
ucts sales manager, and is a 42- 
year employe of Stewart-Warner. 

* + + 


Kuieck in Export Post 
Boyd W. Kuieck has been named 








countries. 
+ + + 


Krengel Moves Up 


Richard E. Krengel hag been 
elected vice-president and a mem- 
ber of the board of Ex-Cell-O Corp. 
of Canada, Ltd. He has been gen- 
eral manager of Ex-Cell-O of Can- 
ada since 1957. 

* * a 


Fruehauf Appoints Phelps 
Management Training Chief 
Appointment of Robert Phelps as 
management development and 
training manager for Fruehauf 
Trailer Co., De- 
troit, has been 
announced by 
Ray Lyons, in- 
dustrial.- relations 
director, 
Formerly with 
Ford Motor Co., 
Phelps has 10 
years industrial 
relations e xX p e- 
‘ rience in plant 
and staff capac- 
Robert Phelps = ities. He holds 
both a Bachelor of Science Degree 





by Sealed Power Corp., Muskegon,|in industrial management and a 
Mich., as manager of export. sales.| Master’s Degree in business admin- 
In this newly created position, he| istration. 


QUAKER 
STATE 


| MOTO 


R OIL 





Sign up for quality... and you sign up for profit! 
When you sell years-ahead Quaker State Motor Oil 
you get all the added business—building values that 
come from always giving your customers the best. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
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AUTOMOTIVE NEWS, SEPTEMBER 12, 1960 


Correspondent George L. Glaser Writes... 


Auto Letter from Europe 


ya Germany.—Several 
ideas for speeding up service 
and reducing the moving of cars 
in the shop are under discussion 
in Europe, 


The way. stalls are laid out 
should contribute to ease of op- 
eration. With building costs high, 
only the space needed for stalls 
and the driveway should be in- 
side the building with no space 
wasted. 

Most European car makers give 
booklets to owners noting the serv- 
ice operations that should be per- 
formed at specific intervals. An 
adequate number of stalls should 
be tooled up and staffed to perform 
these operations properly. 

The operations include wheel 
alignment, engine tuneup, lubrica- 
tions, oil changes and other similar 
items of maintenance, inspection 


Rowland Buys Dealership 

DERMOTT, Ark.—Gale Rowland, 
McGehee, Ark., has purchased Der- 
mott Motor Co. (Rambler-Buick- 
GMC), 117 S. Freeman St, 


i 


ROUGH_ANO 


and preventive service. In order to 
speed this work, it is usual to have 
six mechanics working as a team 
on the jobs. 

+ +. 


2 Floors Plus Hoist 


ORE and more service work is 
being performed in stalls which 
have two floors as well as a hoist. 
The hoist can lift the car at least 
a yard which eases brake work. 
A big question is whether to use 
specialized stalls or universal stalls. 
The most frequent answer is the 
universal stall since it is easier to 
move men and equipment than it 
is to shift cars from stall to stall. 
Since wheel alignment equip- 
ment, tuneup cabinetg and other 
equipment can be easily moved, 
some operators feel the days of 
the specialized stall has ended. 
While some simplification of 
service can be expected from the 
design of the cars of the future, 
service will still have to be engi- 
neered to enable the shop to make 
money while making the best use 
of available space and servicing 


ec aceal 


ee 


the maximum number of cars. 
+ * af 


1961 VW Sells Well 


EANWHILE, sales of the 1961 

Volkswagen have been brisk in 
Germany and deliveries are in full 
swing. The elasticity of the new 
engine does cut down on the need 
for shifting but the synchroniza- 
tion of the first gear could be im- 
proved. 

There has been interest in the 
Porsche idea to move the VW en- 
gine ahead of the rear-wheel drive 
line to make space for a rear lug- 
gage compartment and to improve 
weight distribution. 

While it is not certain that VW 
will move’ the engine, it is cer- 
tain that, no matter when the 
company introduces its larger 
car, Renault’s Dauphine will not 
be far behind with a newly styl- 
ed body. 

Daimler-Benz will offer a new 
series, the LP 334 line, of trucks 
and truck tractors which offer 
more pickup, a higher top speed 
and more weight-carrying capacity. 


‘61 Isar Bows in Germany— 








On the left is the ‘61 Isar (formerly Goggomobil), showing 30-percent larger rear 
window, and redesigned deck lid, taillights and bumper over-riders. For comparison, 


‘60 model is at right. vine 


Standard equipment includes ZF- 
Gemmer power steering, air brakes 
six-speed transmission, helper 
springs, shock absorbers, six-cyl- 
inder diesel engines developing 
more than 200 horsepower, heater 
and defroster. Z 
* * 


2 Engire Setups 


HE vehicles will offer either en- 
gines under the hood or far- 


2 eee 
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Rochester-GM Carburetors get the treat-’em-rough routine 
from professionals at the General Motors Proving Ground, where deliberately rough 
paving gives the components of a car no rest. Because of this and scores of other 
tests, Rochester-GM Carburetors sail along smoothly even when the going gets 
rough. Delicately adjusted components stay in adjustment. No wonder these car- 
buretors have a record of reliability that pleases engineers, dealers and owners alike. 
They persevere! Rochester Products Division of General Motors, Rochester, New York. 


ROCHESTER 







America’s 
number one 


carburetors 


GENERAL MOTORS 





original equipment 


BURETORS 





* * * 


forward-control cabs, The payload 
of a tractor and trailer will range 
between 8 and 10% tons, depending 
on the wheelbase and model se- 
lected. 

Bavarian Motor Works has 
signed Robert Pertuss as techni- 
cal director. He has held the 
same post at the Karmann body 
works, BMW has begun the pro- 
duction of a souped-up version of 
the 700 model which is said to 
have a top speed of 90 miles per 
hour. 

British Motor Corp, will form its 
own subsidiary in Sweden be- 
cause present trade arrangements 
offer BMC more chances in Sweden. 


Delco-Remy Plans 
Research Center 


Near Anderson 


ANDERSON, Ind.—A modern en- 
gineering and research center is to 
be constructed here by Delco-Remy 
Division of General Motors, General 
Manager Don L. 
Boyes announces. 

The new facili- 
ty, which will in- 
clude 225,000 
square feet of 
floor space, is to 
be erected on a 
40-acre tract 
southeast of And- 
erson near the di- 
vision’s general 





offices and 10 : ; 
manufactur- Don L, Boyes 
ing plants. 


Provided in the new structure 
will be space in one location for all 
of the division’s product engineering 
activities, including its department 
of advanced engineering for com- 
mercial products and its applied 
science and electrochemical re- 
search staffs. Also to be housed 
in the center will be extensive new 
laboratory and engineering test fa- 
cilities. 

Plans and specifications for the 
engineering center now are being 
completed, with construction con- 
tracts scheduled to be awarded by 
the end of the year and construc- 
tiori to begin early in 1961, said 
Boyes. 

The center will include a three- 
story building housing engineering 
administration offices, A single 
story structure will be tied to this 
building by a 2-story service build- 
ing. 


Switzer Directs 


GM Scheduling 


DETROIT.—Paul A. Switzer has 
been promoted to director of a 
newly created planning and sched- 
ules section of the manufacturing 
staff, Philip J. 
Monaghan, Gen- 
eral Motors vice- 
president of man- 
ufacturing staff, 
announces. 

Switzer will be 
responsible for 
scheduling of 
production of 
cars and trucks, 
the review of ap- 
propriations as 

Paul A. Switzer they affect the 
manufacturing and assembly capac- 
ities of the corporation, and finan- 
cial and budget reports of the 
manufacturing staff. 

In 1927 Switzer joined Chevrolet 
as an accounting clerk. In 1948 he 
became a member of the manufac- 
turing staff. 
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One of the world’s most modern, most automated automobile production 
lines—that’s the Renault factory at Flins near Paris. From here, well over 
a million Dauphines have gone out, in four short years, to all parts of the 
world./ Backed by support from the expanding Renault organization, U.S. 
Renault Dealers look forward to the continued sales success of the Renault 
line of quality-built cars./ They know this success is the result of a well- 
planned combination of factors: a carefully-engineered, carefully-built prod- 
uct (Renault Dealers never have to refit a door, for example); glamourous, 
continental styling (Renault owners never need apologize for the looks of 
their car); and hot national advertising and promotion (prize-winning and 
traffic-building) . Best of all, Renault Dealers have learned from profitable 
experience that-the Dauphine is one of the top profit-makers of all time./ 


And now, gentlemen, pardonnez-nous, while we roll up our sleeves and get 


on with that second million. 


be ' i 
ee ne a U t i bit Cc @ For information about available Dealerships write to Jack Kent, General Sales Manager, Renault, Inc., 750 Third Ave., WY. 17, N.Y, 











AUTOMOTIVE WASHINGTON 


Wage Exemption Fight 
Still Was Worth It 


AUTOMOTIVE 


By William Ullman 
Washington Bureau Chief 


— one point of view, you might say that the big drive 
to exempt car dealers from the overtime provisions of 
the minimum wage bill was wasted effort—since the bill 
eo 


failed to clear Congress any- 
way. That would, however, 
be much too narrow a view. 

In politics, as in war, every vic- 
tory is not al- 
ways a clear-cut 
one. Dealers and 
their organiza- 
tions won a re- 
sounding victory, 
whether it mat- 
tered or not in 
the final analysis. 
The won their 
case for exemp- 
tion in both the 
House and the 
Senate, and they 





won it against heavy opposition. 

This victory was important be- 
cause there will be more minimum 
wage bills. Now dealers know which 
legislators are their friends. NADA 
and other groups know which argu- 
ments are the most telling. This 
adds up to vital military intelli- 
gence for the coming battle, which 
may begin in 1961. 


The teams of House and Senate 
conferees which met on the mini- 
mum wage bill never even came 
close to agreement. The bills dif- 
fered measurably, and neither 
side seemed willing to give more 
than half an inch. Biggest ob- 
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stacle was the question of regu- 

lating retailers whose stores were 
not in interstate commerce. 

The House bill extended cover- 
age only to businessmen with five 
stores in more than one state. The 
Senate bill, authored by Presiden- 
tial candidate John F. Kennedy, 
would have extended coverage to 
any retailer with annual gross sales 
of at least $1 million. Neither side 


was willing to budge from its posi-| _ 


tion. 


During the conference sessions, 
the House conferees rejected com- 
promise after compromise, and 
Senator Kennedy condemned the 
House bill as worse than no Dill 
at all. And there the story ended 
for this 86th Congress, 


* * * 


FRB’s Role Disputed 


For the time being, at least, the 
Federal Reserve Board is pur- 
suing a policy of easier money, 
looser credit. This course, prompted 
by unemployment and sluggish 
sales in some quarters, appears to 
be okay with both candidates for 
the Presidency. But the truce may 
be a temporary one. 

The Federal Reserve System, 
which possesses broad powers for 
expanding or restraining credit, is 
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For Civic Affairs— 


Henry Schwister, left, Schwister Motor 
Sales (Ford), Wauwatosa, Wis., has been 
elected chairman of a newly formed Mil- 
waukee Ford Motor Co. dealer community 
relations committee. Ray A.. Pentler, Up- 
town Motors, Inc. (Lincoln-Mercury), Mil- 
waukee, is vice-chairman. The Milwaukee 
committee, the sixth such group to be 
established in the United States, is com- 
posed of all Ford and L-M dealers in the 
area. It will coordinate participation by 
Ford dealers in community and civic ac- 
tivities. 


an independent agency. Created in 
1913, its Board of Governors does 


|not have to ask the President or 





IN BUFFALO Car Dealers Start the 
Day Right...in the Morning 












the Secretary of Treasury before it 
makes a decision. 

If the President and the Secre- 
tary fail to approve of an action 
of FRB, there isn’t anything they 
can do about it, except to shout 
and pound the table. (Practically 
all Presidents have had occasion 
te pound tables over FRB deci- 
sions.) 

Senator Kennedy has said that if 
he reaches the White House, he 
will use his influence on FRB to 
step up the rate of the nation’s 
economic growth. But FRB Chair- 
man, William McChesney Martin 
jr., whose term doesn’t expire until 
1963, is firmly opposed to White 
House meddling in FRB affairs. 

Both businessmen and Congres- 
sional leaders are inclined to side 
with Martin on FRB’s independ- 
ence, since the Government, in the 
long run, is likely to put too much 
emphasis on easy money to solve 


its own debt-and-credit worries. 
+. * * 


Politics & Gift Tax 

NDER Internal Revenue Service 

rules, political party donations 
are subject to the gift tax. A donor 
may make tax-free gifts of $3,000 
annually to each of an unlimited 
number of recipients, plus an addi- 
tional $30,000 in larger amounts 


over his lifetime. 
os * * 


Price Compliance 
EDERAL Trade Commission 
Chairman Earl W. Kintner has 

told members of the American Bar 

Assn. here that FTC’s aim is not 

to prosecute and punish, but “mere- 

ly to achieve a situation in which 
future violations will not occur.” 

Noting that FTC seeks voluntary 
compliance of businessmen in its 
policing of deceptive advertising 
and fictitious pricing, Kintner said 
that he wished a similar approach 
could be worked out in such areas 
as price discrimination. The idea 
would be that business firms would 
get a chance to stop illegal prac- 
tices before they were slapped with 
antimonopoly charges and brought 
to court. 

Kintner asked attorneys attend- 
ing the ABA convention here to 
give the plan some thought. FTC 
has been wrestling with the idea 
for several months. 

* * 


Traffic Contest 
AN INTERNATIONAL prize of 
50,000 Belgian francs (about 
$1,000) will be awarded every two 
years for an unpublished work 
judged the best submitted on a 
technical subject “which might con- 
tribute to greater safety for motor 
traffic.” 

Papers must be submitted before 
Dec. 1, 1960, for the first contest. 
Write: Fonds d’Etudes et de Rech- 
erches Relatives au Probleme de 
Securite Routiere, 101 Rue Royale, 
Brussels 1, Belgium. i 


Short Haul 

RUCKERS will aid in moving 

the offices of the American 
Trucking Assns. here this month— 
about 75 feet. Despite the short dis- 
tance from the old building to the 
new, 20 different moving companies 
will be involved in the transfer. 

All are members of the Movers 
Co. of America, an ATA affiliate, 
which will do the job without 
charge. The move will take about 
two weeks. 


* 


* ca * 
Tire Report 
HE Senate Small Business Com- 
mittee has been granted permis- 
sion to file a report during ad- 


journment on “Dual Distribution in 


Buffalo’s franchised car dealers know where their advertising produces For Total Selling in this Great Market 


the best results. They ran 51% of their 1959 new and used car daily 
linage in the Morning Courier-Express —61.5% when Sundays are 
included. 

Other classifications also testify to the in-the-morning selling power 


of the Courier-Express. Men’s stores, for example, placed 72.5% of 
their daily linage in this influential paper. The figure for women’s 


Buffalo. 


the Automotive Tire Industry.” 
. * * 


No-Car Mall 


ba nation’s first permanent 
downtown shopping mall — free 
of traffic—will be extended from 
two square blocks to three in Kal- 
amazoo, Mich., while Knoxville, 


Tenn., and Miami Beach, are mov- 
ing fast toward similar “pedestri- 
ans-only” shopping centers, reports 


| the American Municipal Assn. 
+ + * 


| SBA to the Rescue 


owe car dealers were among the | 
recipients of Smal! Business 
Administration loans in July. Total 
|loans were 10 percent higher than 
|in July a year ago. 
In addition, SBA approved a 
|number of special rural develop- 
|}ment loans to underdeveloped | 
| areas of the United States. Several | 
| went to automotive firms. 


Courier- 
Express 


ROP COLOR 7 DAYS 
Represented Nationally by 


SCOLARO, MEEKER & SCOTT 


New York, Chicago, Philadelphia, Detroit 
DOYLE & HAWLEY 
Los Angeles and San Francisco 


stores was 66.9%. 

You, too, will find the Courier-Express your most productive Buffalo 
newspaper. It’s a must to insure your full share of this great metro- 
politan market. 


TWO WAYS TO SELL WESTERN NEW YORK 


FOR MORE ADVERTISING FOR YOUR DOLLAR concentrated 
on those with more money to spend use the Morning Courier-Express 
to reach Western New York’s top 160,000 households. 


FOR SATURATION use the Sunday Courier-Express, the state’s 
largest newspaper outside of Manhattan, to blanket the 489,103 families 
in Buffalo and the eight surrounding counties. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


State Automobile Insurance 
Assn., 346 Pac. (2d) 146, it was 
shown that the owner of Miracle 
Used Car Co. executed and filed 
with the state an auto dealer’s 
bond. This bond specifically guar- 
anteed that the bond would inure 
to the benefit of any company or 
person who suffers loss by reason 
of any unlawful act of Miracle 
Used Car Co. 

One day Phoenix’ Auto Auction 
sold at auction to Miracle Used Car 
Co. a Cadillac for $1,500. Payment 
Was made by a check drawn on a 
bank payable to Phoenix Auto 
Auction, and signed “Miracle Mile 
Used Cars by Fred Capps.” 

The check was presented for pay- 
ment at the drawee bank but there 
was insufficient funds to cover the 
check, so it was returned to the 
payor. It was later presented for 
payment but again was returned to 
Phoenix Auto Auction because 
there were insufficient funds in the 


By Leo T. Parker 
Attorney at Law 


ke a higher court held 
that an auto dealer must pay 
state sales taxes based upon the 
exact value of tradeins. 

In Steel Chevrolet Co. v. Tax 
Commissioner of Ohio, 162 N. E. 
(2d) 868, the tes- 
timony showed 
that a state sales 
tax on merchan- 
dise, including 
autos is 3 percent. 
The Board of Tax 
Appeals affirmed 
the orders of the 
tax commissioner 
to collect from 
Steel Chevrolet 
the sum of $12,- 

L, T. Parker 939.03 back taxes 
owed the state on unpaid taxes on 
auto sales, 

The testimony showed that upon 
numerous sales of new autos on 
which the purchaser traded in his 
auto, Steel Chevrolet collected from 
the used-car owner tax on an in- 
flated value of the used car. 

For example, Steel Chevrolet 
would quote a new car worth 
$2,100 for $2,600, and would allow 























































$45 tax from the used-car owner, 
being 3 percent of $1,500, and re- 
mitted but $30, being 3 percent 
of $1,000, to the Tax Commis- 
sioner. 

The higher court held that Steel 
Chevrolet must pay the state $12,- 
939.03, including penalties, for un- 
paid taxes, saying: 

“The dealer cannot profit at the 
expense of the state when he col- 
lected and failed to remit the full 


taxes on the valuation he made.” 
* + * 


Study Your Bond 


G ENERALLY speaking, auto 
dealers sell autos to “bonded” 
purchasers without investigation. 
Nevertheless, a decision rendered 
by a higher court proves that this 
common practice is “poor” business. 

In Phoenix Auto Auction v. 


Rights to Patent 
On Synthetic Won 
By Goodrich-Gulf 


AKRON.—After three years of 
litigation with the Justice Depart- 
ment, B. F. Goodrich Co, has won 
patent rights to a synthetic rubber 
product providing it licenses other 
firms to manufacture the synthetic. 

The polyisoprene product, called 
“synthetic natural rubber,” was de- 
veloped by Goodrich-Gulf Chemi- 
cals, Inc., which is owned jointly 
by Goodrich and Gulf Oil Co. The 
product is said to have essentially 
the same qualities as tree-grown 
rubber. 

Justice brought its suit against 
Goodrich, although the process 
is the property of Goodrich-Gulf. 
Justice contended that the formula 
was perfected while Goodrich-Gulf 
was working on federal contracts, 
and asked the transfer of the pat- 
ent to the United States for royal- 
ty-free licensing. 

Justice sued when Goodrich-Gulf 
refused to make the transfer. The 
company argued that the process 
was developed in a laboratory not 
associated with government work. 

Under the consent decree which 
terminated the action, Goodrich- 
Gulf agreed to offer the process to 
any U. S, and Canadian manufac- 
turer at a maximum royalty of 2% 


account of Miracle Used Car Co. 
Phoenix Auto Auction sued the 
bonding company to recover the 
amount of the unpaid bank check. 
* * * 


Nonpayment Not Unlawful 


7 IS interesting to observe that 
the higher court refused to hold 
the bonding company liable because 
“nonpayment” of the bank check is 
not an “unlawful act.” This was so 
because the testimony showed that 
the account of Miracle Used Car 
was normally active and showed 
sufficient funds generally on deposit 
to cover the check. This court said: 
“The burden of proving an in- 
tent to defraud was on the ap- 
pellant (Phoenix Auto Auction). 
Since there was nothing more 
than a breach of contract, the 
bonding company was not liable 
under its bond.” 

This court went on to explain 
that a bond gives the “exact” pro- 
tection express in its various 
clauses. Hence, every corporation 
and person depending upon a bond 
to secure performance of a con- 
tract should carefully read the con- 
tents of the bond and be certain 
that the bond contains desired pro- 
tection. 
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Dealer Arranges Mass Driveaway— 


Two score motorists began breaking in new Corvairs simultaneously as the first mass 
customer driveaway in the small-car field took place in Detroit recently. The buyers 
came from Youngstown, O., by chartered plane to take delivery of the cars direct from 
the Chevrolet Corvair assembly plant. The event was arranged by State Chevrolet Co., 
Youngstown. Drivers are shown here at the plant as they picked up the Corvairs which 
are grouped in an appropriate "40." 





DESIGNED FOR THE WORLD'S 
FINEST CARS...PRICED RIGHT FOR ANY CAR 


NEW STROMBERG-CARLSON 12V 
UNIVERSAL AUTO RADIO 


FOR DOMESTIC AND IMPORTED CARS « SPORTS CARS « COMPACTS « BOATS « TRUCKS 





percent of the selling price. ; : . 
aati: = A Here’s the big auto radio news from Stromberg-Carlson—the prestige name in radios. Quick installation and easy-as-pie 
Smith Elected President A brand-new universal auto radio as precisely engineered as the finest of racing cars... servicing. Seven tuned circuits, in- 
cluding RF stage for extreme 


Of Securities Investment 


ST. LOUIS.—Stuart H. Smith, 
executive vice-president, hag been 
elected president of Securities In- 
vestment Co., major subsidiary of 
General Contract Finance Corp. 


car sales easier. 
He succeeds C. Harold Schreiber, sales easier 


yet priced right alongside other domestic auto radios. 


sensitivity and selectivity. Tran- 
sistor-powered, 2-watt amplifier for 


Backed by a powerful consumer advertising program, extensive promotion and big-voiced performance. Push-but- 
point-of-sale.support — this new universal push-button model makes your new and used 


ton and manual tuning. Full-range- 
frequency tone control. Complete 
hand-wired, point-to-point, for 
rugged road or marine service —no 


who has been president for 10 : . ; c = 
years and an officer since the com-| Or further information on how you can cash in on bigger sales and longer profits, printed circuits. Engineered in the 
pany was founded in 1918, Schrei-| contact your Stromberg-Carison auto radio distributor...or write: Stromberg-Carlson tradition. 


ber has been named chairman of 
the Finance Committee and con- 
tinues as a member of the SIC and 
GFC boards. 





Commercial Products 


1485-0912 North Goodman Street 


Rochester. 3, New York 
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Omaha 


A total of 1,375 cars were sold in 
almost 300 less 


Third place went to Plymouth, a 

119. Rambler had 117; Dodge, 94; 
Pontiac, 80, and Oldsmobile, 72. 

Truck sales totalled 170, or just 

less than the June total of 183. 

trucks also led this race, 

th 50 sales. International had 47, 

Ford, 28. 

—ArtTHUR R. OLESON 


* * * 


Baltimore 


A total of 2,161 new cars were 
sold in Baltimore during July, com- 
pared with 2,676 a month earlier. 

New-truck sales numbered 194, 
compared with 332 the previous 
month. 


Sales Conditions in Various Areas 


Auto Market Reports 
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were: yt 712; Ford, 373; 
Dodge, 197; Plymouth, 173; Ram- 
bler, 14.,; Pontiac, 105; Buick, 77; 
Oldsmobile, 77; Cadillac, 48; 
Comet, 37; 34; Stude- 
baker, 32; Mercury, 23; Volvo, 16; 
V 13; Renault, 12; 
fen 10; Fiat, 10; Hillman, 9; 
Opel, Mercedes- 


Registrations of new trucks were: 


International, 53; Chevrolet, = 
Ford, 45; GMC, 16; Dodge, 5 
Willys, 5; Mack, 4; White, 4 


Brockway, 3; Studebaker, i wall 


miscellaneous, 11. 
—Karte Savace 
+ * + 


Sioux City, Ia. 


A consistent new-car market in 


189; Mercury, 92; Plymouth, 85; 
Valiant, 82; Cadillac, 77; Comet, 72; 
showing 306 registrations, corupared| vair, 51; Willys, 13; Imperial, 7; 
with 308 a month earlier and 302 a| DeSoto, 6; Lincoln, 


year earlier. laneous, 210. 

By makes: Chevrolet, 93; Ford, . pm B Hom 
62; Dodge, 20; Oldsmobile, 17; 
Rambler, 16; Buick, 15; Plym- Denver 


outh, 14; Pontiac, 13; Valiant, 11; 
Studebaker, 7; Volkswagen, 6; 
Cadillac, a Comet, 3; ~ wae 3; 
DeSoto, ; Triumph, 


thig year, Denver dealers sold 12,- 
431 new cars, compared with 11,947 


in the corresponding 1959 period. 
3; Lincoln, 25 Renault, 2; Impe- | july registered the first decrease 


rial, 1, and miscellaneous, 7. in sales this year, compared with 
New-truck registrations totalled corresponding 1959 months. The 
38 in August, compared with 41 in| July total of 1,884 compared with 
.| July and 43 in August a year ag0.| the year-earlier count of 1,987. 
:| Registrations by makes were: Ford, New-car registrations in July 
16; International, 9; Chevrolet, 7;| by make were: Chevrolet, 450; 
GMC, 3; Dodge, 1, and miscellane-| Ford, 290; Rambler, 157; Falcon, 
ous, 2. 129; Pontiac, 125; Oldsmobile, 104; 
Corvair, 101; Dodge, 72; Buick, 
e 68; Valiant, 61; Studebaker, 43; 
Milwaukee Comet, 39; Cadillac, 38; Volks- 
A total of 3,806 new cars were wagen, 37; Plymouth, 33, and 
registered in July in Milwaukee,| Me 


® * * 








lier, for a loss of approximately 21 
ong were: 
Chevrolet, 879; Rambler, 485; Ford, 
446; Oldsmobile, 333; Dodge, 300; 
Pontiac, 253; Falcon, 205; Buick, 
Studebaker, 63; Chrysler, 52; Cor- 


6, and miscel- 


During the first seven months of 


Woodbury County (Sioux City), Ia., 


New-car registrations by make 'was indicated by August figures! compared with 4,808 a month ear- 





W. E. BLACK, PRESIDENT AND 
, MAN. 
AGER, of Oden Chevrolet, Inc. 


A NATIONAL ACCOU syYs- 
Tem keeps this auto dealer’ s 
record current... efficient. 


AUTOMOBILE DEALERS are ‘ens F oaay 
with unprecedented paperwork problems. 


reury, 
Renault, 19; Chrysler, 15; Volvo, 









“Our Calional Accounting System 
saves us 8,400 a year... 


returns 49% annually on investment.” 


—QOden Chevrolet, Inc., Albuquerque, New Mexico 


“Over the past six years automobile 
dealers like us have been faced with 
unprecedented papernors problems. 
To cope with a thorough accounting of 
all car sales and services—including 
detailed installment purchases— has 
become a monumental task,” writes W. 
E. Black, President of Oden Chevrolet. 
“‘We have cut-down this burden re- 
markably by installing a National Ac- 
counting System. 

“Our National System is quicker, 
more accurate, and far more econom- 
ical to use than our old method. Today, 
we tan examine sales summaries daily, 
which is important because it keeps our 
records on an efficient, current basis. 


We can also be sure these records are 
correct! You see, our Nationals totalize 
automatically. What’s more, our Na- 
tional System has reduced payroll 
expenses despite rising accounting de- 
man 

“Our National Accounting System 
has modernized our entire accounting 
operation more than we imagined pos- 
sible. As concrete proof, let me point 
out that it saves us $8400 a year... re- 
turns 49% annually on investment.” 


ZS ocl 


President, Oden Chevrolet, Inc. 


THE NATIONAL CASH REGISTER COMPANY, payton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES * 76 YEARS OF HELPING BUSINESS SAVE MONEY 


Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly through savings, 
then continue to return a regular yearly 
profit. National’s world-wide service or- 
ganization will protect this profit. Ask 
=f ve = — oe 
Plan. (See the yellow pages o, > 


your phone book.) 

















8; Austin-Healey, 7; Hillman, 7; 
Triumph, 6; Taunus,.6; Goggomo- 
bil, 5; Lincoln, 5; English Ford, 4; 
MG, 4; Morris, 3; Opel, 3; Sunbeam, 
3; Vauxhall, 3; DeSoto, 2; Imperial, 
2; Mercedes-Benz, 2; Simca, 2; 
Vespa, 2, and miscellaneous, 9. 

New-truck sales for the first 
seven months were 1,881, compared 
with 1,920 in the 1959. period. The 
309 in July were divided as follows: 

Chevrolet, 132; Ford, 64; Willys, 
27; Dodge, 19; GMC, 18; Interna- 
tional, 18; Volkswagen, 4; White, 3; 
Autocar, 1; Kenworth, 1; Mack, 1; 
Studebaker, 1, and miscellaneous, 
20. 

—Ira ALEXANDER 
* * * 
Indianapolis 

July saw new-car registrations 
jump to 3,461 in Indianapolis from 

the 3,028 a month earlier, In 1959, 
however, the July count was 3,576. 

By makes, registrations were: 

Chevrolet, 841; Ford, 439; 
301; Falcon, 237; Oldsmobile, 227; : 
Pontiac, 226; Rambler, 191; Plym- 
outh, 147; Buick, 128; Corvair, 127; 
Valiant, 114; Mercury, 102; Stude- 
baker, 62; Volkswagen, 61; Comet, 
58; Cadillac, 55; Chrysler, 17; Re- 
nault, 15; Austin-Healey, 11, and 
Triumph, 10, 

Imperial, 9; Mercedes-Benz, 7; 
English Ford, 6; Lincoln, 6; Met- 
ropolitan, 6; Simca, 6; Volvo, 6; 
Fiat, 5; Hillman, 5; DeSoto, 4; 
MG, 4; Jaguar, 3; Opel, 3; NSU, 
3; DKW, 2; Lancia, 2; Moretti, 
2; Porsche, 2; Superba, 2; Vespa, 
2; Willys, 2, and miscellaneous, 5. 

New-truck registrations totalled 
341, compared with 420 a month 
earlier and 392 a year earlier. 

By makes, registrations were: 
Chevrolet, 117; Ford, 81; Interna- 
tional, 59; Dodge, 34; GMC, 17; 
Studebaker, 12; Volkswagen, 8; 

Mack, 7; Willys, 3; Diamond T, 2, 
and miscellaneous, 1. 
—C. L. Kern 
* * a 


Washington, D. C. 


New-car sales in the National 
Capital area totalled 1,773 in July, 
compared with 2,463 in June and 
2,141 in July a year ago. 

By makes, registrations were: 
Chevrolet, 381; Ford, 161; Rambler, 
127; Falcon, 103; Dodge, 102; Val- 
iant, 98; Oldsmobile, 96; Pontiac, 
94; Plymouth, 85; Corvair, 84; 
Renault, 57; Cadillac, 55; Buick, 
39; Volkswagen, 38; Comet, 32; 
Mercury, 29; Chrysler, 29; Austin, 
15, and Fiat, 15. 

Mercedes-Benz, 11; English Ford, 
10; Peugeot, 10; Studebaker, 10; 
Morris, 8; Simca, 8; Triumph, 8; 
Lincoln, 7; Volvo, 7; DeSoto, 6; 
Hillman, 6; Opel, 6; MG, 4; Vaux- 
hall, 4; Alfa Romeo, 3; Imperial, 3; 
Jaguar, 3; Metropolitan, 3; Sun- 
beam, 3; DKW, 2, and miscellane- 
ous, 11, 

New-truck registrations amount- 
ed to 155, compared with 190 in 
June and 213 in July a year ago. 
By makes, they were: Chevrolet, 
53; Ford, 39; GMC, 17; Internation- 
al, 16; Dodge, 6; Divco, 4; Willys, 
2; Mack, 1, and miscellaneous, 16. 
laneous, 16. 

—WILLIAM ULLMAN 
* * * 


Akron 

New-car sales in Akron totalled 
2,367 in July, compared with 2,419 
a@ year earlier. 

By makes, registrations were: 
Chevrolet, 636; Ford, 476; Dodge, 
243; Rambler, 183; Valiant, 143; 
Pontiac, 107; Oldsmobile, 80; Comet, 
81; Buick, 77; Mercury, 68; Plym- 
outh, 67; Chrysler, 37; Cadillac, 32; 
Studebaker, 22; Volkswagen, 17; 
English Ford, 13; DeSoto, 6; Metro- 
politan, 6; Opel, 6; Simca, 6; 
Austin-Healey, 5; Fiat, 5; Hillman, 
5; Renault, 5; Volvo, 5; Lincoln, 4; 
Morris, 4; Triumph, 4; Willys, 4; 
MG, 3; Alfa Romeo, 2; Imperial, 
2; Mercedes-Benz, 2; Saab, 2; Vaux- 
hall, 2; Vespa, 2, and miscellan- 
eous, 5. 

New-truck registrations number- 
ed 160 in July, compared with 172 
in July, 1959. By makes, they were: 
Chevrolet, 43; GMC, 36; Interna- 
tional, 21; Ford, 19; Dodge, 4; 
White, 4; Reo, 3; Volkswagen, 3; 
Divco, 2; Mack, 2; Autocar, 1, and 
miscellaneous, 2. 

—Joe Kuebler 
* ae a 


Los Angeles 
Imports staged a mild comeback 
in July in Los Angeles County by 
boosting their volume 15.98 percent 
over the previous month while the 
(Continued on Page 25, Col, 1) 
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Auto Markets wagen, 7%; White, 61; Willys, 20; 


(Continued from Page 24) 


total new-car market was up only 
6.93 percent, from 20,169 to 21,567. 

According to figures compiled by 
Donnelley’s Motor Recorder of Cal- 
ifornia, import volume jumped to 
2,547 from 2,196. 

Compact cars, while increasing 
volume 7.28 percent, from 7,035 to 

7,547, held virtually unchanged in 
penetration, moving from 34.88 
percent to 34.99 percent. 

By makes, July registrations 
were: Chevrolet, 3,580 (including 73 
Corvettes); Ford, 2,728 (including 
655 Thunderbirds); Falcon, 2,189 (if 
Thunderbirds are excluded, Falcon 
outsold the standard Ford by 216 
units); Corvair, 1,878; Rambler, 1,- 
492; Dodge, 1,161; Valiant, 987; Pon- 
tiac, 907; Comet, 768; Oldsmobile, 
763; Volkswagen, 667, and Cadillac, 
614. 

Buick, 505; Plymouth, 487; Re- 
nault, 367; Mercury, 350; Stude- 
baker, 233; Chrysler, 207; Austin- 
Healey, 172; Triumph, 117; Hillman, 
114; Fiat, 105; Volvo, 102; MG, 86; 
Opel, 85; Metropolitan, 84; Simca, 
80; Lincoln, 68; Sunbeam, 63; Mor- 
ris, 60; English Ford, 59; Imperial, 
56; Mercedes-Benz, 53; Peugeot, 47; 
DeSoto, 37, and NSU, 32. 

Jaguar, 28; Austin, 25; Vauxhall, 
24; Porsche, 18; Alfa Romeo, 17; 
BMW, 14; Citroen, 14; Singer, 14; 
Borgward, 13; DKW, 13; Taunus, 
11; Lloyd, 10; Toyopet, 10; Moretti, 
9; Datsun, 5; Lancia, 5; Panhard, 
5; Skorpion, 5; Rolls-Royce, 4; 
Humber, 3; Skoda, 3; Willys, 3; 
Edsel, 2; Fiat-Abarth, 2; Wartburg, 
2, and miscellaneous, 5. 

New-truck registrations totalled 


BMC Chairman 
Hails Success 
Of Firm in Canada 


TORONTO.—Sir Leonard Lord, 
chairman of British Motor Corp., 
said his confidence 12 years ago 
that there was a place for BMC 
products in Canada for a purpose 
quite distinct from that catered to 
by the domestic industry had been 
vindicated. 

On his annual visit to BMC sub- 
Sidiaries here and in the United 
States, Lord said he knew the Ca- 
nadian government was under 
pressure to restrict imports, but 
added: 

“I am confident from their at- 
titude in the past that they appre- 
ciate our importance to the Cana- 
dian economy as a significant 
contribution to the expansion of 
two-way trade between Canada and 
the United Kingdom.” 

It was 12 years ago that BMC, 
with the encouragement of the Ca- 
nadian government decided to ex- 
plore the Canadian market, Lord 
said. 

“We have had our ups and downs 
in this market which offers some of 
the stiffest competition in the 
world, but that is business, I can 
say with some pride that we have 
provided reliable and economical 
motoring for many Canadians.” 

Lord said he had not come to 
discuss the royal commission in- 
quiring into the state of the Cana- 
dian car industry, but he could as- 
sure the Canadian government of 
BMC’s “utmost help.” 


Snow Tire Prices 


Cut by Goodyear 


AKRON. — Goodyear has cut 
prices for its Suburbanite winter 
tire. As an example of the new Su- 
burbanite prices, the 6.70-15 tube 
type will sell for $15.95, with re- 
cappable tire tradein, compared 
with $18.95 last year. 

In the past, Marketing Manager 
Clarence W. Thorp said, motorists 
with a limited amount of tire dol- 
lars to spend often either slid 
through the winter on their regular 
tires or settled for a poor grade of 
winter tires. 

“It is in this market that we see 
a great potential for increased 
sales of quality winter tires and 
the pride dealers can take in offer- 
ing the safety and dependability of 
the Suburbanite,” Thorp said. 



















































3,069 in July, compared with 2,887 | and miscellaneous, 35. 
the previous month. —WiuiaAM CARROLL 


By makes, they were: Chevrolet, 


Jar rar d Buys bered 1,513 in July, compared with 


P -D-V Outlet eee registrations were: 


PENSACOLA, Fla—Wendell . Pl th ; Dodge 
Jarrard, distributor and retailer of ee 61: Ghaamchiie 59: 
Triumph, Renault, Peugeot and C Farge 3 Buick, 40: Volks. 
Borgward, has purchased Park Saat a debak ” 90: Re- 
Plymouth, Inc. (Plymouth-DeSoto-| Wamem, 55; Studebalion, io: 

’ , ’ , 


Jarrard, who also is president of| 7; Lincoln, 4; Imperial, 2; Will 
Jarrard Motors, 913 W. Garden St., 1, and ian oh ; va 
said the management staff of the] New-truck registrations, which 
two companies will be combined. rose to 122 from 105, were shared 

He also said the Park Plymouth| as follows: Ford, 41; Chevrolet, 24;| At Pierce Arrow Rally— 
stock and facilities are being| International, 22; GMC, 6; Mack,| Members of the Pierce Arrow Society of America pose with some of their cars at 
moved from 1003 Navy Blvd. to hig|}6; Volkswagen, 6; Autocar, 4;| their third annual meeting in South Bend, with Studebaker-Packard as host. The motor- 
import headquarters on W. Garden. | Dodge, 3; White, 2; Willys, 2; Dia-| cade of 20 cars passed S-P buildings where Pierce Arrow parts were once made, 
Jarrard is a director of the Na-|mond T, 1; Divco, 1; Reo, 1, and| then paraded to the Homer Fitterling Auto Museum and the S-P proving grounds for 
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1,213; Ford, 1,031; International, 
224; GMC, 178; Dodge, 111; Volks- 


FWD, 11; English Ford, 9; Reo, 9; 
Renault, 8; Peterbilt, 7; Divco, 5; 
Mack, 5; Morris, 5; Datsun, 4 ‘ uto- 
car, 3; Diamond T, 3; Toyopet, 2, 


Providence 


New-car sales in Providence num- 


Ford, 374; Chevrolet, 321; Ram- 


Chrysler, 16; Hillman, 8; DeSoto, 





Independent Automobile | miscellaneous, 3. judging. Dr. Wendel H. Stadle, Battle Creek, Mich., driving a 1914 touring car, won 


Dealers Assn. —Tuomas L. ForBes | the Studebaker-Packard plaque for the best restored car. 





Here's a red-hot 
FIR ASS) 8 
now available for 


the cars you sell 


Lhe Gabriel Load Absorber 


PAT. APPL. FOR 


It’s a fact. The revolutionary new Gabriel Load-Absorber—absolutely the 
hottest accessory item since the car radio and heater—is now available for 
the cars you sell . . . the cars you service. 

Be sure to equip every demonstrator car with a set of Load-Absorbers 
. .. and see if you don’t wind up delivering Load-Absorbers with every 
new car you sell! 

This revolutionary new air-oil device automatically compensates 
for heavier loads . . . delivers an incomparably smooth, safe ride at 
all times, even after the load has been removed. 

Remember, too, that every car you service represents a live pros- 
pect for a Load-Absorber sale. For Gabriel Load-Absorbers help 
any car owner protect his investment . . . by preventing undue 
strain on the rest of the car’s suspension system and by promot- 
ing greater car control and safety under all load and road 
conditions. 

So if you haven’t already gotten the Load-Absorber story 
from your Gabriel jobber, hop to it. Now’s the time to check 
up... stock up... and sell up! 





BSORBERS 
SORBERS 
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Across the Nation ... 


Auto Dealer Changes 


Tidwell Burgess Motor Co. Tom 
Bush Motor will continue to handle 
Rambler and GMC at 1511 S. Canal. 


Adds Saab and Volvo 


DEARBORN.—The Detroit area 
has a new Saab-Volvo dealer— 
Dearborn Imported Cars, Inc., 
13840 W. Warren, The dealership 
also handles Triumph, Borgward 
— Sam Goldfarb is presi- 
en 




























Matt Howell Motors (Dodge-Sim- 
ca), 210 N. Marshall St., and Matt 
Howell Mobile Homes, Kernersville 
and High Point Highways, buying 
the interests of Matt Howell A 
new corporation will operate under 
the name of J. C. Parker—Dodge. 
* * * 
Young Ford Moves 

CHARLOTTE, N. C. — Young 
Ford has moved into new and larg- 
er quarters at Stonewall and Bre- 
vard Sts. The building, containing 
47,000 square feet of floor space is 
located on a 4%-acre site, and the 
property includes a used-car and 
truck shopping center and a body 
and paint department in a separ- 
ate building. Fred C, Young and 
his son, Charles, operate the deal- 
ership. 


* * + 

Lubotsky Heads P-D-V Outlet 

MILWAUKEE. — Lory Lubotsky 
has been elected president of John 
Lubotsky Motor Sales, Inc. (Plym- 
outh- to-Valiant-Simca). He 
succeeds his father, the late John 
Lubotsky. 


* * s 


DeLuca Opens Plymouth Deal 

BEDFORD, O.—De Luca Plym- 

outh-Valiant, Inc., 580 Broadway, 

has been opened by Nick De Luca, 

president. The firm formerly was 

known as Auto-Mile Plymouth, Inc. 
+ 


* * 


Rohla Acquires L-M Deal 
ALBUQUERQUE, N. M. — Vic 


Rohla, formerly general manager, 
has taken over Joe Heaston Lin- 


+ a + 
Machen Buys Ford Outlet 
FORREST CITY, Ark.—Bevie L. 
Machen, formerly of Greenville, 
Miss., and Charleston, S. C., has 
purchased St. Francis Motor Co. 
(Ford). The firm’s name now is 
Machen Ford Co, ae 
+ 


Earehart Rambler Expands 
BECKLEY, W. Va.—Earehart 
Rambler Co., 316 8, Fayette St., has 
opened its second location at 661 
Valley Dr. C. H. Earehart sr. is 
president and ©, H. Earehart jr., 
is general manager. 
* * + 
Semmes Ford in New Home 
DECATUR, Ala.— Semmes Ford, 
Inc., has opened its new $150,000 
building on Highway 31. The build- 
ing has 17,500 square feet of space. 
Tidwell Semmes is president. 
* + * 
Bush Sells Chrysler Outlet 


CARLSBAD, N. M.—Gilen Tid- 
well and Bob Burgess have pur- 
chased the Chrysler-Plymouth deal- 
ership operated by Tom Bush 
Motor Co. at 1117 S. Canal. The 
firm, which also handles Imperial 
and Valiant, hag been renamed 


ee 
(YX X) 
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for Children 


Air-Conditioned Rooms 


Television and Radio 
Convenient Parking 
WOodward 3-7100 
Jerry Moore, gen. mgr. 

> aoe e 
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N.W., from Joe Heaston, who will 
continue with the firm in an ad- 
visory capacity. The dealership’s 
name has been changed to Heaston 
Rohla Motors, Inc. 

- * * 


Beard Takes On Superba 


PEORIA, Ill—Beard Motor Co., 
4225 S.W. Adams, has been ap- 
pointed Central Illinois distributor 
and Peoria dealer for Checker Mo- 
tors Corp.’s Superba auto. Paul 
Beard is the head of the firm. 


+ * * 


Belen Rambler Opens 


BELEN, N, M—Belen Rambler 
has been opened by co-owners John 
R. Garrison and Mike Spivey in 
quarters at 321 N. Main St. former- 
ly occupied by Barnett Auto Sup- 
ply Co. Garrison also operates the 
DeSoto-Plymouth outlet here. 
* * 





“TI said drive in for an estimate 
—in the service entrance!!” 


Checker Signs Ennis Motors 


MILWAUKEE.—Checker Motors 
Corp. has appointed Ennis Motors, 





rolet Co. from George Oragin, who 
has announced he will devote all 


Inc., 2520 W.. Forest Home Ave.,|°f his time to his dealership in 
Wisconsin distributor. The firm is| 1 Paso, Tex. 
headed by Arthur F. Ennis sr. Pe Pca 
ah. Mahoning Switches 
Gillett Buys Chevy Outlet YOUNGSTOWN, O. — Mahoning 
ANTHONY, N. M.—Sam B, Gil-| Motor Co. has dropped Studebaker 


coln-Mercury, 1318 Fourth St.,' lett jr. has purchased Cragin Chev-' and now is handling Chrysler, Im-'Easton, Md. 
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and The News. 


“1960 Consumer Analysis 
Sources: Sales Manager Survey of Buying Power, May 1960, 





40,300 automobile buyers in 1960* 


This is a conservative estimate. Year in and year out, sales 
records of the Indianapolis Auto Trade Association prove that 
many more automobiles are actually sold during the year than 
people are able to predict in January . . . anywhere from 33% 
to 84% more. Impulse buying cannot be forecast . . . but you 
can influence potential automobile-buyers through The Star 

























perial, Plymouth and Valiant. It 
will continue to carry Renault. The 
dealership has moved to 1067 Wick 
Ave. Robert H. Sweeney is presi- 
dent. 


VW Firm in New Hands 

ROCKFORD, Ill.—Ted Ilseman 
has taken over Chuck Thiel Auto 
Sales (Volkswagen), 3700 E. State 
St. and renamed it Park Motor 
Imports. He formerly owned Park 
Motors, Loves Park, Ill. 


Arabella Names 
5 Eastern Deals 


NEW YORK.—Five new dealers 
in four states have been appointed 
by Arabella Motors, Inc. New 
York, East Coast regional importer 
and distributor of Arabella automo- 
biles. They are: 

Foreign Cars of Butler, Inc., 340 
S. Main St., Butler, Pa.; Evans City 
Motors, Jefferson and Jackson Sts., 
Evans City, Pa.; Walt’s Car Ex- 
change, 20083 Washington St, 
Jamestown, N. Y.; Markham Mo- 
tors, Ltd., 63-65 Mine Brook Rd., 
Bernardsville, N. J., and Peery In- 
dustries, Inc., U.S. Highway 50, 
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1960 Consumer Analysis, latest Audit Bureau of Circulation Certified Report. 
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By Jim Moffatt 
Staff Correspondent 


DAYTON.—The man whose word 
is law at the oldest Oldsmobile 
franchise in the United States can 
be excused if he’s found indulging 
in nostalgia these 
days. 

Dick Swartsel, 
president of Cen- 
tral Motor Sales 
Co., has good rea- 
son to be reflec- 
tive because on 
Aug. 18 he found 
himself with two 
reasons to cele- 
brate. On that 
day, he celebrat- 
ed his 58th birth- 


RASSE 





Dick Swartsel 
day and signed a five-year renewal 
B+» contract with representatives of 
ko General Motors. 
> The dealership was organized 
7 here in 1909 and, until 1912, it sold 

’ Cadillac. 


<“<S YH ona 


“Tatroduction of the 1961 mod- 
els will mark our 50th consecu- 
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For Those Who Will Work .. . 


Ohioan Sees Bright Future 


tive year with Oldsmobile,” 
Swartsel, who has been with Cen- 
tral Motors for 38 years, told 
Automotive News as he leaned 
back in the chair behind his desk. 

Taking a long draw on a cigar, 
he added: 

“We've had a pleasant relation- 
ship with Olds—I think the conti- 
nuity would pretty well speak for 
that. We’ve resolved our small dis- 


Dealers Plan to Organize 
In Butler County, O. 

HAMILTON, O.—Plans to organ- 
ize a Butler County Automobile 
Dealers Assn. were announced 
after a meeting of new-car dealers 
in Hamilton and Middletown. 

The proposed county organiza- 
tion follows suggestions made by 
the Ohio Automobile Dealers Assn. 
Next meeting of the proposed 
group will be Sept. 8 in Middle- 
town. 


POPULATION... 


In 10 years time, metropolitan Indianapolis 
population has increased 23.8%, to an all- 
time high of 689,100. As the nucleus of a high- 


INCOME... 


agreements in the due course of 
business.” 


Does Swartsel plan to build an 
advertising campaign around the 
50-years-with-Olds theme? 

“I will, if there’s anything left 
in the deals we’re making now,” 
he replied. “You know what this 
market is—it’s rugged as hell. 
I’m hopeful that somewhere along 
the line there will be someone 
who can prevail upon these deal- 
ers to lift this business up to its 
rightful stature. 

“It’s a good business, a fine busi- 
ness to be in, but the dealers them- 
selves have downgraded it through 

the bad apples in the barrel. The 
public is so confused by the phony 
advertising that they don’t know 
which way is up.” 

What, Swartsel was asked, can 
be done to turn the “bad apples” 
into “good apples?” 

“Well, I don’t know,” he said. “It’s 
a thing that will have to be worked 
out on an institutional basis. The 
National Automobile Dealers Assn. 


INDIANAPOLIS 
IS RACING AHEAD! 








Buick Caravan Arrives at Scout Jamboree— 


Organized confusion, with the accent on organized, was the scene at the National 
Scouting Jamboree as more than 56,000 youths arrived at the 2,000-acre campsite 
near Colorado Springs. Here are the Tall Pine Council Scouts and Explorers from 
Genesee, Lapeer and Shiawassee Counties, Mich., unloading equipment from their 
caravan of 60 air-conditioned automobiles provided by Buick for the 3,400-mile 


round trip. 





is trying its best to correct the sit- 
uation. There’s always a few guys 
in any type of business who try to 
bring down everyone else. 

“I think it’s a question of the 





income, 45-county trading area serving over 
two. million people, Indianapolis offers you 
tremendous automobile sales potentials. 





















YOU'RE IN...IN INDIANA WITH 


The $6,962 annual effective buying income 
per family in metropolitan Indianapolis is 
9% above the national average. Income is 
high because employment is steady. This is 


IN AUTOMOBILE 


Annual Automotive Store Sales in metropoli- 
tan Indianapolis alone total more than 158 
Million dollars, a 42.6% increase from 1948 
to 1958 according to the latest Census of 
Business Retail-Trade. In fact, Automotive 
Store Sales in metropolitan Indianapolis are 
31.1% above the national average. 

Hoosiers are automobile-minded. Enthu- 
siasm for the international 500-Mile Race 
classic, proving ground for the industry, is 
fantastic! 

And, practically every family owns an 


only part of the Indianapolis income story. 
You are actually in a 4 Billion dollar, central 
Indiana market, unsurpassed in diversifica- 
tion and balance of industry and agriculture. 


SALES... 


automobile; nearly one-third of the families 
have two or more automobiles. 

You’.Lt SELL More AUTOMOBILES IN ONE 
oF AMERICA’s RicHEST MARKETs through 
The Star and The News, Indiana’s two 
largest newspapers. Keeping pace with the 
market growth, they offer you saturation 
coverage, unmatched by any other media! 
Advertising gets 52.8% family coverage of 
the 45-county trading area, reaches a total 
of 372,819 families every week-day, 328,022 
families through The Star on Sundays. 


The Indianapolis Star 


Morning & Sunday 


The Indianapolis News 


KELLY-SMITH COMPANY NATIONAL REPRESENTATIVES 





dealers themselves not being able 
to sit down to discuss their com- 
mon problems and how to pro- 
mote the good fundamentals of 
business.” 


Swartsel was asked whether the 
automotive business offers young 
men opportunity and the feeling 
that they are working in a “pres- 
tige” profession. 


Swartse] thought for a moment, 
then replied that there is oppor- 
tunity aplenty for men who are 
— to roll up their sleeves and 
work. 


“There are certainly golden op- 
portunities in the automotive field, 
both in the service end of the busi- 
ness and in the sales end, but it 
seems to me, like everything else 
today, it’s a matter of whether 
somebody wants to really get in 
there and work,” said Swartsel, 
adding: 

“It isn’t going to be Russia 
beating us in an arms race. 
Americans want to work a four- 
day, 20-hour week, with three 
hours off for a coffee break. My 
grandson’s crabbing because he 
has to walk to school. 

“I think that’s the fundamental 
thing that has to be recognized in 
this. What the hell, they have a 
Boston transit strike because a guy 
doesn’t work two minutes over- 

time. 


“Those are some of our common 
problems. If they make up their 
minds they want to really get in 
there and work, it’s a fine setup.” 

Swartsel said he thinks that in 
the future auto dealerships will find 
that their biggest headaches center 
in the service departments. 


“Who the hell is going to serv- 
ice all this rolling stock the way 
America works today?” he asked. 
“It’s a hell of a problem to in- 
terest young people in being auto- 
mobile technicians. 

“We used to call them grease 
monkeys, but that’s what they are, 
technicians, what with all these 
new gimmicks like power steering 
that are on the automobiles today. 
You can’t fix them with a hammer 
and wrench anymore. 

“Training and attracting person- 
nel for servicing cars is our biggest 
problem today. It certainly is a 
wonderful field for young people, 
but they’re going to have to work. 
But nobody seems to want to do 
any.” 


WESTERN WRECKERS 


For All Vehicles——WILLYS © FORD 


@ 3 Ton Models Available from 


Retelts FON .--.ccrceeeeen on $350” 


STATE & LOCAL DEALER INQUIRIES 
TAXES EXTRA INVITED 


WESTERN WRECKER DIV., Dept. AN-9-12 
DOUGLAS MOTORS CORP. 
1234 N. 62nd St., Milwavkee, Wis. 
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Developing each new generation of the Ford Family of Fine Cars 
is a complicated process. It requires years of preparation and 
involves the skills and initiative of many people in many areas of 
Ford Motor Company. Major operations such as research, engi- 
neering and styling are continually engaged in developing ideas for 
the future, with each group working in its own specialized field. 


To coordinate the work of these specialists in building up a 
complete car line program for management’s critical evaluation 
is the job of Product Planning. 


Beginning their work 2 to 3 years in advance of production 
schedules, product planning groups within each vehicle division 
submit a recommended program to management. This proposal is 
a statement of the Division’s specific plans and objectives and 
provides a basic blueprint for detailed product development. 


Months of constructive study and evaluation follow this initial 
recommendation. Working closely with representatives of the 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford e Faicon ¢ Thunderbird e Comet « Mercury e Lincoln e 
Lincoln Continental e¢ English Ford Line e Taunus e« 

Ford Trucks « Farm and industrial Tractors and Equipment e 
industrial Engines ¢ Aeronutronic—Products for the Space Age « 
American Road insurance Company « Ford Motor Credit Company 


FORD FAMILY OF FINE CARS CLEARINGHOUSE 
NO. 204 OF A SERIES 


... DISTILLERS OF A THOUSAND IDEAS 


sales and engineering organizations, product planners consider 
and evaluate the tremendous number of interrelated factors that 
comprise ‘“‘the Product Plan.” How many series, body styles, 
models, engine and transmission combinations should be offered; 
these and hundreds of other questions must be answered—all 
weighed against cost and investment factors. 


In their dual role of program initiators and coordinators of 
development activities, our product planners reach into every 
quarter and corner of the Company and beyond for new ideas and 
solutions to problems. One area of study, for example, is consumer 
research reports. These are examined closely in the planning 
operation. The Dealer Council is another way of obtaining public 
opinion together with product ideas. 


Looking ahead . . . working ahead—this is Ford Motor Com- 
pany’s way of being first with the finest for you and your cus- 
tomers. This is product planning. 


The American Road, 
Dearborn, Michigan 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"58°59 
Oct. Nov. 


Sept. 


Prices marked with an asterisk 


indicate a unit equipped with an 
automatic transmission or over- 


drive, and (p:) indicates power 
steering. 

* + + 

ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Aug. 
29. 1957 models got a kick in the pants at 
our auction here today, Other models held 
their price. Clean grade A cars sold just as 
high as ever. Rough, repaints and fix-over 
units are not wanted even by the junkies. 
Sold 120 cars from 167 consignments. 
BUICK—’59 LeSabre 2-dr., $1,700*. 

’58 Special conv., $1,300* (ps). 

'5S7 Super 2-dr. Riviera, $860* (ps). 

’56 Century 4-dr., $590*; 2-dr. Riviera, 

*; Special 4-dr., $525, $400*; 2-dr. 
Riviera, $430*. 

'55 Special 2-dr. Riviera, $450*; RM 4- 

dr., $210* (ps). 

'54 Special conv., $212. 


CADILLAC—’'60 (62) 2-dr. 
ps). 
Special 4-dr. hardtop, $2,800° 


hardtop, $4,- 


(ps). 

56 (62) Coupe de Ville, $1,300* (ps). 
VROLET—’60 Corvair (6) 2-dr., $1,- 
400°. 

’59 Brookwood (8) 4-dr., $1,510; Bel Air 
(6) 4-dr., $1,440*; Bel Air (8) 4-dr., 
$1,400°. 

’658 Corvette (8) conv., $2,200*; Bel Air 
(8) 4-dr., $1,375*; Two-ten (6) 4-dr., 


$1,275. 

’S7 Bel Air (8) sport coupe, $1,100*; 
Two-ten (8) 4-dr., $1,000*. 

°56 Bel Air (8) 4-dr., $775* (ps), $570°*; 
Two-ten (6) 2-dr., $725 sport 
sedan, $590*; 4-dr., $525*. 

*55 Bel Air (6) sport coupe, $600*; 4-dr., 
$420*; 2-dr., $370*, $100; Bel Air (8) 
4-dr., $530*; 2-dr., $400*; Two-ten 
(6) 2-dr., $400; station wagon 4-dr., 
$475*, $380°, $350; station wagon 2- 
dr., $450*; 4-dr., $460; Two-ten (8) 
4-dr., $430°. 

54 Bel Air 4-dr., $240, $190*%; 2-dr., 
$200°*. 

CHRYSLER — '55 Windsor 2-dr. hardtop, 
$475* (ps); NY 2-dr. hardtop, $425*. 


DeSOTO—'53 Fireflite 2-dr. hardtop, $270° 


, ’ 


(ps). 
DODGE — '55 Coronet (8) 2-dr., $430*, 
$320*; Custom Royal (8) 2-dr. hard- 
. 


top, $300*. 
FORD—'60 Ranch Wagon (6) 4-dr., $1,- 
700; Falcon (6) 2-dr., $1,590*. 

’59 Ranch Wagon (8) 2-dr., $1,550; Fair- 
lane (8) 2-dr., $1,194". 

‘S58 Fairlane (8) 2-dr., $750*. 

’S7 Country Sedan (8) 4-dr., $805*; Cus- 
tom (8) 4-dr., $470*, $425. 

'56 Country Sedan (8) 4-dr., $750, $535* 
(ps); Fairlane (8) 2-dr. Victoria, 
$600*; conv., $580*; 4-dr., $475*; Cus- 
tom (8) 4-dr., $430°, $335°. 

°65 Country Sedan (8) 4-dr., $550; Ranch 
Wagon (8) 2-dr., $510, $200*; Fair- 
lane (8) conv., $440*°; 2-dr., $290; Cus- 
tom (8) 4-dr., , 

*54 Custom (8) 4-dr., $300* (ps), $250*. 

LINCOLN—’'57 Premiere 2-dr. hardtop, $1,- 
275* (ps). 

MERCURY — $750° 
(ps). 

56 Custom station wagon, $540*. 

"55 Monterey 4-dr., $385* (ps). 

"54 Monterey 2-dr. hardtop, $230*, $170°; 


‘S57 Monterey - 2-dr., 


2-dr., $190. 
OLDSMOBILE —'58 (88) 2-dr., $1,310* 
(ps) 


"ST (88) 4-dr., $1,010*, $875°*. 
"56 (98) 4-dr., $890° (ps); (88) 4-dr., 
$550*: 2-dr. Holiday, $520*. 
PLYMOUTH—'59 Fury (8) 4-dr., $1,200* 
(ps). 


‘58 Savoy (6) 4-dr., $850. 

'S7 Plaza (6) 4-dr., $300*. 

"55 Belvedere (6) 2-dr., $550; 4-dr., 
$280*; Belvedere (8) 2-dr. hardtop, 
$270*; Plaza (6) 2-dr., $390; 4-dr., 
$150; Bavoy (8) 2-dr., $375, $320; 
Savoy (6) 4-dr., $120. 

°S4 Belvedere 2-dr., $250; Plaza Subur- 
ban 2-dr., $200*; Savoy 4-dr., $160*; 
2-dr., $120, 

PONTIAC—'57 Star Chief conv., $1,200* 
(ps). 

‘56 Star Chief 2-dr. Catalina, $535°, 
$510*. 

‘65 Chieftain 2-dr., $185*. 

RAMBLER—’'56 Custom 4-dr., $460*. 
54 Custom 4-dr., $280°; Super 4-dr., 


$185. 
STUDEBAKER-—'55 Champion (6) station 
$400; Commander (8) 4-dr., 


pickup, $1,150. 

"58 Chevrolet %-ton pickup, $765. 

‘55 GMC %-ton pickup, $400; Ford %- 
ton pickup, $320. 

"650 Willys Jeepster conv., $125. 

‘27 Reo Flying Cloud 4-dr., $180. 


FLINT 


Fiint Auto Auction. Sale every Wednes- 
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"58°60 
June 


"60 "59 °60 "59 Goan 


"68 "59 ’60 "59 Asan 


Dee. Jan. Feb. 


Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and '5is dropped in December, 1958. 


Figures alongside bars represent dollars. 





$1,365*, $1,305* (ps); 4-dr., $1,150* 
(ps); 2-dr. Riviera, $1,365* (ps); Cen- 
tury 4-dr. Riviera, $1,350* (ps). 

’57 Century 4-dr. Riviera, $1,160* (ps), 
$840° (ps); 4-dr., $875* (ps); Special 
4-dr. Riviera, $910* (ps); 4-dr., $855*; 
2-dr. Riviera, $805* 


day. Prices are for sale of Aug. 31. Sold 
200 cars from 338 consignments. 

BUICK—’60 LeSabre 4-dr. hardtop, $2,660* 

(ps), $2,630° (ps); 2-dr., $2,570* (ps). 

'59 Electra 225 4-dr. hardtop, $2,260*; 

LeSabre Estate Wagon 4-dr., $2,140* 

ps); 2-dr. hardtop, $2,075* (ps); 4-dr. 


hardtop, $2,060* (ps), $1,960* (ps); "56 Special Estate Wagon 4-dr., $625* 

4-dr., $1,950* (ps); conv., $2,025* (ps); 4-dr. Riviera, $560*, $500* (ps), 

(ps); Invicta 4-dr. hardtop, $2,015. $325* (ps); RM 4-dr, Riviera, $570* 
Riviera, $1,390* (ps), (ps). 


‘58 Special 4-dr. 





$1,605. 

"59 Impala (8) conv., $1,870* (ps), $1,- 
830°, $1,800* (ps); 4-dr. hardtop, $1,- 
735° (ps); Impala (6) 2-dr. hardtop, 
$1,690* (ps), $1,575*, $1,530* (ps); 
Bel Air (8) 4-dr., $1,600* (ps), $1,- 
570°; 2-dr., $1,510*, $1,425; Bel Air 
(6) 2-dr., $1,350°; Brookwood (6) 
on’ $1,575; Biscayne (6) 4-dr., $1,- 


58 Yeoman (8) 4-dr., $1,300*; Bel Air 
(8) 2-dr., $1,275*, $1,210*; Impala (8) 
conv., $1,265* (ps); Brookwood (8) 
4-dr., $1,185* (ps), $1,100; Biscayne 
(6) 4-dr., $1,130, $1,115, $1,050*; Bis- 
= (8) 2-dr., $1,070; Delray (6) 

-dr., 


$910, $900. 
‘57 Bel Air (8) 2-dr. hardtop, $890*; 
4-dr., $885*; Two-ten (6) 2-dr., $800, 
eees 4-dr., $720*; One-fifty (6) 2-dr., 


‘56 Bel Air (8) 2-dr. hardtop, $780*, 
$690* (ps); 4-dr. hardtop, $455*; Bel 
Air (6) 2-dr., $650; 4-dr., $555*, $400°; 
Two-ten (6) station wagon 4-dr., $640; 
4-dr., $300*; Two-ten (8) station wag- 
on 4-dr., $470°; 2-dr., $340. 

’55 Bel Air (6) 4-dr., $490*; Bel Air (8) 
2-dr., $350*; Two-ten (6) 4-dr., $500, 
$325; 2-dr., $280; Two-ten (8) 2-dr., 


$305*. 
’54 Bel Air 4-dr., $320. 
’53 Bel Air 4-dr., $130. 
CHRYSLER—’59 Saratoga 4-dr. 
$1,990* (ps). 
*57 Saratoga 2-dr. hardtop, $925* (ps). 
DeSOTO — '57 Firedome 4-dr, hardtop, 
$750*; 2-dr. hardtop, $675. 
’55 Firedome 4-dr., $325* (ps). 


DODGE—’59 Coronet (8) 2-dr., $1,135. 

"57 Coronet (8) 4-dr., $675*; 2-dr. hard- 

top, $405*. 

’56 Coronet (8) 2-dr. hardtop, $175*. 
EDSEL—’58 Pacer 2-dr., $465*. 
FORD—’'60 Thunderbird (8) 2-dr. hardtop, 

$3,235* (ps); Galaxie (8) 4-dr., $2,- 
115* (ps); conv., §$2,060*; Galaxie 
(6) Starliner, $1,930*; Fairlane (8) 
4-dr., $1,805; Falcon (6) 4-dr., $1,- 


615. 
"59 Thunderbird (8) conv., $2,615*; Gal- 
(Continued on Page 31, Col. 1) 


= hardtop, 
"58 '°6O 
duly 


"58 4°60 "58 °60 
Aug. Sept. 
to Date 
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‘55 Special 2-dr. Riviera, $465*, $370*; 
2-dr., $345*, $210; 4-dr. Riviera, $430*; 
4-dr., $305* (ps). 

"54 Special 4-dr., $160. 
CADILLAC—’59 (62) conv., $3,600* (ps). 
"55 (62) Coupe de Ville, $1,055* (ps). 

53 (62) 4-dr., $335* (ps). 

"51 (62) conv., $150*. 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,300* (ps), $1,900* (ps); Impala 
(6) 2-dr., $2,150; Biscayne (6) 2-dr., 








ALABAMA MICHIGAN 
JOHNSON AUTO cee 
AUCTIONS DETROIT'S : 


Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just ', mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So, Santa Go, LBticten, Colorado 


Phone: SU 1-782 ny pt CO 
SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 


ROMER DEMETRIOS SETLIST ESL NANETTE, 
STATE FAIR AUTO AUCTION 
19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 
TWO SALES WEEKLY 
Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C. Simpson, Pres — Sam Goodman, Mgr. 








CONNECTICUT 











L UC A D, the Dealers’ Directory 
to Leading Auto Auctions. 


NEW ENGLAND'S OLDEST 


AND BEST 
Dealers Auto Exchange in our |4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





NEW JERSEY 








Minutes from New York City 
U 


\ 
AUTO AUCTION 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


ly @) 
fi. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars -— 


ed. Thur., 12 noon. Established 194 
EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


AUCTION INSURANCE AGENCY, 


Crossroads 


. » » Where they meet... 


buyers and sellers . . . new and 


used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
Fc a RRR RRS F(t RUN 
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AUCTION 
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N-A-D-E 
SMa SV 


NATIONAL AUTO 
DEALERS EXCHANGE 


af} 30 A M 







Manheim Auto Auction's 


big IS 


Anniversary Sale 


In appreciation of your patronage, Man- 
heim Auto Auction celebrates its I5TH 
ANNIVERSARY by giving away $15,000 
in prizes and free chicken barbecues! 
Two-day Sale—September 13 and 16! 


I" Prize 


A GLORIOUS 
WEEK END 
FORTWO ~* 
ATMONTE _@ 
CARLO iy 
PLUS $300 
IN CASH 





NEW YORK 
TROY—Troy Auto Auction, ‘Inc., Box 
460, RD 4. Insured checks & titles. 


Every Thurs. 12:30. 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 


Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Eve 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 
















NORTH CAROLINA 








RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 






@ MANY OTHER CASH PRIZES 
@ ALL PRIZES AWARDED BY DRAWINGS 





Cash prizes to ers of s 
with “Lucky 15" a aumbere. 


lonnatvente Dutch country tour 
fer wives. 


FREE 
FREE 


FREE serine by aay oot sce 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


Manheim Auto 


Auction, Inc. 
On Route 72, Manheim, Pa. 
Mohawk 5-2401 


North-East-South-West 
Automotive News' 


Used-Car Auction Direc- 
es the sale day and time 
Auto Auctions EVERY 


“Lead 

tery” 
top 

WEEK, 
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COMET—’'60 Comet (6) 2-dr., $1,945*. 


EDSEL—’58 Corsair (8) 4-dr. 
FORD—’'60 Falcon (6) 2-dr., $1,655*, $1,- 
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Used-Car Auction Prices 





(Continued from Page 30) 


axie (8) 4-dr. Victoria, $1,780*; Coun- 
try Sedan (6) 4-dr., $1,715, $1,470; 
Fairlane 500 (8) 4-dr., $1,560* (ps); 
Ranch Wagon (8) 4-dr., $1,525*; Cus- 
tom 300 (8) 2-dr., $1,330*, $1,310*. 

’58 Fairlane 500 (8) conv., $1,100; Coun- 
try Sedan (8) 4-dr., $1,100*; Custom 
300 (8) 2-dr., $905. 

‘57 Fairlane 500 (8) 4-dr., $870, $650*; 
Fairlane (8) conv., $825*; Country 
Sedan (8) 4-dr., $720. 

‘56 Fairlane (8) 2-dr. Victoria, $665*, 
$565*, $500*; Custom (8) 4-dr., $425*; 
2-dr., $320; Custom (6) 4-dr., $265. 

"65 Country Sedan (8) 4-dr., $450*; 
Custom (6) 4-dr., $320; Custom (8) 
2-dr., $185, $165. 

54 Ranch Wagon (8) 2-dr., $175; Crest 
(8) 2-dr. Victoria, $130. 

LINCOLN—’55 Capri conv., $350* (ps). 
MERCURY — ’58 Monterey 2-dr., $980*; 
4-dr., $930*. 

’57 Monterey 4-dr., $450*. 

OLDSMOBILE — '59 (88) 2-dr., $1,715*; 
(88) Super 4-dr., $610* (ps), $580; 


2-dr., $475*. 
"58 (88) Super 2-dr., $265*; (88) 2-dr., 
$205°*. 


PACKARD—’55 Clipper 2-dr., $250* (ps). 
PLYMOUTH—’58 Plaza (8) 4-dr., $650. 
57 Belvedere (8) 4-dr., $615; Savoy (8) 


2-dr., $515*. 
’56 Savoy (8) 4-dr., $365; Suburban (8) 
4-dr., $200. 
PONTIAC — '60 Bonneville 4-dr., $2,865* 


(ps); Ventura 4-dr. Vista, $2,600* 
(ps); Catalina 4-dr., $2,210*. 

59 Bonneville 2-dr. hardtop, $2,265* 
(ps); Catalina 4-dr., $2,030*; Star 
Chief 4-dr., $1,130* (ps), $1,120*. 

’57 Star Chief 4-dr, Catalina, $1,000* 
(ps); Super Chief 4-dr. Catalina, $955*; 
Chieftain 2-dr. Catalina, $700*; 2-dr., 
$550*. 

’56 Star Chief 4-dr., $565* (ps); Chief- 
tain 4-dr., $365*. 

RAMBLER—’60 Super (6) station wagon 
4-dr., $1,420. 

59 Super (6) Cross Country 4-dr., $1,- 
475*, $1,100. 

"58 Custom (6) Cross Country 4-dr., $1,- 
50 


050. 
STUDEBAKER—’55 President conv., $375* 
) 


(ps). 
VALIANT—’'60 Valiant (6) 4-dr., $1,600. 
MISCELLANEOUS—’59 Willys stake, $1,- 
265. 
‘58 Ford (8) %-ton panel, $650. 
56 Ford (8) %-ton pickup, $480. 
’55 Ford (8) %-ton stake, $800. 
'54 Ford (8) %-ton pickup, $320. 
"52 Chevrolet (6) %-ton pickup, $190. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Aug. 31. 
BUICK—’60 LeSabre 2-dr. hardtop, §$2,- 

610* (ps). 

"59 LeSabre conv., $2,180* (ps); 4-dr. 
hardtop, $1,985* (ps); Invicta 4-dr., 
$2,060* (ps). 

’58 Special 4-dr. Riviera, $1,340* (ps). 
’57 Super 4-dr. Riviera, $1,065* (ps); 
Special 2-dr. Riviera, $1,055* (ps). 
"56 Special 2-dr., $325*. 
55 Special 4-dr., $490*; 
Riviera, $275* (ps). 
CADILLAC—'60 (62) conv., $4,500* (ps). 

’58 (62) conv., $2,395* (ps). 

"57 (62) 4-dr., $1,725*. 

’56 (62) Coupe de Ville, $1,100* (ps). 

'55 (62) 2-dr. hardtop, $800* (ps). 
CHEVROLET—’60 Impala (8) conv., $2,- 

350* (ps), $2,325* (ps); Parkwood (8) 
4-dr., $2,305* (ps); Bel Air (8) conv., 
$2,175* (ps); sport coupe, $2,050*; 
Corvair 500 (6) 4-dr., $1,620. 

’59 Impala (8) 4-dr., $1,925*, 2 at $1,- 
875*; sport coupe, $1,855*, $1,710; 
Bel Air (8) 4-dr., $1,800* (ps); sport 
sedan, $1,750* (ps); Bel Air (6) 2- 
dr., $1,370; Parkwood (8) 4-dr., $1,- 
790*; Biscayne (6) 2-dr., $1,315, 

’58 Impala (8) sport coupe, $1,400*; 
Bel Air (8) sport coupe, $1,225* (ps), 
$1,200*, $1,150*; Biscayne (8) 4-dr., 
$960". 

'57 Two-ten (8) sport coupe, $1,050", 
$1,015*. 

°56 Two-ten (8) station wagon, $650*; 
Two-ten (6) 4-dr., $515"; One-fifty 
(6) 2-dr., $370. 

°55 Bel Air (8) 4-dr., $445*, $375; Two- 
ten (6) 4-dr., $350; 2-dr., $330°*. 

CHRYSLER—’57 NY conv., $1,010* (ps). 


Super 2-dr. 


DODGE—’'60 Dart (6) 4-dr., $1,700. 
‘58 Coronet (8) 4-dr., $985*. 
hardtop, 


$870* (ps). 


530. 

"59 Country Sedan (8) 4-dr., $1,975*; 
Galaxie (8) 2-dr. Victoria, $1,875*, 
$1,780* (ps), $1,750* (ps); 2-dr., $1,- 
670*; conv., $1,610*; Fairlane (8) 4- 
dr., $1,355*; Custom 300 (8) 2-dr., 
$1,210. 

‘58 Country Sedan (8) 4-dr. (9 pass.), 
$1,250*; Custom 300 (8) 2-dr., $915, 
$835, $775; Fairlane (6) 4-dr., $680. 

57 Thunderbird (8) conv., $1,935*; 
Country Sedan (8) 4-dr., $935*, $915, 
$910* (ps), $725; Fairlane 500 (8) 
conv., $915*; 4-dr. Victoria, $800*; 4- 
dr., $775*; 2-dr., $710*; Fairlane (8) 
2-dr., $6006*; Country Squire (8) 4- 
dr., $550*; Custom 300 (8) 2-dr., 
$525*; 4-dr., $525*; Ranch Wagon (6) 



































2-dr., $450. 

’56 Fairlane (8) 2-dr., $605*, $550* (ps); 
4-dr., $550* (ps); Custom (6) 4-dr., 
$225. 

’55 Country Sedan (8) 4-dr., $520, $295; 
Fairlane (8) 2-dr., $425; 4-dr., $225°; 
Custom (8) 2-dr., $410, 

’54 Custom (6) 2-dr., $375*. 

MERCURY—’58 Monterey 4-dr., $1,400*, 
$1,150*, $1,100*; 2-dr., $885* (ps); 
standard 4-dr., $810*. 

’56 Custom 2-dr., $305*. 

’55 Custom 2-dr. hardtop, $375*. 

’54 Monterey 4-dr., $125* (ps). 


OLDSMOBILE—'60 (88) 2-dr. Scenic, $2,- 


520° (ps). 

’59 (88) conv., $2,250* (ps). 

’58 (88) 2-dr. Holiday, $1,800*. 

’57 (98) 2-dr. Holiday, $1,125*; (88) 2- 
dr., $865*; conv., $700* (ps). 

"56 (88) 2-dr., $505*. 

"55 (88) 2-dr. Holiday, $490*. 

PACKARD—’56 Clipper 2-dr. hardtop, 
$210°*. 

PLYMOUTH—’59 Fury (8) 4-dr., $1,500* 
(ps); Belvedere (8) 4-dr. hardtop, $1,- 
500* (ps); 4-dr., $1,420*, $1,410*, $1,- 
385* (ps); Savoy (6) 4-dr., $915. 

"58 Belvedere (8) 4-dr., $930* (ps); 
Savoy (6) 4-dr., $755*. 

’57 Belvedere (8) 4-dr. hardtop, $700*; 
Savoy (8) 4-dr., $400*, 

PONTIAC—’60 Catalina sport coupe, §2,- 
475* (ps), 

’59 Star Chief 4-dr., $1,990* (ps). 
’58 Chieftain 4-dr., $930*. 
’55 Star Chief 4-dr., $250°, 

RAMBLER—’59 Super (6) Cross Country, 
$1,650, $1,490; Custom (6) 4-dr., $1,- 
460*; American (6) 2-dr., $925. 

"58 Super (6) Cross Country, $1,000. 

VALIANT—’60 Valiant (6) 4-dr., $1,540. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday. Prices are for 
sale of Aug. 30. 

BUICK—’59 Invicta 2-dr. hardtop, $2,120* 
(ps); LeSabre 2-dr. hardtop, $1,925*. 

’58 Special 2-dr. Riviera, $1,250*. 

’57 RM conv., $1,070* (ps); Special 2-dr. 
Riviera, $885* (ps), $700*; Century 
2-dr. Riviera, $875* (ps); 4-dr. Riv- 
jera, $740* (ps), $735°. 

*56 Century 4-dr. Riviera, $700* (ps); 
Estate Wagon, $680* (ps); RM 4-dr. 
Riviera, $640* (ps); Special 2-dr. Riv- 
jera, $635* $395°*. 

'55 Century 4-dr. Riviera, $665* (ps); 
2-dr. Riviera, $575*; conv., $540* 
(ps); Special 4-dr., $475* (ps); 2-dr. 
Riviera, $450*. 

’54 Century 2-dr. Riviera, $400*, $365* 
(ps); Special 4-dr., $260*; Super 2-dr. 
Riviera, $245*. 

‘53 Super 2-dr. Riviera, $200*, $145*. 

CADILLAC—’59 (62) conv., $3,850* (ps); 
4-dr., $3,675* (ps), $3,590* (ps), $3,- 
500° (ps). 

"58 (62) Sedan de Ville, $2,885* (ps), 
$2,625* (ps); Coupe de Ville, $2,800* 
(ps); (60) Special 4-dr. hardtop, $2,- 
790° (ps). 

’57 (60) Special 4-dr. hardtop, $2,300* 
(ps), $1,905* (ps); (62) 4-dr., $1,750* 


(ps). 

"56 (62) Sedan de Ville, $1,450* (ps); 
Coupe de Ville, $1,100* (ps), $955* 
(ps); 2-dr. hardtop, $1,000* (ps). 

"55 (62) 4-dr., $915* (ps). 

"54 (62) 2-dr. hardtop, $725* (ps). 

"53 (62) conv., $455*° (ps). 

’52 (62) conv., $170* (ps). 

CHEVROLET—’'60 Corvette (8) conv., $2,- 
960; Impala (8) sport sedan, $2,200* 
(ps); Biscayne (8) 4-dr., $1,840. 

‘59 Nomad (8) 4-dr., $2,250* (ps); Im- 
pala (8) sport coupe, $2,200, $2,085* 
(ps), $2,075* (ps), 2 at $1,950° (ps), 
$1,840* (ps); conv., $2,090, $2,075* 
(ps); Parkwood (8) 4-dr., $1,835*; 
Brookwood (8) 4-dr., $1,830*; Brook- 
wood (6) 2-dr., $1,510; Bel Air (8) 
4-dr., $1,610* (ps); Bel Air (6) 4-dr., 

Biscayne (6) 4-dr., $1,450*, 
$1,360 


"58 Corvette (8) conv., $1,910; Bel Air 
(6) sport coupe, $1,320*; Bel Air (8) 
sport coupe, $1,225* (ps); Brookwood 
(8) 4-dr., $1,235* (ps); Biscayne (8) 
4-dr., $1,170*, $1,120*, $1,110; Bis- 
cayne (6) 2-dr., $1,040; Delray (6) 
2-dr., $950; Utility sedan, $880. 

’57 Bel Air (8) sport coupe, $1,400* (ps); 
sport sedan, $1,300* (ps); conv., §$1,- 
205* (ps); One-fifty (6) 4-dr., $725. 

'56 Two-ten (8) sport coupe, $700*; 4-dr., 
$550*; Bel Air (8) 4-dr., $650*; One- 
fifty (6) 4-dr., $525. 

’55 Two-ten (8) sport coupe, $625; 4-dr., 
$470, $330; Two-ten (6) 2-dr., $530, 
$510*, $365, $320°; 4-dr., $490*, $470°; 
Bel Air (8) 2-dr., $625*; conv., $600°; 
Bel Air (6) 4-dr., $610, $365*; sport 
coupe, $600, $520°; 2-dr., $600*; One- 
fifty (8) station wagon, $525; One- 
fifty (6) 2-dr., $335. 

‘54 Bel Air sport coupe, $395*; conv., 
$375*; Two-ten 2-dr., $360; One-fifty 
4-dr., $310. 

‘53 Bel Air sport coupe, $405*; 4-dr., 
$335*, $290°; conv., $135*; One-fifty 
4-dr., $235; 2-dr., $125. 

'52 Deluxe 4-dr., 2 at $135*; 2-dr., $100. 


CHRYSLER—’'57 Saratoga 4-dr. hardtop, 


$1,100* (ps). 
'56 NY 2-dr. hardtop, $585° (ps). 
’55 Windsor conv., $365* (ps). 





ADVERTISEMENT 


BRILLIANT NIGHT DISPLAYS like this at §. Liccardi Motors, Elizabeth, 
N. J]., are easy and inexpensive with Childers Carports. Childers Carports 
are specially designed for easy-to-install lighting. Cut lighting costs too, 
because they channel lights directly onto your cars. See bow easily you can 
have a carnival-gay night showcase with Childers Carports on Page 39. 



























DeSOTO—’57 Firesweep 4-dr. hardtop, $1,- 
010° (ps); Firefite 4-dr., $900° (ps).|Cemtury Motors Acquires 


"56 Firedome 2-dr. hardtop, $535* (Ps)-| Fark Deal, Sells Import Line 


DOBSER—~/60 Corenst (6) 4-dr., ll 0. 
7 yal (8) 2-dr. hardtop, $635° (ps).| TUCSON.—Three dealerships 
56 St 8) 4-dr., $550*. 
a ie < here have been involved in an ex- 
change of ownerships, 


’55 Custom Royal (8) 4-dr., $460* (ps); 
Coronet (8) 2-dr. hardtop, $450°*. 
Century Motors, Inc. 


’53 Coronet (8) 4-dr., $110*. 


FORD—'60 Thunderbird (8), $3,300* (ps). 
"59 Galaxie (8) conv., $1,815* (ps), $1,- 
765* (ps); Custom 300 (8) 2-dr., $1,- 
400*, $1,395* (ps); 4-dr., $1,400*. 
’58 Country Squire (8) 4-dr., $1,250* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,205* (ps), $1,150* (ps); 4-dr., $1,- 
050° (ps); Ranch Wagon (8) 4-dr., 
$975* (ps); Custom 300 (6) 2-dr., 
$805; Custom 300 (8) 4-dr., $600. 
"57 Country Sedan (8) 4-dr., $1,175* 
(ps), $1,085* (ps), $985*, $980, $910° 
(ps); Fairlane (8) 2-dr. Victoria, $1,- 
140* (ps), $1,030* (ps), 2 at $1,010*, 
$1,000* (ps); Skyliner, $1,090* (ps); 
4-dr, Victoria, $975* (ps), $895*; 
conv., $945*; 2-dr., $845* (ps); 4-dr., 
$825, $800* (ps); Custom 300 (8) 2- 
dr., $865; Custom (6) business coupe, 
$450°. 
56 Fairlane (8) 2-dr. Victoria, $655* 


Pe) >» bt &- 
SUGHTITYU 
(ps), $475* (ps), $400° (ps); 4-dr., 


PRODUCTI 
$450*; Country Sedan (8) 4-dr., $640*, 


$600*; Custom (8) 4-dr., $625; 2-dr. 0 i 


Victoria, $525*; Ranch Wagon (6) 
GREY IRON GASTINGS 


(Volvo- | Robert Sarjeant and John 




































2-dr., $500; Main (8) 4-dr., $280*. 

'55 Thunderbird (8) conv., $1,190* (ps); 
Fairlane (8) 4-dr., $440*, $390*; Ranch 
Wagon (6) 2-dr., $435*; Country Sedan 
(8) 4-dr., $385. 

’54 Country Sedan (8) 4-dr., $370; Crest 
(6) 2-dr. Victoria, $330; Crest (8) 
2-dr. Victoria, $330*, $225* (ps); conv., 
$310*; 4-dr., $245*; Skyliner, $175*; 
Ranch Wagon (8) 2-dr., $325*; Main 
(8) 4-dr., $290; Custom (8) 4-dr., 
$285*, $205, $145*. 

’53 Crest (8) 2-dr. Victoria, $405* (ps), 
$385*, $120*; Custom (8) 4-dr., $300*, 
$205, $160; Main (8) 4-dr., $250*; 
2-dr., $110*; Ranch Wagon (6) 2-dr., 


$230*. 

IMPERIAL — '57 Imperial 4-dr. hardtop, 
$1.680* (ps). 

LINCOLN —’'58 Premiere 4-dr., $1,965° 
(ps); Capri 4-dr. hardtop, $1,925* 
(ps). 


'56 Premiere 2-dr. hardtop, $1,150* (ps). 

‘55 Capri 2-dr. hardtop, $590° (ps). 

’53 Capri 4-dr., $220* (ps). 

MERCURY—’'57 Commuter 4-dr., $1,060* 
(ps); Montclair 2-dr. hardtop, $985* 
(ps); 4-dr. hardtop, $770* (ps); Mon- OUNDRY 
terey 2-dr., $765, $665. 

‘56 Montclair 2-dr, hardtop, $635*; Cus- 
tom station wagon, $600* (ps); 4-dr. 
hardtop, $500*; Monterey 4-dr., $485°; 
4-dr. hardtop, $470*. 

’55 Montclair 2-dr. hardtop, $555* (ps), 
$530* (ps), $515* (ps), $400° (ps); 
conv., $540* (ps); Monterey 2-dr. hard- 
top, $520, $475*, $355*. 

'54 Monterey conv., $375*; 4-dr., $325* 
(ps). 

’53 Monterey 2-dr. hardtop, $185*. 

NASH—’'56 Ambassador (8) 4-dr., $400*, 
$385°*. 

OLDSMOBILE—’60 (88) Super 2-dr. Scenic, 
$3,260* (ps); (98) 4-dr. Holiday, $3,- 

* (ps). 

’59 (98) 2-dr. Scenic, $2,575* (ps), $2,- 
450° (ps); (88) Super 4-dr. Holiday, 
$2,420* (ps). 

’58 (88) Super 2-dr. Holiday, $1,700* 
(ps), $1,690* (ps). 

’57 (88) Super Fiesta 4-dr., $1,370* (ps); 
2-dr. Holiday, $1,215* (ps); conv., 
$1,035* (ps). 

’56 (88) 2-dr. Holiday, $765*; 4-dr. Holi- 
day, $690* (ps); (98) conv., $650* 
(ps), $535* (ps). 

’5S (98) 4-dr. Holiday, $650*° (ps); (88) 
4-dr. Holiday, $575*. 

’54 (98) conv., $435° (ps), $305° (ps); 
2-dr. Holiday, $385*; 4-dr., $265* 
(ps), $225* (ps); (88) Super 2-dr. Holi- 
day, $410*; (88) 4-dr., $315°*. 


THE WHELAND COMPANY 


VISION 
DI\ 2h 









SOLVES YOUR 
PLATE PROBLEM! 


PACKARD — ’55 Clipper 2-dr. hardtop, 
$400* (ps). 
PLYMOUTH—’59 Savoy (8) 4-dr., $1,085. 


‘58 Suburban (8) sport 4-dr. (9-pass.), e 
$1,365* (ps); Custom 2-dr., $1,135°. 


‘57 Suburban (6) sport 4-dr. (9-pass.), ° mn 7 
$800*; Savoy (8) 2-dr, hardtop, 2 at eo? 
$785*; 4-dr., $765* (ps); 4-dr. hard- e 
top, $650*; Belvederé, $695*. poe 


‘56 Belvedere (8) 2-dr., $485°; 4-dr., 
$445*; Suburban (8) Custom 
Now Available! 
New, Improved, Foolproof 


4-dr., $450; Plaza (6) 4-dr., $275. 


55 Savoy (6) 2-dr., $380, $355; Savoy 


(8) 4-dr., $345; Belvedere (8) 2-dr., 
$340°; 2-dr. hardtop, $310* (ps). 
'54 Plaza 4-dr., $275*. 
‘53 Cambridge 4-dr., $220. 
* PREVENTS LOSS OF PLATES, 

THEY ARE COMPLETELY SECURE! 
* CLIP ON AND OFF IN A JIFFY! 
* FIT ANY BUMPER! 


‘50 station wagon, $110. 
PONTIAC—'59 Bonneville sport coupe, $2,- 
635* (ps), $2,400* (ps); Star Chief 
* STURDY! Made of heavy duty 
galvanized wire 
with aluminum . 


4-dr, Vista, $2,280° (ps); Catalina 
sport coupe, §2,075*, $1,975* (ps); 
conv., $1,945* (ps). 

‘57 Star Chief conv., $800* (ps). 

‘56 Star Chief 2-dr, Catalina, $585*. 

‘55 Star Chief 2-dr. Catalina, $575* (ps), 


$545, $485°; 4-dr., §285°; Chieftain 
2-dr., $365*, $290; 2-dr. Catalina, 
$350*. 


"54 Chieftain 2-dr., $285; 4-dr., $125°*. 

‘53 Chieftain 2-dr. Catalina, $190; 2-dr., 
$125°. 

RAMBLER—’59 Super (6) 4-dr., $1,330*; 
American (6) station wagon, $1,185. 
‘58 American (6) Super 2-dr., $825. 
STUDEBAKER—'56 Commander (8) 4-dr., 
$610° (ps). 

‘55 Commander (8) 2-dr. hardtop, $535; 
4-dr., $380*, 

VALIANT—’'60 Valiant 100 4-dr., $1,700. 
MISCELLANEOUS — '60 Ford (8) F-100 
pickup, $1,365. 

"59 Chevrolet (8) El Camino, $1,770*; 
$1,635*; -(6) El Camino, 2 at $1,100, 
$1,075; Ford (8) %-ton pickup, §$1,- 
600°; (8) F-100 %-ton pickup, $1,075. 

"57 GMC (8) %-ton pickup, $880; Ford 
(8) Ranchero, $785. 

‘56 Ford (8) F-100 pickup, $650, $535; 
(6) Courier, $385*; International (6) 
%-ton pickup, $490*, 

‘55 Chevrolet (6) %-ton pickup, $615; 
(6) %-ton panel, $350; Ford (8) %-ton 












A .” 












pickup, $580, $345; (6) %-ton pickup, Mm es neat ee ome nk Re Ne ms RO AR eh tte 
$410; (8) F-100 %-ton pickup, $575. 1 
* Ford (8) F-100 %-ton pickup, $425; SHELAR co. ' 
nternational \%-ton, $260. 
$ 714 65th Street, Brooklyn 20, N. Y. ’ 
CHICAGO Enclosed herewith our check for $ ¥ 
Greater Chicago Auto Auction. Sale Please ship Dealer Plate Holders. ; 
sor 7 a he Prices are for sale of = 
o> he cars from 538 consign- 
none. Send check Nome 
BUICK—’'59 Electra 4-dr. hardtop, $2,400* i 
(ps); LeSabre Estate Wagon, §2,200° with order Address 
(ps); 4-dr., $1,840*; Invicta 4-dr. = ' 
hardtop, $2,005* (ps). 5 
ST Century Estate Wagon, $1,265* (ps); nema 3 


(Continued on Page 32, Col. 1) sees eee ese eee eee see eee ee 
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» $710" ¢ 
"56 Royal (8) 4dr, 585° (ps). 
. FORD—'60 Thunderbird (8) 2-ar. hardtop, Model B kdown 
Used-Car Auction Prices GTA, RLans Te] OF Auction Averages 
’59 Thunderbird (8) conv., $2,585° (ps); eo nw a. quly, 


Galaxie (8) 2-dr, Victoria, $1,750°* ; 


4-dr. Victoria, $1,675*; 4-dr., $1,375° $2,279 $2,314 $2,321 











(Continued from Page 31) (ps); Country Sedan ‘(8) 4-dr., $1,- 1,747 1,788 1,801 

670* (ps); Fairlane 500 (8) 4-dr, Vic- ’ 
Special 2-dr. Riviera, $840* (ps); 4-; ‘58 Brookwood (8) 4-dr., $1,280* (ps); toria, $1,575* (ps); Ranch Wagon (6) 1,180 1,242 1,256 
dr., $635*; Super 2-dr. Riviera, $780* Impala (8) sport coupe, $1,210* (ps), 4-dr., $1,350; Custom 300 (6) 4-dr., 811 841 847 
(ps), $525° (ps). $1,040°; Impala (6) sport coupe, $1,- $935. 532 567 517 

56 RM 4-dr. Riviera, $850* (ps); super 075*; Biscayne (6) 4-dr., $980°; Bis-| °58 Thunderbird (8) 2-dr, hardtop, $2,- 
2-dr. Riviera, $565° (ps); Century 4- cayne (8) 4-dr., $885. 171*; Fairlane 500 (8) Skyliner, $1,- seas 382 412 422 
dr. Riviera, $470* (ps). ‘57 Bel Air (8) conv., $1,135; sport 450* (ps), $1,445%; 4-dr., $1,075*, 5 259 271 284 

'SS Century 4-dr. Riviera, $545° (ps); coupe, $1,090, $1,025*; 4-dr., $1,005, $1,005* (ps); 2-dr. Victoria, $840*; 202 198 200 
Special 2-dr. Riviera, $485*. aie. a ad hs ade ode i: Custom 300 (6) 4-dr., $890; Custom 

OCADILLA , 62) conv., ,520° (ps); ; -dr., ’ , ; 300 (8) 4-dr., $800; 2-dr., $775; Ranch — —we 
‘dr. $4,385" (pa), $4,900" (oe); 2- Two-ten (6) 4-dr., $800, $760; Two- Wagon (8) 2-dr., $775. $ 924 $ 954 $ 963 
dr, hardtop, $4,100* (ps). ten (8) 4-dr., $655*; One-fifty (6)| ‘57 Thunderbird (8) conv., $2,025; 2-dr. 

59 (62) conv., $3,495* (ps); 2-dr. hard-| ,_ 2-dr., $605. hardtop, $1,900*; Fairlane 500 (8) 7 
top, $3,375* (ps), $3,176° (ps); de| "56 Bel Air (6) sport coupe, $865; Bel conv., $850* (ps), $790* (ps); 4-dr.| ja, 

Ville 2-dr. hardtop, $3,250* (ps). Air (8) conv., $765; 4-dr., $610*; Victoria, $835 (ps), $730* (ps),| '57 Monterey 2-dr., $640. 

'58 (62) Coupe de Ville, $2,550* (ps); a oe (6) station wagon, $820*; 4- $710*; 2-dr. Victoria, $825*, $800* 56 Montclair 2-dr. hardtop, $555* (ps): 
2-dr. hardtop, $2,275" (ps); 4-dr., $435; Two-ten (8) station wagon, (ps); 4-dr., $640*; Ranch Wagon (6) 4-dr., $410*; Monterey 4-dr, hardtop, 
$2,160" (ps). F $500" 2-dr., $650; Custom 300 (8) 4-dr., $525* (ps); 4-dr., $450*. 

57 (60) Special 4-dr, hardtop, $1,775*| "55 Bel Air (8) voor coupe, $530°; One- $585; Custom (6) 2-dr., $500. ’5S5 Montclair 2-dr, hardtop, $340* (ps). 
(60s); (62) 2-dr. hardtop, $1,630* fifty (6) 2-dr., $375 'S6 Fairlane (8) 2-dr. Victoria, $480*;| ‘54 Monterey 2-dr, hardtop, $220* (ps). 
(ps). F CHRYSLER—’59 ‘Windsor Town & Coun- Custom (6) 2-dr., $365. OLDSMOBILE—’60 (88) 4-dr., 2 at $2,- 

’56 (62) 2-dr. hardtop, $1,145* (ps); ; try, $2,235°. ’55 Country Sedan (8) 4-dr., $425; Fair- 075*, $2,050*, 2 at $2 000* ; 
4-dr., $890° (ps), $570* (ps); conv., 58 NY 4-dr., $1,550* (ps); Windsor lane (8) 4-dr., $390°; 2-dr., $300*| +59 (gg) 4-dr. Holiday, $2,400* (ps) 
$700* (pe). ’ 4-dr, hardtop, $1,280° (ps). (ps), $200* (ps); 2-dr. Victoria, $2,050° (ps): (88) Super 4-dr. Holl 

55 (62) 4-dr., $725* (ps); Coupe de ’57 NY 2-dr. hardtop, $895* (ps); Wind- $240*; Custom (8) 4-dr., $250*. day $2 245° ' (pa) ” 

Ville, $690* (ps); conv., $665* (ps), sor 4-dr., $720* (ps). "54 Crest (8) 4-dr., $310*. 68 (88) 4-dr, Holiday, $1,590* (ps) 
$510* (ps) ¢ "56 Windsor 4-dr,, $635° ( IMPERIAL—'50@ Lebaron 4-dr. hardtop, $1,430* ( ; (98 on Hi lid 31 . 
"54 (60) Special 4-dr., $350* (ps). "55 NY 2dr. havdtop, $585°| (ps). $3,250° (ps). i765" (ps), $1,205 (ps); (88) Super 
CHEVROLET — ‘60 Impala (6) sport| DeSOTO — ‘59 Firesweep 4-dr., $1,425* | LINCOLN—'S7 Premiere 4-dr., $900* (ps). 2-dr, Holiday, $1,430* (ps) 

coupe, $2,225° (ps); Brookwood (8) (ps). ’56 Continental Mark II 2-dr. hardtop,| +57 (83) Super 2-dr, Holiday, $1,230* 
4-dr ’ $2,150* (ps); ” Biscayne (6) 4- ‘68 Firedome 4-dr., $1,010* (ps). $3,950* (psy; Premiere 4-dr., $860°* (ps); (98) 2-dr Holiday $1 085* (ps); 

. ae S - ’S7 Fireflite 2-dr. hardtop, $740* (ps). (ps). ae. s900* 1). $890° f 

dr., $1,800*; Corvair (6) 4-dr., $1,330. ‘ 4-dr, Holiday, $900* (ps), $890* (ps). 

59 Impala (8) sport sedan, $1,985* (ps), 56 Firedome 4-dr, hardtop, $520* (ps). ‘55 Premiere 4-dr., $340* (ps). "56 (88) 4- ar. ., $855* (ps); 4-dr, Holi- 
$1,915* (ps), $1,800*; sport coupe,| "55 Firedome 2-dr. hardtop, $525* (ps). | weROURY—’59 Monterey 4-dr., $1,300°. day, $645* (ps). 
$1.725, $1,635*; conv., $1,645* (ps);| DODGE—’60 Dart (8) Phoenix 4-dr., $1,-| ‘58 Montclair 4-dr. hardtop, $1,145*| °55 (98) 2-dr. Holiday, $525* (ps); (88) 
Bel Air (6) 2-dr., $1,400, $1,320; Bel 975*; Seneca 2-dr., $1,685. | (ps), $960° (ps); Monterey 2-dr, hard- 4-dr., $485*. 

Air (8) 2-dr., $1,280. "ST Custom Royal (8) conv., $990*; 2-dr. top, $685*. ’54 (98) conv., $385* (ps). 





QUALITY AND 
RFORMANCE 


They’re as alike as any two precision 
mechanisms could be, because Holley Pep 
Carburetors are engineered and built to 
exacting ‘original equipment standards. 
Each Pep Carburetor for Ford-built or 
American Motors cars is brand new and 
meets the specific requirements of the car 
model and engine for which it was designed. 
It is built as an identical twin to the car- 
buretor it replaces. That’s why, when you 
sell a Holley Pep Carburetor—or use a 
Holley Pep Kit, containing genuine Holley 
parts, for a carburetor minor overhaul— 
you’re sure of a satisfied customer. 
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Pep Carburetors— 
Engineered to Original 
Eq t Specifications 


Pep Carburetor Kits 
— Original Equipment 
Parts for Minor Overhaul 


Genuine Holley 
Ignition Equipment 


Genuine Holley 
Voltage Regulators 


Genuine Holley Generator 
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' and Starter Parts 


Original Equipment Manufacturers for over 55 Years e¢ See your Holley Distributor—Check the Yellow Pages 


a Belvedere (8) 4-dr., $1,- 


‘58 Bevo (8) 2-dr, hardtop, $910*; 
4-dr., $825", §795*; Belvedere (6) 4- 
dr, ‘hardtop, $675"; Suburban (8) 
4-dr., $850"; Savoy (6) 4-dr., $540°. 

’S7 Belvedere (8) 4-dr., $695*, $550*; 
Belvedere (6) 4-dr. hardtop, $580* 
(ps); Savoy (8) 2-dr., $620; 4-dr., 
$545*; Plaza (6) 4-dr., $445, 

’56 Savoy (6) 4-dr., $395; 2-dr., $340. 

"55 Belvedere (6) 2-dr, hardtop, $390*; 
4-dr., $310*. 

PONTIAC—’60 Bonneville sport coupe, $2,- 
775* (ps). 

’59 Bonneville sport coupe, $2,250* (ps), 
$1,860* (ps); conv., $2,220* (ps); 
Catalina 4-dr, Vista, $2,050* (ps); 
Star Chief 4-dr., $1,660* (ps). 

’58 Star Chief 4-dr, Catalina, $1,295* 
(ps); Chieftain 4-dr., $1,000*, 

’S7 Star Chief 2-dr, Catalina, $1,070*; 
conv., $800* (ps). 

56 Chieftain 4-dr, Catalina, $590*, 
$265". 

’55 Chieftain 4-dr., $330*. 

RAMBLER—’60 Super (8) 4-dr., $1,830. 

’59 Super (8) 4-dr., $1,310; Custom (8) 
4-dr., $1,295*; American (6) 2-dr., 
$875". 

’58 Custom (8) Cross Country, $1,120; 
Super (8) 4-dr., $960. 

’56 Custom 4-dr., $820*. 

’55 Super Cross Country, $310, 

STUDEBAKER—’59 Lark (6) 2-dr. » $955". 
’'57 Champion (6) station wagon, $600. 
MISCELLANEOUS—’56 Ford %-ton pick- 

up, $500. 

’55 Studebaker tractor, $475. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Sept, 1, 1960. 
1960 and 1959 prices somewhat softer. 
’58, °57, and ’'56 clean models still in 
strong demand, Market fair for this time 
of year, Sold 205 cars from 262 consign- 
ments. 


BUICK—’58 RM. 4-dr. Riviera, $1,510* 
(ps); Century conv., $1,405* (ps); 
Limited 4-dr, Riviera, $1,275* (ps); 
Super 4-dr, Riviera, $1,175* (ps). 

’57 Special 2-dr., $1,120* (ps); 4-dr., 
$665* (ps); RM 2-dr, Riviera, $980*; 
Century conv., $940* (ps); 4-dr, Rivi- 
era, $880*° (ps); Super 4-dr, Riviera, 
$665* (ps). 

56 Century 2-dr, Riviera, $640* (ps); 
RM conv., $430* (ps). 

"55 Super 2-dr, Riviera, $485* (ps); 
Century conv., $385*; 4-dr., $360* 
(ps), $350*. 

’54 Super 4-dr, Riviera, $165*, $160*. 

’53 Special 2-dr, Riviera, $135*. 

’38 4-dr., $165*. 

CADILLAC—'60 de Ville 2-dr, hardtop, 
$4,300* (ps). 

’58 Eldorado Seville, $2,900* (ps); (62) 
Coupe de Ville, $2,520* (ps). 

’57 (62) conv., $1,895* (ps); 4-dr, hard- 
top, $1,325* (ps). 

"56 (60) Special 4-dr., $1,240* (ps), 
$1,040* (ps); (62) 4-dr., $1,165* (ps), 
$1,095* (ps), $975* (ps). 

CHEVROLET—’60 Corvair (6) 4-dr., $1,- 
495". 

’59 Impala (8) sport sedan, $1,750* 
(ps), $1,660* (ps); Parkwood (8) 4- 
dr., $1,505*, $1,475*, $1,425; Park- 
wood (6) 4-dr., $1,380, $1,325*; Bel 
Air (6) 4-dr., $1,475, $1,415*, $1,400*, 
$1,345*, $1,300*, $1,245, $1,180*; 2- 
dr., $1,205*; Bel Air (8) 4-dr., $1,- 
445*, $1,325*, $1,240°; 2-dr., $1,315*. 

*58 Bel Air (8) 4-dr., $1,125* (ps), $1,- 
070* (ps); Biscayne (8) 4-dr., $1,105*, 
$1,065*, $925*; Biscayne (6) 4-dr., 
$1,010*, $990*, $960, $950; 2-dr., 
$980, $950, $875; Delray (6) 2-dr., 


$800. 

57 Two-ten (8) sport coupe, $1,000* 
(ps); One-fifty (8) 4-dr., $720*, 

56 Bel Air (8) 4-dr., $680*; Two-ten 
(8) 4-dr., $240°. 

55 Two-ten (8) 4-dr., $200; One-fifty 
(6) 2-dr., $185. 

’53 Bel Air 4-dr., $260*; 2-dr, hardtop, 
$250°; Two-ten 2-dr., $160*, $150. 
CHRYSLER—’58 NY 4-dr., $1,410* (ps), 
$1,205* (ps); Saratoga 4-dr., $1,230* 


(ps). 

’S7 NY 2-dr, hardtop, $1,120* (ps). 

"56 NY 4-dr., $765* (ps), $700* (ps); 
Windsor 4-dr. hardtop, $635* (ps). 

’55 NY 2-dr, hardtop, $380* (ps). 

DeSOTO—’'58 Firedome 4-dr., $1,135*, 

’57 Fireflite 4-dr., $870*, $415* (ps); 
2-dr., $620* (ps). 

°56 Firedome 4-dr., $545°, 

DODGE—’59 Custom "Royal (8) 4-dr, hard- 
top, $1,630* (ps); Coronet (8) 2-dr., 
$705. 

'58 Coronet (8) 2-dr, hardtop, $1,030* 
(ps); 4-dr., $900°. 

’57 Royal (8) a $825* (ps); Coronet 
(8) 4-dr., $740 

"56 Royal (8) 4- a: $585* (ps). 

‘55 Custom Royal (8) 2-dr, hardtop, 
$465* (ps). 

FORD—'59 Thunderbird (8) 2-dr. hardtop, 
$2,500* (ps); Galaxie (8) 2-dr, Vic- 
toria, $1,750° (ps); Custom 300 (8) 
4-dr., $1,285*; 2-dr., $1,210* (ps); 
Fairlane (8) 4-dr., $1,220, $1,150, $1,- 
110. 

’58 Fairlane 500 (8) 2-dr, Victoria, $1,- 
090*; 4-dr., §1,000°; 4-dr, Victoria, 
$995* (ps); Fairlane (8) 4-dr., $850; 
Country Sedan (8) 4-dr., $800; Custom 
300 (6) 4-dr, Victoria, "$285. 

°57 Country Sedan (8) 4-dr., $880*, 
$640*; Fairlane 500 (8) 2-dr, Victoria, 
$625; Custom (8) 2-dr., $580* (ps); 
Custom (6) 2-dr., $560. 

56 Custom (8) 2-dr, Victoria, $465*. 
°55 Ranch Wagon (8) 2-dr., $385; Fair- 
lane (8) 4-dr., $245; conv., $225*. 
°54 Country Sedan (8) 4-dr., $260; Crest 

(8) conv., $220; 4-dr., $120. 

IMPERIAL — '57 Imperial 2-dr. hardtop, 
$1,275* (ps). 

‘56 Imperial 4-dr., $825* (ps). 

LINCOLN—’58 Continental Mark III 4-dr. 
hardtop, $1,880* (ps). 

'S7 Capri 4-dr., $1,040* (ps). 

'56 Capri sport coupe, $760* (ps). 

MERCURY—’59 Montclair 4-dr., $1,655* 
(ps). 

‘58 Monterey 4-dr., $1,020*. 

’57 Montclair 4-dr. hardtop, $960*; 2-dr. 
hardtop, $600* (ps). 

"656 Montclair conv., $525* (ps); 4-dr., 
$370; Monterey 2-dr, hardtop, $305*; 
Custom 2-dr., $280*. 

‘54 Montclair 2-dr, hardtop, $190 

OLDSMOBILE —'59 (88) 4-dr., 31. 750° 
(ps), $1,410° (ps). 

"58 (88) Super 4-dr., $1,440*° (ps); (88) 
conv., $1,290*° (ps). 

‘57 (88) Super 2-dr, Holiday, $1,060*° 
(ps); 4-dr., $790° (ps); (88) Fiesta 
4-dr., $1,040* (ps); 4-dr., $875* (ps). 

"55 (88) Super 4-dr., $440° (ps); (88) 
conv., $300* (ps). 

"53 (98) 2-dr. Holiday, $170* (ps). 


(Continued on Page 33, Col, 1) 
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Fairlane (8) conv., $175*. 
‘54 Country Squire (8) 4-dr., $265*; 
Sedan (8) 4-dr., $150. 

MERCURY—’55 Monterey 4-dr. -, $265*. 
OLDSMOBILE — '57 (88) 2-dr. Holiday, 

$1,110* (ps). 
PLYMOUTH—’'55 Savoy (8) 4-dr., $375*. 
PONTIAC—’55 Chieftain 2-dr. Catalina, 








































’55 Thunderbird (8) 2-dr, hardtop, $1,-| STUDEBAKER—’57 Commander (8) 2-dr., 
200*; Country Sedan (8) 4-dr., $450°, $490°. 
$275*, $245° a Fairlane (8) 2-dr. '65 Champion (6) 2-dr., $275. 
Victoria, $415 Custom (8) 4-dr., 
$335; Custom 


(6) 2-dr., om’ (6) 2-dr., $275; Main NEWINGTON, CONN. 


LINCOLN — ’58 Premiere 4-dr, hardtop,| Newington Auto Auction, Sale every 
$1,780; 2-dr. hardtop, $1,505* a Thursday, Prices are for sale of Sept, 1. 


Used-Car Auction Prices 













































. 
(Continued from Page 32) MERCURY —'S8 Voyager 2-dr., $1,060* iin denn kame ceo 
ps). neg home 
PACKARD —°56 Clipper 2-dr. ‘hardtop, $520*. ‘ST Monterey 4-dr., §730, $550; 2-dr.,| fom 82 consledmume. Ot SH cars COLUMBUS, O. 
$300* (ps). 55 Bel Air (8) 4-dr., $505* (ps); sta- $565*; Montclair 4-dr, hardtop, $705* BUICK—’58 Century 4-dr Riviera, $1,350* Capital Auto Auction, Inc, Sale every 
PLYMOUTH—’60 Fury (8) 2-dr. hardtop, tion wagon, $500; 2-dr., $475. mk PS)- (ps). ; sce Thursday, Prices are for sale of Sept, 1 
$1,965° (ps). CHRYSLER — ‘52 Saratoga Limousine,| ‘56 Montclair 4-dr_ hardtop, $540° (ps);/ +55 Century 2-dr, Riviera, $370*; Super| Sold 152 cars from 289 consignments. 
159 Belvedere (8) 4-dr., $1,200*, $1,005*; $140. 2-dr. hardtop, $400* (ps); Monterey conv., $325* (ps) : q BUICK—’60 LeSabre 4-dr., $2,560" (ps) 
Savoy (8) 4-dr., $1,180* (ps), $1,060.| DeSOTO—'57 Fireflite station wagon, $1,-| ,, Station wagon, $450° (ps). "54 Special 2-dr., $225°. "69 LeSabre conv., $2,260 (ps); 4-dr. 
68 Suburban (8) Custom 4-dr., $785, 095* (ps). "55 Monterey conv., $350* (ps). '53 Special 2-dr., $150*. hardtop, $1,960* (ps); Invicta 4-dr., 
$705; Savoy (8) 4-dr., $745°; Plaza| ‘54 Firedome 4-dr., $360° (ps 53 Custom station wagon, $245. CADILLAC—’52 (62) 4-dr., $225*. $2,050* ' (ps). p co 
(8) 2-dr., $650°. DODGE—’60 Dart (8) Fneer o ation wag- | OLDSMOBILE — '60 (88) conv., $2,600°| CHEVROLET—’59 Impala (8) sport coupe, "57 Special 4-dr, Riviera, we (ps), 
ST Belvedere (8) 2-dr. hardtop, $775*| | on, $1,850 (ps). $1,725* (ps). $940° (ps), $700*; Super 4-dr, Riviera 
(ps); 4-dr., $700; Savoy (8) 2-dr. 56 Coronet (8) 4-dr., $470*. ’57 (88) Super Fiesta 4-dr., $1,110*| °58 Biscayne (8) 4-dr., $1,080*. $1,060* (ps). : : 
hardtop, $700*; Savoy (6) 4-dr.,| FORD—'60 Thunderbird (8) conv., $3,425° (ps); conv., $1,010* (ps); (88) conv.,| °57 Bel Air (8) 4-dr., $1,100*; sport] °56 Special 4-dr, Riviera, $630°, $515° 
; 25*; Plaza (8) 4-dr., $420*. (ps), ae (ps), $2,850; Galaxie (8) $925° (ps). coupe, $1,075*, $990° (ps); Two-ten (ps). 
56 Suburban (8) Custom 4-dr., $285, 4-dr, Victoria, $2,040* (ps); 4-dr., $2,-| °56 (88) 4-dr., $660* (ps), $525* (ps). (6) sport sedan, $900*; station wag-| ’55 "Century 2-dr, Riviera, $380* (ps), 
$230*. 040%, $1,902*; Starliner, $1,925°. 55 (98) 4-dr. Holiday, $630* (ps), $575* on, $725*; 2-dr., $655*; One-fifty (8) $325 
"55 Belvedere (8) conv., $350*; 4-dr., 59 Galaxie (8) 2-dr, Victoria., $1,750* (ps); (88) conv., $425* (ps); 2-dr. 4-dr., CADILLAC—’'S4 (62) 4-dr., $500* (ps). 
$105*; Plaza & 4-dr., $205. (ps), $1,670* (ps), $1,520* (ps); 4-dr. Holiday, $335*. 55 Bel Air 8) sport coupe, $655* (ps);| CHEVROLET—'60 Impala (8) conv., $2,- 
"04 Savoy 2-dr., $110*; Belvedere 4-dr., bes a, aL 40% Pe) Country Sedan 56 (88) 4dr, $325°. 4-dr., $365*; Two-ten (6) Delray, 250* (ps); Bel Air (8) 4-dr, hardtop, 
Re -dr. ps), 0* (ps); . ) 4-dr., $250° (ps); 2-dr., $225*. $450. $2,050*. : 
PONTIAC—'59 Star Chief 4-dr., $1,820* Fairlane 500 (8) 4-dr., $1,305* (ps) ; PLYMOUTH—’60 Fury (8) 4-dr, hardtop,| °54 One-fifty 4-dr., $220. ’59 Impala (8) 4-dr, hardtop, $1,835* 
; x “oa ii ' nar den ae om “aaa. $1,150*; Cus- wy done: an a sli Ss Windsor 4-dr., $365. (ps), $1,790* (ps), $1,735* (ps); Bel 
-dr., $950*. é , vo! 4-dr., $1,025* " *; , Coronet -dr. hardtop, os 450° ; 
‘ST Chieftain Safari 4-dr., $800°; 2-dr., ake eee 600 <2) se. $1,025° o-dr., 4495° font 3 -- Pte Dae : a (8) 2-dr top Sar. Gaiee, $1,450*; Bel Air (6) 
, $660°. ; ; conv (ps), $885*. $890* (ps), $835* (ps). FORD—'59 Fairlane 500 (8) 2-dr, Vie-| °58 Impala (8) conv., $1,350*, $1,240; 
'56 Chieftain 2-dr, Catalina, $450°. 57 Fairlane 500 (8) 4-dr., $860* (ps); ’56 Belvedere (8) 4-dri, $495*, $480* toria, $1,640* (ps). : : Bel Air ey 4-dr, tae: Si'ses°: 
55 Chieftain 2-dr., $410*, $300*; 4-dr., conv., $760* (ps); 2-dr. Victoria, (ps); Savoy (8) 4-dr., $340*. '58 Fairlane 500 (8) 4-dr, Victoria, $1,- $1,165"; Biscayne (6) 2-dr., $860. 
$260*; Star Chief conv., $350° (ps). $710; Country Sedan (8) 4-dr., $810*| °55 Savoy (8) 2-dr., $385; 4-dr., $310; 150*; Ranch Wagon (8) 4-dr., $875. 7 Two-ten (8) station 4-dr., 
RAMBLER—’59 Deluxe (6) 4-dr., $1,210 (ps), $780*, $525*; Fairlane (8) 2-dr. Plaza (6) 4-dr., $120. ST Fairlane 500 (8) conv., $1,000*; 4- $1,105*; 2-dr., §$815*; Two-ten (6) 
vel PB) American (6) 2-dr., $990.. * weed $725*; Fairlane (6) 2-dr., ’564 Savoy 2-dr., $240. dr, Victoria, $850* (ps); Country Se- 2-dr., ; One-fifty (6) 2-dr., $615. 
"58 Super (6) 4-dr. hardtop, $1,030°. $570*; Ranch Wagon (8) 2-dr., $530°;| °53 Cambridge 2-dr., $175; 4-dr., $135*. dan (8) 4-dr., $685; Custom 300 (8)| ‘56 Bel Air (8) 4-dr, hardtop, *, 
57 Custom (6) Cross Country 4-dr., Ranch Wagon (6) 2-dr., $525*; Cus-| PONTIAO —’57 Chieftain 4-dr., $725*, 2-dr., $650*; Custom (6) 2-dr., $420. $740°; 4-dr., $725*, *, $560*; 2- 
; $930; 4-dr., $810*. . , tom (6) 2-dr., $505. $705*, $700*. ’56 Ranch Wagon (6) 2-dr., $685; Fair- dr., $725*, $650*; Two-ten (6) 2-dr., 
56 Super Cross Country 4-dr., $470*. 56 Fairlane (8) conv., $695", $580° *56 Star Chief 4-dr. Catalina, $610* (ps), lane (8) 2-dr. Victoria, $500* (ps), $610*; station wagon 4-dr., $550°; 
STUDEBAKER— se onan Hawk (8) 2- (ps), $475* (ps) 4-dr., $560*, $495°; $580. $450° (ps); Fairlane (6) 2-dr. Vic- One-fifty (6) 2-dr., $480, $400; 2-dr., 
hardtop, $625* (ps). Ranch Wagon (8) 2-dr., ete (ps);| '55 Star Chief 4-dr., $535* (ps); Chief- toria, $460*; Custom (8) 4-dr.,° $475; $350*; One-fifty (8) 2-dr., $440. 
MISCELLANEO mousse ‘Chevrolet (6) 1%- yon owe Og “seca, “Ges Sosa: wn outa: Catalina, or Main (6) 2-dr., $300°. 55 Bel Air (8) 2-dr. hardtop, $575°, 
” * ; 4-dr., — '55 Custom 2-dr, hardtop, ’55 Custom (8) 4 4-dr., $550°; 2-dr., $290°, $360; Bel Air (6) 4-dr., $475; Two- 
’57 Chevrolet (6) Carry-all, $770. $335*. $380. $285; Country Sedan (8)' 4-dr., $540*; (Continued on Page 34, Col. 1) 





DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day, Prices are for sale of Aug. 30. 
BUICK—’59 LeSabre 4-dr., $1,350*. 

bey Super conv., $820* (ps); Special 2- 

$400°*. 

55. Special 2-dr., $550* (ps). 
CADILLAC—’'59 (62) 4-dr., $3,515* (ps). 

’57 (62) 4-dr, hardtop, $1,900* (ps), 
$1,565* (ps); conv., $1,715* (ps). 

"56 (62) Sedan de Ville, $1,315* (ps), 
$1,300* (ps). 

’54 (60) Special 4-dr., $650* (ps). 

CHEVROLET—’60 Bel Air (8) 4-dr., $2,- 
175* (ps). 

°59 Impala (8) conv., $1,550* (ps); 4- 
dr., $1,430* (ps); Bel Air (8) 4-dr., 
$1,365*. 

’58 Impala (8) 2-dr. hardtop, $1,265*; 
Biscayne (8) 4-dr., $1,125* (ps), 
$965*; Nomad (8) 4-dr., $800. 

’57 Bel Air (8) 4-dr., $960; 4-dr, hard- 
top, $885* (ps). 

56 Bel Air (8) 4-dr., $640*, $590. 

’55 Bel Air (6) 4-dr., $345. 

FORD — '60 a (8) 4-dr., $1,955* 
(ps), $1,855* (ps 

’59 Galaxie (8) oar, Victoria, $1,800* 
(ps), $1,775* (ps) conv., $1,790* (ps), 
$1,725* (ps); Fairlane (8) 4-dr., $1,- 

= 510* (ps), $1,300*; 2-dr., $1,150*; 
Ranch Wagon (8) 4-dr., $1,340. 

‘58 Fairlane 500 (8) conv., $1,315* 
(ps), $1,015* (ps). 

’57 Fairlane 500 (8) 2-dr. Victoria, 
$900* (ps); conv., §700* (ps); Fair- 
lane (8) 2-dr., $855*, $700*; Country 
Sedan (8) 4-dr., $750*, $640* (ps), 


$600. 
°56 Fairlane (8) 4-dr., $455* (ps); Coun- 
try Sedan (8) 4-dr., $350. 
IMPERIAL — ’'58 Imperial 2-dr, hardtop, 
$1,800* (ps). 
°57 Premiere 2-dr, hardtop, $1,175* (ps). 
MERCURY—’58 Monterey 2-dr., $1,010* 
(ps), $1,000* (ps). 
’57 Commuter 4-dr. (9 pass.), $700* 
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(ps). 

56 Montclair 2-dr, hardtop, $435*. 
‘55 Montclair 2-dr, hardtop, $445*. 
OLDSMOBILE — ’59 (88) 4-dr. Holiday, 

$2,100* (ps). 
’58 (88) Super 4-dr. Holiday, $1,480* 
(ps); (98) conv., $1, 465* (ps). 
"55 (88) ces _—* (98) 4-dr, Holi- 
day, $475* ( 
PACKARD — oS “Clipper 2-dr, hardtop, 


$195". 
PLYMOUTH—’60 Belvedere (8) 2-dr., $1,- 


650. 
’57 Savoy (8) 4-dr., $715*; 2-dr., $490*. 
PONTIAC — '57 Chieftain Safari 4-dr., 
$510*. 
’56 Star Chief 4-dr., $650*. 
RAMBLER—’59 Super (6) Cross Country 
4-dr., $1,160. 
’57 Super (6) 4-dr., $715. 
’56 Custom Cross Country 4-dr., $670*, 
$655*. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction, Sale 
every Thursday, Prices are for sale of 
Sept. 1. Entries were lower but prices 
and buying were on a strong, steady basis 
as dealers snapped up 84 percent. 
BUICK—’'57 Super 4-dr. Riviera, $835* 

(ps); 2-dr, Riviera, $795* (ps), $700* 
(ps); 4-dr., $755* (ps); RM 4-dr. 
Riviera, $825* (ps), $805* (ps); Spe- 
cial conv., $685* (ps). 

’56 Special Estate Wagon, $655* (ps); 
4-dr, Riviera, $515* (ps); RM conv., 
$500* (ps). 

’55 Super 2-dr. Riviera, $470* (ps); 
Special 2-dr., $415*; 2-dr, Riviera, 
$350. 


eri A. 


WE LIKE TEACHER... TEACHER LIKES US 


Usually a note from teacher means trouble. Not is excellent. I enjoy not only your ‘classical’ music, 
in this case. We got a letter from D. A. Van Valken- which few stations ever use, but also your ‘sane and 
burg, i Professor of ee ee pemsn: bted at sensible’ popular music... | 
aylor University ... and he was c i tary! 
This is what he aa. ee “3. GOOD sports coverage. Having always been a 
Tiger fan ... I appreciate a ‘power station for night 


“I wanted to let you know why WJR has always baseball.’ I appreciate your carrying the: Lions 
been about the only station I have listened to football games, too. 


‘63 RM 4-dr., $275* (ps). : ° 

. ; regularly, and the reasons I appreciate it. s , 
OAMILERDJ8t" (a0) Wpecia! 4-02, pare- . end . ’ ‘4. GOOD programming. I consider WJR to be a i 
top, $1,875* (ps); (62) conv., $1,810* 1. GOOD news coverage. I like your regular 15- ‘reputable, class, progressive’ radio station .. .”’ \ 


(ps). 

‘5S (62) 4-dr., $780* (ps); (60) Special 
4-dr, hardtop, $700* (ps). 

’54 (62) 2-dr, hardtop, $510* (ps). 

OCHEVROLET—’60 Corvair (6) 4-dr., $1,- 
420*, $1,380. 

'59 Impala (8) conv., $1,800* (ps); 
4-dr., $1,790* (ps), $1,615* (ps); 
Brookwood (8) 4-dr., $1,650, $1,500*; 
Brookwood (6) 4-dr., $1,490; 2-dr., 
$1,300. 

58 Impala (6) sport coupe, $1,055"; 
Impala (8) conv., $1,050; Bel Air (8) 
4-dr., $1,025 (ps); sport sedan, 
$950* (ps); Two-ten (8) station wag- 
on, $1,005*; Yeoman (6) 2-dr., $835. 

‘57 Bel Air (8) sport coupe, $1,080; 
conv., $955* (ps); sport sedan, $900*; 
Two-ten (8) 2-dr., $695; One-fifty 
(6) station wagon 2-dr., $650; 2-dr., 
$540. 

‘56 Bel Air (8) conv., $780* (ps), $565*; 
4-dr., $575*; sport coupe, $505*; Two- 
ten (6) station wagon, $640* (ps); 
Two-ten (8) station wagon, $575", 


minute programs. Most other stati r on 

the headlines’ : er ly What more can we say? If you’d like to talk to a 
; receptive, heads-up adult audience in the money belt 

‘2. GOOD music. We need more and more of your of the Great Lakes, ask your Henry I. Christal rep 

fine musical programs. Having a ‘fine arts director’ for the facts on WJR. 


WIR DETROIT 


760 KC 50,000 WATTS 
RADIO WITH ADULT APPEAL 





sco. 





Listeners appreciate our complete range program- 
ming . . . something for everyone—every day. 





ee — 
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’58 Custom (6) Cross Coun- 


try 4-dr., $1,150. 
sates amecsce ibaa Lark (6) 2-dr., $1,- 


jUs—'60 Willys Jeep sta- 
tion wagon, $1,265. 
‘59 Dodge (6) %-ton pickup, $690. 
Ford (6) %-ton pickup, $810. 


( 33) 57 Ford (6) Ranchero %-ton, 


ten (6) station wagon 4-dr., $450; 4- (8) 2-dr. Victoria, $510° (ps), $400°; SALT LAKE CITY 
dr., $395, $275. ad $320; Ranch Wagon (6) 2-dr.,| gait Lake Auto Auction, Sale every 


$1,140° (ps). 
"55 (300) sport coupe, $295* (ps), 


DODGE—’59 Sierra (8) 4-dr., $1,745. 
*56 Coronet 


EDSEL—’58 Corsair 2-dr., $585*. 
$2,350* (ps); Galaxie (8) conv., $1,- 






55 Firedome 4-dr., $300*. 
DODGE—’60 Dart (8) Phoenix 4-dr. hard- 
~., $2,260* (ps); Pioneer 4-dr., $1,- 


60 NY 2-dr. hardtop, $3,- Thursday. Prices are for sale of Sept. 1. 

765* (ps). MEROURY—'59 Park Lane conv., $1,750*| BUIOK—'59 Electra 4-dr. hardtop, $2,-| , $670. 
COMET—'60 Comet (6) 2-dr., $1,975°. (ps). 225° (ps). 56 Country Sedan (8) 4-dr., $820, 
DeSOTO — '56 Firedome 4-dr, hardtop, ’S7 Turnpike Cruiser 4-dr. hardtop, $1,-| ‘56 Super 2-dr. Riviera, $785* (ps). $670°; Country Squire (8) 4-dr., $800 
$520° (ps). 000* (ps); Monterey 2-dr., $795*. "55 Century conv., $625* (ps); 2-dr. (ps) ; Fairlane (8) 4-dr. Victroia, 

a *56 Monterey 4-dr. hardtop, 445° (ps). Riviera, = (ps), $350* (ps); 4-dr., $750 enh 4-dr., $660*. 

"55 Custom (8) 4-dr., $395*, $350. 

IMPERIAL —’ 57 Imperial 4-dr., $1,600* 


*55 Montclair 4-dr. hardtop, $540* (ps). $335*° (ps 
OLDSMOBILE —’59 (98) 4-dr. Holiday, "54 Bpecial -dr., $235°. 
"53 RM 4-dr. Riviera, "$275° (ps); Spe- 


568 (88) Super Fiesta 4-dr. hardtop, $1,- cial 4-dr., $130* (ps). 
oy top, $1-) apILLAG—'60 (62) conv., 2 at $4,750° 


(ps); 4-dr. on $1,440° (ps), 


CHRYSLER—'57 NY 4-dr., $1,150* (ps), 


(8) Suburban 2-dr., $685°. 

FORD—'59 Thunderbird (8) 2-dr. hardtop, 
785* (ps); Custom 300 (8) 2-dr., $1,- 
wt Country Sedan (8) 4-dr., $1,000° 


MERCURY—’58 Montc 4-dr., $1,285 
(ps). 
’57 Colony Park 4-dr. (9 pass.), =; 

















’54 Chieftain 4-dr., $310*, 
RAMBLER—’59 Rebel (8) Cross Country 
4-dr., $1,655*; American (6) station 
wagon 2-dr., $i, 410, 
'58 Rebel (8). 4-dr., 3, 100. 
'55 Custom (6) 4-dr. » $425°, 
WILLYS—’53 Jeep (4), $225. 
"49 Jeep (4), $485, 
MISCELLANEOUS—’60 Chevrolet %-ton, 


$1,600. 

59 Chevrolet %-ton, $1,370; Internation- 
al %-ton pickup, $1,305; Ford %-ton 
pickup, $1,085, 

’58 International 2-ton, $1,410; Willys 
pickup, $1,200; Dodge 4-DW, $1,175; 
Ford %-ton, $955. 

"57 Ford Ranchero, $825*; pickup, $815; 
%-ton, $790; Willys Jeep, $150, $675; 
International, $660, 

56 Ford \%- ton, $780; Chevrolet %-ton, 
$775; Dodge pickup, $510. 

"55 Dodge %-ton 

*54 Chevrolet %- -ton, $500; Ford pickup, 


$380. 
‘53 Ford pickup, $260. 


"BT Royal (8) 4-dr, hardtop, $830° (ps); 
net (8) 2-dr, é) con ‘wt (ash Giger 4-dr. Holiday, $1,025* (ps). 
56 Sune oe KC , Maraten,, $650". $610°; (ps), $985° (ps); (88) 4-dr. Holiday,| '59 de Ville 4-dr. hardtop, $3,800* (ps). 350° (ps); Commuter 4-dr., $1,025 52 International pickup, $215. 
2-dr., $1,025° (ps). '68 (62) Coupe de Ville, $2,705* (ps);| | (Ps); Monterey 4-dr. hardtop, $870°.| +48 Ford pickup, $315, 
FORD —'’60 Galaxte (8) conv., $2,300*} °56 (88) 4-dr. Holiday, $715* (pe). oo a Ss, $2,550° QO i la 56 lon ee wagon 2-dr., ste) 
° . ; Star x 025° $630*; (88) Super a> Holiday, ‘ lan de le, 3 hardtop, $550 
(pa); sear. $2,000% (pe): Goaeg Oe $675°; (98) 4-dr., $380° (ps). 2-dr. hardtop, $1,460° (ps); 4-dr., $1,-| OLDSMOBILE—'59 (88) Super Fiesta DANVILLE, VA. 
(8) 4-dr, (9 pass.), $2,050° (ps). | PLYMOUTH—’59 Belvedere (8) 4-dr, hard- 340° (ps), $1,270 (ps), $1,100* (ps).| | dr., $2,345 Danville Auto Auction, Sale every Wed- 
(8) 2-dr. - top, $1,280*. "55 (62) Coupe de Ville, $1,130* (ps). 58 (98) 2-dr. Holiday, $1,725* (ps). nesday. Prices are for sale of Aug, 31, 
660° (ps); Galaxie (8) 2-dr., $1,685;| °58 Belvedere (8) 4-dr. hardtop, $1,000° CHEVROLET_’59 Impala (8) conv. $2,-| ’56 (88) 4-dr., Very netive nls, ° 
Fairlane 500 (8) 2-dr., $1,600, $1,410°: (ps). 075*, $2,000* (ps); sport sedan, $1,-| ‘55 (88) Super dt, Holiday, $640°; | guicKk—'58 Super 4-dr., $1,125°, 
4-dr, Victoria, $1,505*; Ranch Wagon| °’57 Belvedere (8) conv., $800*; 4-dr. 860 (ps), $1,830* (ps); 4-dr., $1,750° (88) 4-dr., $280° (ps), "56 Special 4-dr., $580*; 2-dr., $495*. 
(8) 4-dr., $1,300.' hardtop, $640°; Bavoy (8) 2-dr-, $500°. (ps); Kingswood (8) 4-dr. (9 pass.),|  ’54 (88) 4-dr., 55 Super 2-dr., $525* (ps); 4-dr., $500°; 
68 Fairlane 500 (8) 4-dr. Vietoria $1,-| °56 Suburban (6) 2-dr., $430; Belvedere $1,950° (pap: Parkwood (8) 4-dr., $i,-| PACKARD—’36 sedan, $315. Super 2-dr., $470° (ps) , 
300° (ps); Fairlane (8) $725°; (8) 4-dr., a" (ps), sires (ps); Brookwood (8) 4-dr. (6 pass.), PLYMOUTH—’ 59 Fury (8) 2-dr. hardtop, 54 Special 2-dr Riviera, $140° 
Country Sedan (8) 4-dr., sizioe: Cus- Plaza (6) 2-dr., $205*. $1. rise (ps), (9 pass.), $1,735*; Bel $1,750° (ps); Belvedere (6) 4-dr., $1,-| 153 special 2-dr;, $290° (ps). 
tom (8) 4-dr., $975. PONTIAC—’60 Bonneville conv., $2,700* Air (8) 2-dr., $1,635*, $1,500*; 4-dr., 415°, $1,205*; Savoy (6) 4-dr., $1,-| canmLAC—’54 (62) Coupe de Ville 
"ST Fairlane 600 (8) 4-dr, Victoria,| (ps). oo, ite (O) =. git 156 Suburban (6) Custom 4-dr., $1,006°; | _. $645°. ; 
F 4-dr., $1,570* ; * , ’ , ” ’ ’ 7 be 
58 Chieftain Safari 4-dr., $ (ps) Biscayne 2-dr ee ay Dees tan ae, Gao cay ot ~60 Bel Air (6) 4-dr, hard 


*, $620°; 4-dr., $810*; conv., S 
: we 3 « I la (8 9 
$650° , $1,270* (ps); 2-dr., $795* (ps) 58 Impa (8) conv 1ST Belvedere (8) conv., $830° (ps). 





ted; iat () is) an: ose; Star Chief 4-dr., $1,475* (ps); 4-dr. (ps); Brookwood (8) 4-dr., $1,380, $1,-| '57 Belve Ds Be 6) 

c A *’ (ps); Super Chief 4- 375, $1,275; Bel Air (8) 4-dr., $1,-| ’ edere conv., $730* (ps); 

an, | a? seo; ynsin aie os eer ooee” to, ese 275+; sport coupe, 22255 (ps); Dei. Savoy © ae. hardtop, $595*; Savoy 
’ s \- a 7 ‘e 

57 Chieftain 4-dr. Catalina, $1,025 ray (8) 2-dr., $ iscayne ‘i Re iis “Gorse, Guam 


Chief conv., $800° ( 4-dr., $1,155. 
go Chastain 4-4 Catalina 3500° 55 Bel Air (6) conv., $550°; 4-dr., $505° ) 


jes ’ ,’ 
(8) 4-dr., $690°; Custom $480*; 2-dr., $1008, (ps); One-fifty (8) 2-dr., $380. 








TIME PAYMENT 


PLAN 





Winning MORE TIME BUSINESS comes from better Time 
Sales Management. GMAC plans and programs can 
help General Motors Dealers achieve this goal. Ask 
your GMAC representative for complete information. 


Available to Dealers in CHEVROLET » PONTIAC »« OLDSMOBILE ¢ BUICK + CADILLAC new cars and used cars of all makes 


(ps). 
’57 Chieftain 4-dr. Catalina, $970* (ps). 


59 Bel Air (8) 2-dr. hardtop, $1,875*; 
Bel Air (6) 4-dr, hardtop, $1,220; ‘ 
dr., $1,130; 2-dr. hardtop, $1, ata Im- 
pala (6) conv., $1,550* (ps 

’58 Impala (8) 2-dr, hardtop, $1,475* 
(ps); Biscayne (6) 4-dr., $775, $685*. 

’57 Two-ten (8) 4-dr., $810. 

‘56 Bel Air (8) 2-dr, hardtop, $950°; 
2-dr., $690°; Bel Air (6) 2-dr, hard- 
top, "$665°; Two-ten (6) 2-dr., $650. 

’55 Two-ten (8) 4-dr., $580, $500: 2-dr., 
$435; 2-dr. hardtop, $400*; Bel Air 
(6) 2-dr. hardtop, $505; Bel Air (8) 












4-dr., $470*. 

= Two-ten 4-dr., $455; Bel Air 4-dr., 
225°. 

"53 Special 2-dr. — $350; Two-ten 


4-dr., $205*, $11 
’52 Deluxe 2-dr., 3260, $100. 
’50 Deluxe 2-dr., $150. 
ax Firedome 2-dr. hardtop, 
$800* ( 
DODGE —’56 ‘ova (8) 2-dr., $320*, 
’53 Meadowbrook 4-dr., $105. 
FORD—’59 Galaxie (8) conv., $1,525°. 

"58 Fairlane 500 (8) 2-dr. Victoria, 
$920*; Fairlane (6) 4-dr., $905; Cus- 
tom 300 (6) 2-dr., $800; Custom 300 
(8) 2-dr., $620. 

‘57 Fairlane 500 (8) 2-dr. Victoria, 
$770*; Custom (8) 4-dr., $660, $500. 

56 Fairlane (8) 2-dr, Victoria, $700*, 


$695*. 

'55 Fairlane (8) 2-dr. Victoria, $660*, 
$590*, $555°; 4-dr., $650° (ps); 4-dr. 
Victoria, $600; Country Sedan (8) 4- 
dr., $485, $235*; Custom (8) 4-dr., 

* 


$455°. 

"54 Main (8) 2-dr., $255, $235*; Custom 
(8) 4-dr., $200. 

"53 Custom (8) 2-dr., $155 

"52 Crest (8) 2-dr. Victoria, $275*; 
Custom (8) 2-dr., $215. 

MERCURY — '57 Monterey 2-dr., $750*; 

Commuter 2-dr., $650*. 

°S6 Monterey 2-dr. hardtop, $870*, 

55 Custom station wagon 4- -dr., $495; 
Monterey 2-dr., $350*. 

’64 Monterey 2-dr. hardtop, $460°; 4-dr., 
$405. 


OLDSMOBILE — ’60 (88) 4-dr. Holiday, 
s 


$2,400°. 
°55 (88) 2-dr, Holiday, $465*, 
PLYMOUTH—’59 Savoy (6) 2-dr., $890. 
"58 Savoy (6) 4-dr., $610. 
'56 Belvedere (8) 4-dr., $610*; Suburban 
(8) 2-dr., $560*. 
"65 Savoy (8) 4- -dr., $405, 
*53 Cranbrook 4-dr., cs 
PONTIAC—’58 Star Chief 4-dr., $1,210* 


(ps), 

"56 Chieftain 4-dr., $585* (ps). 

’55 Star Chief 2-dr, Catalina, $585*. 

"54 Gr gis0°. 4-dr., $295; Star Chief 2- 

1 s 

RAMBLER—’56 Custom 4-dr., $685*, 

’55 Super 4-dr., $470. 
MISCELLANEOUS—'55 Ford (6) 2-dr., 


$265. 

‘53 Chevrolet (6) pickup, $325; Ford (8) 
%-ton pickup, $310, $300. 

*48 Chevrolet & aa. 'e $190, $125. 


— ditties in ‘Brief — 


ARMONK, N. Y. 

Banksville Auto Auction, Inc, Sale every 
Tuesday (Aug, 30), There was a buyer 
for every clean car, Even the off cars re- 
ceived the best reception they have seen 
in over a month, Activity was definitely on 


the up swing. 
- « 


BORDENTOWN, N. J. 

National Auto Dealers Excharge, Sale 
every Wednesday (Aug. 31), Rain soaked 
buyers turned out in mass to flood the 
market with high prices across the board. 
Prices were exceptionally strong in the 
1957-58 groups. Sold 81 percent of 439 
consignments. 

* * + 
DYER, IND. 

Dyer Auto Auction, Inc. Sale every Fri- 
day (Sept. 2). We were down a little on 
cars due to the holiday weekend coming 
up, Clean cars were bringing a terrific 
price, Sold 193 cars from 279 consign- 
ments. 

* * . 
FONTANA, WIS. 

Fontana ..uto Auction, Sale every Thurs- 
day (Sept. 1), Market stronger on '57 and 
older models. Sold 72 percent of 212 con- 


signments. 
* - * 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day (Sept, 2). Weather: Clear, Sold 74 
percent of 742 consignments, 


Arrowhead Adds Buick 


SPOONER, Wis.—Arrowhead 
Pontiac, which also handles GMC 
trucks, hag taken on Buick. The 
firm’s name has been changed to 
Arrowhead Pontiac-Buick, Orell W. 
Danger is president of the firm. 
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Used Imported Cars 





ARMONK, N. Y. 
Citroen—’59 4-dr., $1,200. 
Porsche—’55 roadster, $795. 
Vauxhall—’59 4-dr., $935. 


BORDENTOWN, N. J. 
57 2-dr., $600. 


60. 
Ford (English) —’ 59 Prefect 4-dr., $725; 
4-dr., $440, 
Renault—’59 4-dr., $510. 
Simea-—’59 4-dr., $640. 
Volkswagen—'58 2-dr., $1,350, $680. 


CALDWELL, N. J. 
Austin-Healey—’60 Sprite roadster, $650. 
Hiliman—’56 Minx 2-dr. hardtop, $310. 
MG—’59 roadster, $1,325. 


CHICAGO 
MG—’57 conv., $1,100 
Metropolitan—’ 59 2-dr. hardtop, $925. 
Opel—’59 station wagon 2-dr., $1,035. 
Peugeot—’60 4-dr., $1,500. 
Renault—’59 Dauphine 4-dr., $900. 
Triumph—’60 TR-3 conv., $i, 975. 
Volkswagen—’60 2-dr., $1, 410, $1,400. 


COLUMBU 
Renault—’59 Dauphine 4- 2 > "hese. 
Vauxhall—’59 4-dr., $900. 
Volkswagen—’ 57 2-dr., $890. 

D . VA. 
Goliath—’59 4-dr., $810. 
Simca—’58 4-dr., $705. 


DAYTONA BEACH, FLA. 
Hiliman—’58 Minx conv., $625. 
MG—’58, $805. 
Opel—’ Ss Olympia station wagon 2-dr., 
650. 


$1, 
Porsche—'59 1600, $2,410. 
Singer—’59 conv., $410. 


ETROIT 
\—’58 Isabella, $810. 
Ford (English)—’58, $550. 
Renault—’60 Dauphine 4-dr., $1,100. 
*59 4-dr., $675. 


DYER, IND. 
Volkswagen—’59 2-dr., $1,050. 


FLINT 


Ford (English)—’58 Anglia, $450. 
Hillman—’ 57 station wagon, $420. 
Metropolitan—’58 4-dr., $710. 
Opel—’59 2-dr., $1,025. 

’58 station wagon, $830. 
Simea—’59 4-dr., $535. 
Volkswagen—’60 2-dr., $1,625. 

’57 2-dr., $850. 


FONTANA, WIS. 


Morris—’58 Minor, — 
Volkswagen—'58, $1,290. 


Compacts to Take 
66 Pct. of Sales by 
1963, Romney Says 


MINNEAPOLIS.—By 1963, two 
of every three new-car sales will 
be compacts, George Romney, 
American Motors president, pre- 
dicted here. 

Romney said that during the 
coming model year “Rambler-type 
compact cars” will come into their 
own. And within a few years, he 
predicted, “Chevrolet and Ford will 
become compacts, or someone else 
will be taking over the leadership 
in new-car sales.” 

Romney, who was here to ad- 
dress the Congress of the National 
Student Assn., said Rambler sales 
during the current model year 
have been 20 percent ahead of a 
year ago, In the 1961 model year, 
he predicted, Rambler will have 9 
to 10 percent of the total new-car 
market, representing another 20 
percent increase in sales. 

Introduction of the Big Three 
compacts hasn’t hurt Rambler 
sales, Romney said. “If anything, 
they’ve stimulated demand for our 
product.” 

Imported-car sales have passed 
their peak, Romney said, He fore- 
cast their sales will level off to 
5 to 7 percent of the total Ameri- 
can market. 

“There always will be a small 
market in this country for the aus- 
terity car,” he said, “but even Eu- 
ropeans are moving toward com- 
pact-type cars.” 


Utah Dealers Denied 
Truck-Trailer Exemption 


SALT LAKE CITY.—The state) 
attorney-general has held that auto! 
dealers cannot be excused from| 


KANSAS CITY 
Austin-Healey—’59 conv., $1,850. 


LOS ANGELES 


Austin-Healey—’60 roadster, $2,145. 
Fiat—’59 600 2-dr., $450. 
Jaguar—’54 XK120 roadster, $600. 
MG—’59 MGA roadster, $1,240, 

’52 MGA roadster, $275. 
Morris—’51 4-dr., $105. 
Simca—’59 sport coupe, wag 

'56 Aronde 4-dr., $255. 
Taunus—’59 2-dr., $780 
Volks wagen—’ 59 2- dr., $1, 290. 

’58 2-dr., $1,000, 

"56 2-dr., $580. 
Volvo—’57 2-dr., $510. 


MANHEIM, PA. 
Borgward—’57 station wagon, $710. 
Fiat—’60 conv., $1,740; “eb. $1,060. 
Ford (English) ——’59 2-dr., $750 
di ’60 4-dr., $2,550. 

Lloyd—’'58 station wagon, $290. 
MG—’60 roadster, $1,910. 
"59 roadster, $1,510; MGA sport coupe, 


'58 roadster conv., $1,200. 
moa cee RR 59 2208 4-dr. » $2,585; 4- 
$2,030, 
+58. ‘2is, $1,670. 
’57 219, $1,570. 
oon, 180, St, 025, 


—'60 2-dr., $1,150. 
Opel—’59 "oar 
Renault— 


Simea—’60 4-dr., $860. 
‘59 Super Deluxe 4-dr., $825; station 
wagon 2-dr., $415. 

'56 station wagon, $430. 
Triumph—’60 2-dr, hardtop, $2,010. 
Vauxhall—’59 station wagon 4-dr., $1,- 

150, $845. 
Volkswagen—’ 60 Microbus, $1,785; 2-dr., 


$1,525. 
"59 2-dr., $1,300, $1,225, $1,200, $1,120; 
80. 


conv., $1,2 
"58 Microbus, $1,120; 2-dr., $1,015, $1,- 
Volvo—’ 60, $1,450. 
’59 station wagon 2-dr., $1,000, 


NEWINGTON, CONN. 


Renault—’59 Dauphine 4-dr., $725. 
‘58 Dauphine 4-dr., $650, 


SALT LAKE CITY 


MG—’59 MGA conv., $1,430. 
Renault—’60 Dauphine, $1,040. 
Simea—’58 Elysee, $355. 
Vauxhall—’58 4-dr., $590. 
Volkswagen—’57 2-dr., $625. 


WAREHOUSE POINT, CONN. 
Ford (English)—’'56 Zephyr conv., $275. 
MG—’55 roadster, $760. 

Volkswagen—’'59 sunroof, $1,120, 


PALM BEACH 
oe Isabella station wagon 2- 


, $7 
eT "Tsabella 2-dr., $475. 
Ford (English) —'58 Escort station wagon, 


Hiliman—’60 Estate Wagon, $1,400. 
‘58 Minx conv., $650; 4-dr., $580 
’57 Husky station wagon, $275. 

Jaguar—’55 MK7 4-dr., $305*. 

MG—’60 MGA roadster, $1,550. 

"58 MGA roadster, $1,280. 
‘653 roadster, $700, 





At Boston Jeep Dealer Meeting— 

Willys dealers throughout the country met with company officials in a series of 
regional sales meetings at which a new Jeep station wagon model was introduced. 
Shown during a break in the Boston session are, from left, Robert J. Kayser jr., owner 
of Commonwealth Chevrolet Co., and Forrest Auld, Commonwealth Jeep sales manager; 
L. P. Randall, Willys Northeastern regional manager; Ernest Clair, general manager, 
Thompson Buick Co., West Roxbury, Mass.; Joseph Faraci, Willys district manager, and 
Frank J. Titus, assistant regional manager. 





registration requirements when 
they hitch a trailer to a truck. The 
opinion was sought by Arias G. 
Belnap, state tax commission mem- 
ber. 

Under Utah law, only passenger 
cars are exempt from registration 
fees based on the total weight of a 
motor vehicle and trailer. Thus, a 
truck must be registered and a fee 
paid to cover the weight of both! 
truck and trailer. 


| 


$ 
'59 “Beughine, $740; 4-dr., $735. 


“I’ve got to get maximum 
load and maximum fuel mile- 
age to make a profit out of 
hauling liquid sugar, and 
nothing on the road beats 
Volvo on these points.” 

The 4-cycle Volvo diesel en- 
gine has a very low fuel con- 
sumption due to toroidal type 
combustion chamber and 
the precision metering mul- 
tiple unit direct injection sys- 
tem. At the rated 95 to 195 
SAE horsepower output, the 
Volvo diesel engine is smoke- 
less and operates at a noise 
level below other diesels. 
Even with power take-off and 
at low torque and rpm., the 
5-speed, synchronized Volvo 
transmissions also assure 
noiseless operation. Drivers 





6B ome epemmmomnmn 


VOLVO BEATS ’EM ALL! 

THESE DIESEL TRUCKS 

ARE SMOKELESS, SILENT 
AND EASY ON FUEL! 


IF 


Joe Lodato, Independent Owner-Operator of 
Hoboken, New Jersey 








experience other unusual 


comforts with a Volvo truck:. 


no vibration during idling... 
a smooth stable ride... the 
cab has roominess, good vis- 
ibility, springy deluxe driver 
seat. All Volvo truck units are 
built with traditional high- 
quality Swedish workman- 
ship to deliver reliable long 
service life with surprisingly 
low maintenance costs. 

If you operate tanks up to 
68,000 GCW—see how much 
more Volvo will save you be- 
fore you buy any truck. 

For information write: Volvo 
Import, Inc., Truck Div., 357 
Wilson Ave., Newark 5, N. J. 

Trucks - Passenger Cars 
Marine & Industrial Engines 

Farm Tractors 








ne 
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Longer, Wider Than Valiant... 
Lancer Called ‘Big-Car’ Compact 


MIAMI BEACH, — The Dodge 
Lancer moved to the center of 
the stage at Chrysler Corp.’s na- 
tional press preview last week 

amid predictions 


C. Patterson that 
the new compact 
will mean the 
best year in his- 
tory for his divi- 
sion, 

Patterson calls 
Lancer “a small 
car with big-car 
ride.” He said it 

M. C, Patterson competes in size 
and price with compacts introduc- 
ed last year, but he claims it rivals 
larger cars in convenience, han- 
dling and comfort. 

He predicts that compacts may 
account for 40 percent of domestic 
new-car sales in 1961. He believes 
Dart sales will continue to rise and 
expects Lancer deliveries to be plus 
business for Dodge dealers. 

Lancer is built on a 106.5-inch 
wheelbase, the same as Valiant, 
but it is five inches longer and two 
inches wider than the Plymouth 
compact. 

The new small Dodge is 188.8 
inches from bumper to bumper and 
72.3 inches from side to side, Se- 
dans are 53.3 inches high. 

Powering the Lancer is the 30- 
degree inclined six-cylinder engine 
utilized by Valiant. It develops 101 
horsepower at 4,400 revolutions per 
minute, displaces 170 cubic inches 
and generates 155 pounds-foot of 
torque at 2,400 RPM. Compression 
ratio is 8.2 to 1. 

A Lancer option is a 145- 
horsepower, 225-cubic-inch en- 
gine, This is the standard power 
plant in Plymouth and Dodge 
Dart six-cylinder models. 

Six Lancer models will be offer- 
ed. The “170” series has a four- 
door sedan, a two-door sedan and 
a four-door, two-seat station 
wagon. The “770” line consists of a 
four-door sedan, a two-door hard- 
top and a four-door, two-seat 
wagon. 

Patterson expects the “770” se- 
ries to be the better seller. He 
noted that more than 70 percent of 
the buyers of the new compacts 
in the ’60 model year chose deluxe 
models. 

The Lancer grille, hood and 
bumper thrust forward in a “V.” 
The grille, which resembles that 
of the ’60 Pontiac, is composed of 
horizontal lines of stainless steel 
that extend to the sides to form a 
background for the dual head- 
lights. 

Fender sculpturing sweeps into 
the front door. The doors are large 
and reach into the roof line. 

According to Patterson, a 
and exit have been difficult in 
some small cars. “Therefore,” he 
-_ “we made our doors widest 

in the middle and narrower at 
top and bottom—just like people 

—so you can get in and out eas- 

ier.” 


The car has a fast-sloping rear 
deck, flanked by modified wings. 
Virgil Exner, Chrysler styling vice- 
president, describes the rear of the 
Lancer as “clean and uncluttered.” 

The instrument panel] has an 
“open cockpit” design with the in- 
struments housed in a horizontal 
cluster beneath a cowl. 

Pushbutton controls for the heat- 
er and automatic transmission are 

+ * a 





Dedge's New Compect— 


The 1961 Lancer, Dodge's new entry in 
the compact-car field, splashes through a 
water test at the Chrysler Corp. Proving 
Grounds near Chelsea, Mich. The car, pow- 
ered by a slanted, six-cylinder engine, has 
an overall length of 188.8 inches—nearly 
twe feet shorter than the Dodge Dart. 


arranged horizontally on sculptur- 
ed facings that extend outward 
from the steering column in a 


winged motif. 


The panel slants sharply from 
M,|the base of the windshield and 
then sweeps forward to provide ad- 
ditional front-seat roominess and 


knee clearance. 

Passenger room also has been 
increased, Patterson said, by 
lengthening and narrowing the 
transmission and placing it far- 
ther forward so that more of it 
is in the engine compartment. 


On the engineering side, Lancer 
has an alternator instead of a con- 
ventional generator. This feature 


was introduced on Valiant last fall 


and has been extended to the en- 


tire Chrysler Corp, line for ’61. 
According to Dodge, the alterna- 

tor saves money by prolonging bat- 

tery life and minimizing cold 


weather troubles and by keeping 


the battery adequately charged. 

Dodge said the light weight of 
such major components as the al- 
ternator, transmission, clutch and 
torque converter contributes to the 
Lancer’s economy of operation. 

These parts make extensive use 
of aluminum, as do the pistons, 
water and oil-pump housings, 
water-outlet elbow and distributor. 

Like other Chrysler Corp. cars, 
Lancer has Unibody construction 
and Torsion-Aire suspension, 


Patterson noted that the new 
compact has nearly 100 pounds 
of silence built into it in the 
form of rubber, jute, fiberglass, 
resin, spray and other sound- 
deadening materials. Extensive 
use of aluminum counterbalances 
these weight additions, he said. 
The Lancer has a 13-gallon gas- 

oline tank and a four-quart crank- 
case (five quarts with oil filter). 
Tire size is 6.50x13, and the car has 
24 cubic feet of usable trunk space. 
Rear-axle ratio is 3.55 to 1 with 
manual transmission and 3.23 to 1 
with automatic, 

Patterson told newsmen that 

small-car purchasers want three- 
way economy—economy of initial 


Foreign Finance Expert 
Retires at Chrysler Corp. 


DETROIT. — Edward W. Salley, 
staff executive for international fi- 
nance in the treasurer’s office of 
Chrysler Corp., has retired after 
46 years of service with the com- 
pany and its predecessor, Maxwell 
Corp. 


A recognized authority in the 
field of export finance and foreign 
credit, Salley joined Maxwell’s ac- 
counting department on Aug. 13, 
1914, while he was attending night 
— at Detroit Business Univer- 
sity. 


New Passenger-Car — All States for oe oe 








cost, economy of service and econ- 
omy of operation. But he declared 
that small cars offering economy 
alone will not attract the greatest 
number of buyers. 

“Our consumer surveys indicate 
that the majority of prospective 
compact-car buyers are not inter- 
ested simply in basic, stripped- 
down transportation,” he said. 

“They want a car that is family- 
sized with plenty of luggage space. 
They want a car that gives its pas- 
sengers maximum safety on the 
highways and turnpikes. 

“They want a car that has 
smart, distinctive styling. They 
want a car that is comfortable, 
quiet and pleasant to drive. 

“We think a great many Ameri- 
can motorists want the opportunity 
to buy such a car,” Patterson de- 
clared. “It’s a big bill for any au- 
tomobile manufacturer to fill. But 
we are convinced that we have fill- 
















Truck istrations by states are 
eased as compiled 
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‘59 

Texas ‘S| " 
‘59 

Washington ‘60 | 
‘59 

All States ‘60 90 

For July ‘59 80 

Year ‘60 699 

To Date ‘59 633 




















Dodge ‘Unveils’ 1961 Lancer— 


This is a phantom view, line drawing of the 1961 Dodge Lancer. The chassis com- 





ed it—and we believe the Lancer ponents are said to be designed to provide the best in road handling, controlability 
will set new high standards of and economy. The slanted, six-cylinder engine offers the proper weight distribution 
value in the compact-car market.” for desired control and stability, according to Chrysler Corp. engineers. 


New Commercial-Car Registrations, 


All States for July, 1960-1959 
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Ee _ ses See sas _ 


in Delaware Valley’s suburbs, 
The Daily Inquirer 
reaches 30% more 
adult readers than the 
major evening 
newspaper !* 


30. 


The suburbs account for 58% of the market's 
population. Here's the sales score: 





Percent of 

Total Market 
..¢ er 61% 
Food Store Sales... 6 oui ewes 65% 
Automotive Sales .............¢. 71% 
Drier Store Gales... we ceca ss 59% 
Gasoline Station Sales ........... 75% 
Lumber & Building Supplies ....... 76% 
Furniture & Appliance Sales ....... 61% 


If you want to sell more where they're buying more—put your advertising in The Inquirer! 


*Source: “Philadelphia Newspaper Analysis’ by Sindlinger & Company Inc. Highlights available on request. 


Good Mornings begin with The INQUIRER 


The Philadelphia Inquirer for 1,433,000 adult daily readers 





LOS ANGELES 
FITZPATRICK ASSOCIATES 
3460 Wilshire Boulevard 
Dunkirk 5-3557 









SAN FRANCISCO 
FITZPATRICK ASSOCIATES 
155 Montgomery St. 
Garfield 1-7946 








DETROIT 
RICHARD |. KRUG 
Penobscot Bidg. 

Woodward 5-7260 


CHICAGO 
EDWARD J. LYNCH 
20 N. Wacker Drive 
Andover 3-6270 







NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 
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Highways and Safety .. . 
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3,450 Deaths in July 
Near Alltime High 


CHICAGO.—Traffic accidents 
across the nation claimed 3,450 
lives in July, the National Safety 
Council reports. 

This was 200, or 6 percent, more 
than the 3,250 highway deaths re- 
corded in July last year. It was the 
second biggest July toll on record, 
exceeded oniy by 3,555 deaths in 
July, 1956, 

The heavy toll in July brought 
traffic fatalities to 20,540 for the 
first seven months of this year— 
one percent more than the 20,350 
deaths in the same period last 
year. 

The Council estimated that 750,- 
000 persons suffered disabling in- 
juries in the seven-month period. 

Motor vehicle travel is up 3 per- 
cent so far this year, the Council 
estimated. This, coupled with the 
one percent increase in traffic 
deaths, produced a mileage death 
rate (number of traffic deaths per 








100 million vehicle miles of travel) 
of 5.0 for the seven-month period— 
lowest on record for that period. 
The rate for the same period last 
year was 5.1, 

July was the fourth straight 
month to bring an increase in the 
traffic death toll. Increases averag- 
ed 5 percent for the four months. 

At least half of the July in- 
crease, the Council pointed out, 

was due to the fact that there 
were five weekends in July this 
year against four last year. 

Of the 49 states reporting to the 


Schools Get Jacobs Cars 


Clifford Jacobs Motors (Ply m- 
outh-DeSoto), Cincinnati, delivered 
10 Plymouths to the Cincinnati 
Board of Education for use as driv- 
er-training vehicles in the city’s 
high schools. 





Council, 21 had fewer deaths in 
July than in July a year ago, one 
reported no change and 27 had in- 
creases. 

For seven months, 23 states 
showed decreases, one reported no 
change and 25 had increases. 

* of 2 


Infrared Detector 
Is Developed 
To Control Traffic 


An infrared traffic detector de- 
signed for in-minutes installation 
and easy mobility from one location 
to another to cope with changing 
traffic patterns has been introduced 
by the Heiland Division, Minneapo- 
lis-Honeywell Regulator Co. 

Company engineers said the de- 
vice—called the Traffitrol Detector 
—offers wide flexibility to traffic 
engineers and law enforcement of- 
ficials in studying and controlling 
traffic. It can be connected with all 
types of existing traffic control 
boxes and central computers to ac- 
tuate semaphores in accordance 
with traffic flow. 

The use of infrared techniques, 
engineers said, makes the device 
highly accurate, virtually foolproof, 


SAFETY 
FIRST 


for our 
school children 


This has been provided in the new 
Kelsey-Hayes “Three-Way Safety 
Brake System.” Now in public 
school bus fleets, it provides three 
extra safeguards against possible 
braking failures. 


Universally designed for all buses, 
this latest product of Kelsey-Hayes 
research and development is now 
available for buses, trucks and 
passenger cars. Kelsey-Hayes 
Company, Detroit 32, Michigan. 


KELSEY 
HAYES 
CGOMIPRAINIYT 


Automotive, Aviation and Agricultural Parts 
Hand Tools for industry and Home 


18 PLANTS: Detroit and Jackson, Michigan; 
Los Angeles; Philadelphia and McKeesport, 
Pennsylvania; Springfield, Ohio; New Hartford 
and Utica, New York; Davenport, lowa; 
Windsor, Ontario, Canada, 








excavating pavement as is required 
for magnetic or pressure-plate traf- 
fic detectors, the company said. 

It was explained that the Traf- 
fitrol Detector can be mounted eas- 
ily on utility poles, sides of build- 
ings or any other convenient loca- 
tions up to 50 feet from the road- 
way. It is positioned so that an 
infrared beam projects downward 
onto the traffic lane or lanes. The 
beam is reflected from the pave- 
ment back into a receiver lens. 
When vehicles break the beam, 
they are detected and counted. 

Engineers said a single lane of 
traffic can be monitored or the 
Traffitrol Detector can be position- 
ed to regulate traffic lights on a 
multi-lane street. 

* * * 


Virginia Finds 
Levelling Trend 


For Inspections 


Capt. R. B. King, Virginia state 
police safety officer, says Virginia’s 
year-round automobile inspection 
program, still less than two years 
old, “is levelling out much faster 
than we had anticipated. 

“When the program began in 
January, 1959,” he continued, “I fig- 
ured it would be five years before 
roughly the same number of ve- 
hicles were examined each month. 
Now, I believe it should take less 
than three years. 

“The goal is to have about 250,- 
000 vehicles inspected each month. 
There are about 1,500,000 vehicles 
licensed in Virginia and each must 
be inspected twice a year. Under 
the eld system, each was inspected 
between May 1 and June 15 and 
again between Oct. 1 and Nov. 15. 
Now there’s a year-round program 
—with required inspections six 
months apart.” 

Indicating that motorists have co- 
operated, King cited these figures: 
In June, 1959, there were 418,816 
inspections; in June, 1956, there 
were 291,968 inspections. 

He went on to say that it’s con- 
venient, although not necessary, to 
get a car inspected more than 
twice a year. For example, a car 
might have been inspected in April. 
But the owner plans a long vaca- 
tion drive in August so he gets an- 
other inspection. Then, he won’t be 
due again until February. 


ASF Receives 
$47,000 Grant 
From Old APMA 


WASHINGTON. — The Automo- 
tive Safety Foundation announces 
receipt of a special contribution of 
$47,000 from the former Automotive 
Parts Manufacturers Assn. to as- 
sist it in carrying on its public 
service program. 

The parts association recently 
determined to dissolve, and in so 
doing members voted to contribute 
one-half of its remaining net assets 
to the Foundation to advance its 
activities in support of safer high- 
way transportation. 

This action is in keeping with 
a policy of the parts and accesso- 
ries industry, which in 1937 joined 
with leaders in automobile manu- 
facturing in establishing the Foun- 
dation as a non-profit, research and 
educational agency to work for 
traffic safety and better highway 
facilities. Currently, ASF is sup- 
ported by more than 600 companies 
and industry associations, 

Board members of the APMA 
who initiated and approved the 
special contribution to the Founda- 
tion included: 

Neil D. Ely, Young Spring & 
Wire Co., Detroit; H. L. Pierson, 
Dura Corp., Oak Park, Mich.; J. E. 
Martin, Dana Corp., Toledo; Joseph 
A. Anderson, AC Spark Plug Divi- 
sion, Flint; E. G. Budd jr., The 
Budd Co., Philadelphia; R. C. In- 
gersoll, Borg-Warner Corp., Chica- 










An Eye on Traffiic— 

An infrared traffic detector, top fore- 

ground, keeps an eye on traffic at a Den- 

ver intersection. The easily mounted de- 

vice aids traffic engineers in studying and 
controlling vehicular traffic. 
oe Ce 


and able to detect and count cars 
travelling up to 80 miles an hour. 
Measuring only 8% by 8% by 9 
inches and weighing 18 pounds, the 
detector can be installed without 


go; W. G. Laffer, Clevite Corp., 
Cleveland; A. J. Mummert, Mc- 
Quay-Norris Mfg. Co., St. Louis, 


and George Spatta, Clark Equip- 
ment Co., Buchanan, Mich. 
Ellsworth Elected 
IDAHO FALLS, Id.—Officers 
elected and installed for the com- 
ing year by the Idaho Falls Auto 
Dealers Assn. include Fisher Ells- 
worth, president; Dell J. Giarar- 
dell, vice-president, and Bill Sayer, 
secretary-treasurer, 
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Capsule Reports... 


Auto News in Brief 


rule on constitutionality, but could 
decide only whether the tax com- 
missioner’s judgment was reason- 
able and fair. 





MARSHALL, Mich.—A 27,000- 
square-foot addition to Eaton Mfg. 
Co.’s Pump Division here has been 
completed, increasing operating 
area by 20 percent. 

The $450,000 plant expansion, it 
was said, was necessitated by the 
added production of three new 
automotive products—a differential 
to minimize slippage of cars and 
trucks on slippery pavement or in 
mud; the Visco-Drive, a fluid cou- 
pling designed to increase efficiency 
of cooling systems and reduce fan 
noise, and a power-steering pump 
driven by the crankshaft. 

* ok 




















St. Louis Personnel Win 


Trip in Chevy Sales Drive 


ST. LOUIS. — In recognition of 
sales achievements during a spring 
campaign, Chevrolet wholesale per- 
sonnel in the St. Louis zone re- 
ceived a four-day trip to White 
Sulphur Springs, W. Va., where they 
met top Chevrolet officials. 

It was the first time that the St. 
Louis zone had been a winner in a 
national sales campaign, according 
to V. D. Daniels, St. Louis zone 
manager who headed the group. 

~ ok a 


Sales-Training Slide Films 


Developed for L-M Dealers 


DEARBORN.—An all-new series 
of 15 basic sales-training slide 
films, titled “The Lincoln-Mercury 


Bocar Distributorship 


Is Set Up in Saginaw 
SAGINAW, Mich.—A distributor- 
ship for the Denver-built Bocar, a 
dual-purpose sports car, has been 
formed here to handle sales east of 
the Mississippi River. 
The firm, Winston Co., 2007 S. 


Sales Council Film Library,” has 
been developed for dealers by Lin- 
coln-Mercury. 

Robert F. Williams, marketing 
training manager for Lincoln, 
Mercury and Comet, said: “These 
slide films pinpoint for a salesman 
how to achieve success with time- 
less selling principles which will 
be effective for years to come no 
matter how the market or models 
change. Emphasis throughout the 
series is on developing the ‘sales- 
ability’ of the salesman,” Williams 
said. 

* cg * 
Chicago Spring Makers 
Plan October Meeting 


CHICAGO. — The Chicago Assn. 
of Spring Manufacturers will hold 
its second technical meeting and 
product show Oct. 25-27 at the Mor- 
rison hotel. 

A program of seminars has been 
arranged. The show will be open 
from noon until 10 p.m. daily. 

ea * 


Ford Plans to Modernize 


Coke Ovens at Rouge 

DEARBORN. — Ford Motor Co. 
announced a long-range moderniza- 
tion program for its coke ovens at 
the Rouge plant here. 








“Tl do the smiling around here, 
Fenwell.” 


ccc 
ger, Steel Division, said the work 
eventually will involve 183 of the 
company’s present 220 units which 
produce coke fuel for use in Ford’s 
iron-refining blast furnaces und in 


neering plans are completed, he 
said. Work will continue over a 
period of several years as various 
batteries are rehabilitated. 

+ * * 


Sparton Holds Open House 


At New Horn Plant in Illinois 


FLORA, Ill. — Several hundred 
residents of Southern Illinois at- 
tended the formal open house at 
the new Sparton Corp. plant in 
Flora. 

The facility, to be owned and 
operated by Sparton Mfg. Co., a 
wholly owned subsidiary, will be de- 
voted to the production of a newly 
designed auto horn. 

* * * 


Firestone Set to Open 


Four New Plants 


AKRON. — Firestone will open 
four new plants in the next few 
months, and plans are under way 
for building a new synthetic rubber 
producing plant in Port Jerome, 
France, and a three-plant synthetic 
rubber complex in Bareilly, India. 

The new installations now near- 
ing completion are a plant in 
Orange, Texas, to manufacture 
Coral and Diene rubbers; a nylon 


foundries. The coke-oven project| producing plant in Hopewell, Va., 


will get under way as soon as con- 


Stanley J. Gillen, general mana-| tracts have been awarded and engi- 


and tire plants in Calgary, Alta, 
and Bethune, France. 


Michigan, is operated by Max D. 
Winston and his son, John. 
* * * 


Record Tire Shipment 


Clears Great Lakes Port 


AKRON.—A _ 230,000-pound ship- 
ment of tires, largest of its kind 
through a Great Lakes port, left 
Erie, Pa. for Kherashahr, Iran, re- 
cently. The consignment of some 
3,000 tires of various types and sizes 
was shipped by Goodyear Tire & 
Rubber Co, aboard the American 
flagship Transunion. 

On the 9,000-mile trip, the Trans- 
union travelled through the St. Law- 
rence Seaway, the Atlantic Ocean 
and the Persian Gulf, via the 
Suez Canal. 














* * 
Beach-Combing Tractors 


‘Float’ on Terra-Tires 
AKRON. — Terra-Tires, rotund 
pathmakers through jungles and 
over mountains, have taken to the 


beach. 
Los Angeles County, Calif., is 





a 


Childers Ca 


with colorful Panorama Trim give your lot 





using three Ford diesel tractors 


equipped with Terra-Tires built a commanding look of stability and permanence. Si 


letters can be attached. A carnival-gay day or night 
showcase. Childers Carports also available in other 


A egg a ee et 


by Goodyear Tire & Rubber Co. 
to clean and maintain 12 miles of 
beaches. The tractors pull huge 
rakes which literally “comb” de- 
bris from the beaches. 

* * oa 


New Office for Buick 

MINNEAPOLIS.—Buick is going 
to build an office building at 5738 
Olson Highway in suburban Golden 
Valley. The building will measure 
60 by 70 feet. It will be located 
near the General Motors Training 
Center here. ‘ 









New Minneapolis Depot 


Started by Goodyear 

MINNEAPOLIS, — Goodyear 
has begun construction ona 
45,000-square-foot district office 
and warehouse in suburban St. 
Louis Park. 

The new building will replace 
the firm’s outmoded office and 
storage facilities which had been 
leased in the Northwest Terminal 
since 1927, Goodyear has pur- 
chased 3% acres of land in the 
Belt Line Industrial Park. The 
firm will build the warehouse, 
sell it to an insurance company 
and then lease it back, a spokes- 
man said, November completion 
is scheduled. 

oa 
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$10 City Tax on Autos 


Challenged in Tennessee 


TULLAHOMA, Tenn. — A court 
order has restrained the city from 
collecting a $10 tax on autos pend- 
ing an appeal of a suit challenging 
the legality of the tax. 

The restraining order was by 
Tennessee Supreme Court Justice 
8S. L. Felts. 

* * ” 


Ohio Tax Board Upholds 


$258,798 Riss Assessment 


COLUMBUS. — A $258,798 axle- 
mile tax assessment against Riss 
& Co., Kansas City, has been upheld 
by the Ohio Board of Tax Appeals. 

Riss claimed the tax was uncon- 
stitutional and violated reciprocal 
agreements between Ohio and other 
states. The board said it could not 
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trim styles. (See photos below.) 





Bawden, 


Now! Make Your Lot A Profitable 365-Day ‘Showroom’ 
With Childers Carports That Pay For Themselves 


By slashing expensive clean up costs and light bills, eye-catching 
Childers Carports easily save you their small cost of as little as 5c per car per day! 


For their beauty alone, Childers 
Carports are one of the best invest- 
ments you can make to increase sales 
and profits. 

But Childers Carports do far more 
than turn an ordinary-looking lot into 
an inviting, exciting outdoor showroom. 


Childers Carports actually pay for 
themselves in savings on clean up costs 
and light bills. 


Clean Your Cars Only Once 

Childers Carports shield your cars 
from rain, sleet, snow and dust. As a 
result, you often clean your cars only 
once before they’re sold. 

The money you now spend to wash, 
clean and wax your cars over and over 
again can quickly amount to more than 
the small cost of your Childers Carports. 


Cut Light Bills Up To 50% 


At night, when most car buyers are 
looking, Childers Carports concentrate 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 


Take advantage of Childers special 
ges plan for car dealers. Pay 
or your Childers Carports in four 
equal monthly payments! 





ro lights directly onto your cars. 
ight bills are cut up to 50%. Profits 
go up. 
Attract More Prospects 

Just look at the photo above and 
you can see why more pros are 
attracted to this outdoor showroom. 
More prospects mean more sales. More 
sales mean more profits. 


Why Dealers Praise Them 


Here are some additional reasons 
why hundreds of dealers in 40 states 
consider Childers Carports one of the 
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ental Trim on Childers Carports adds 
a distinctive a ance to your lot. Trim 
finished in white enamel or factory 
Bonderized—ready to paint! 


Contin 


Choose The Trim That You Prefer: 





Thinline Trim on Childers Carports gives a 


strikingly modern look to your lot. Easy 
to install. America’s lowest cost perma- 
nent outdoor protection! 





best investments any dealer could 
make: 


1. Make every day a selling day. 

2. Let prospects trade in comfort. 

3. Bring higher prices for cars. 

4. Increase turnover. 

5. Lowest cost ‘showroom expansion.” 
6. Easy to move and re-assemble. 

7. Quick, low-cost installation. 


Call Two Dealers, Free! 

Childers will send you a list of 400 
happy dealers who have turned their 
lots into year-round, all-weather show- 
rooms, increased sales and decreased 
costs with Childers Carports. 

After you receive this list, call any 
two dealers. Let them tell you about 
Childers Carports in their own words. 
Send the bill for these calls to Childers. 
You'll be reimbursed promptly. No 
obligation. Mail coupon below, today! 


WE PAY FREIGHT TO ANY 
DEALER IN CONTINENTAL U. S. 


—— == MAIL THIS COUPON ern 


Childers Manufacturing Co., 
Dept. AN-10 

3620 West 11th Street 
Houston 8, Texas 


r 
| 

! 

| 

| 

| Send me complete information and list 
| of 400 dealers who have installed 
| Childers Carports. 

| 

| 

| 

| 

| 
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Firm___ 
Name & 
Title 
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HERE ARE 
HE WINNERS 


in ALCOA’s Auto Dealers’ Aluminum a 


In a nationwide contest that ended June 15, Alcoa asked auto dealers and salesmen 
to tell us how aluminum’s many advantages helped them sell cars. 

Car salesmen all over the country told us things like .. . “Aluminum brakes run 
cooler, don’t fade.”...“Aluminum grilles and trim don’t corrode and always 
stay new looking.”.. . “Lightweight aluminum engines give the car more get- 
up and go.”...“Aluminum transmissions run cooler—reduce useless dead 
weight.”...“Aluminum radiators lighten front-end weight and resist corrosion.” 

. scores and scores of consumer benefits that proved Alcoa® Aluminum does help 
them sell cars. 

And now the judges (Bruce, Richards Corporation—an independent judging organ- 


ization) have decided. Here are the winners... 


5 GRAND PRIZE WINNERS OF A FREE TRIP FOR TWO TO NASSAU 





i 
Charles Mallen George Radeff E. Sahii, Jr. Jack Spencer C. Whipple 
Warren H. Liese, Inc. Seltzer Pontiac, Inc. Sahli Motor, Inc. D & E Motors Earl A. Jensen 
472 River Street 5301 Irving Park Road 1910—7th Avenue 5195 Main Street 1416 Sonoma Blvd. 
Haverhill, Mass. Chicago 41, Ill. Beaver Falls, Pa. Buffalo 21, N. Y. Vallejo, Calif. 
j 






ALCOA ALUMINUM, 


. GIVES EVERY CAR MORE GLEAM AND GO 
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HERE—IN 50 WORDS OR LESS—WHAT YOU TELL ae 
aire NSTOMERS ABOUT ALCOA® ALUMINUM PARTS j 


-——. 
—— 
-— 
_—— 
a ees 
-—— 
-_— 
-—— 








VOUR CUSTONERS ABOUT MOO Sapien of) ia 
WRITE Weng WRITE HERE—iy Lt i aly 
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RETAIL 


Jim Batcheller 
ae Chevrolet : 
2836 West Jefferson, Trenton, Mich. 


Noel Champagne Bob Fuhrman Alvin Neal Saleh Trott 
Fay Motors, Inc. Wagner & Aebersold Courtright Chevrolet Co. Maple Chevrolet Sales" 
10 Willow Street, Massena, N. Y. 290 Park Avenue, Amherst, Ohio 113 South Main St., Sumter, S. C. Greentown, Ind. 


Dante Cianelli 
Frank Palmer Ford 
550 S. Philadelphia Bivd., Aberdeen, Md. 


John Dauplaise 
Chieftain Pontiac, Inc. 
1040 North York Road, Towson 4, Md. 


J. Enan 


400 North Main, Cleburne, Tex. 


Melvin Franz 
Knippel-Selig Ford Company 
256 North 113th St., Wauwatosa 13, Wis. 


H. Hoefert 
Hoefert Brothers, Inc. 
827 East Broadway, Alton, III. 


Jimmy Jackson 
Dutch O'Neal Ford 
3934 Tulane Avenue, New Orleans, La. 


Donnie Johnson 


Norman Namie 
Donora Motor Company 
Ist & Meldon, Donora, Pa. 


Dick Patterson 
Gould Motors, Inc. 
25 North Road, Bedford, Mass. 






B. Schippacasse 
Marc Lance Motors 
17600 Detroit, Lakewood 7, Ohio 


Ralph Shafton é ; 


F Connellsville Motor Sales Hughes Auto Company Knippel-Selig Company 
VALUE 201 E. Crawford Ave., Connellsville, Pa. Hughes, Ark. 7030 W. National Avenue, West Allis 14, Wis. 
$ 9 5 C. Fortner Anita Lang J. Smith 
Steakley Motors, Inc. Lang Buick Suburban Buick, Inc. 
ae 85 Central Avenue, Metuchen, N. J. 3941 California Avenue, Pittsburgh 12, Pa. 


Donald Trees 
Chapman-Meyers Ford i 
297 Jefferson Avenue, Plain City, Ohio 


Ser ee aig + 


Max Tyson 
Cairo Motor rey 
201—Ist Avenue, N.E., Cairo, Ga. 


James Coupe H. Hyde W. Rowe | M. Yager 
Lang Buick ae, Paul Brown Motor Sales Knoxville Buick Company te Pontiac, Inc. 
85 Central Avenue, Metuchen, N. J. 211 South College, Bloomington, Ind. 517 North Gay St., Knoxville, Tenn. 470 Central Avenue, Albany, N. Y. 


100 THIRD PRIZE WINNERS oF A THERMOS PICNICKER 





Hansen-Plymouth 


Courtesy Pontiac 
2 N. Ingersoll, Coos Bay, Oreg. 


E. Burkwist J. Hinton | Bob Salerno Herb Wilson 

Bill Brown Plymouth, Inc, Waldron Pontiac Inc. McVeigh Chevrolet Jerry Scott, Inc. 

1102 West Sprague Ave., Spokane, Wash. 360—9th St., North, St. Petersburg, Fla. 676 West Merrick Road, Valley Stream, N. Y. 3440 Main, Kansas City, Mo. 
Alfred Buss, Ill Al Hundt Jack Sammons J. Youn 


Tri City Motors, Inc. 
420 West Foothill Bivd., Monrovia, Calif. 


Ray Chapman J. yeas Myron Samson Ray tana 
Downtown Oldsmobile Co. city tor Company North Florida Motor Co. Gilsdorf Motor Company 
301 Highway, Dillon, S. C. 605 Riverside Avenue, Jacksonville, Fla. 19 E. First St., Fond du Lac, Wis. 


1100 Main Street, Jacksonville 6, Fla. 


oA Sea as: IT 


1137 Sylvania Avenue, Toledo 12, Ohio 


Duckler Motors Inc. 
1309 South 70th St., West Allis 14, Wis. 


Al Hundt Motor Compan 
2797 S. Kinnickinnic, Milwaukee 7, Wis. 


tang ial be 
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W. Broadway Ext., Red Lion, Pa. 


Emil Denemark, Inc. 
3860 W. Ogden Avenue, Chicago 23, III. 


Van Ness Buick 
P.O. Box 144, Green Cove Spgs., Fla. 


E. Schmeeckie 
Clemens Chevrolet Co. 
Box 414, Bridgeport, Nebr. 


Al Coop _ Charles Ingham h Schmitz 
RETAIL VALUE —O’Mara Pontiac Eberly Buick qoemes Sees 
104 East 4th, Hutchinson, Kan. 20 South State St., Ephrata, Pa. Quin W. Wisconsin Ave., Milwaukee 8, Wis. 
Willard Da Marlin Johnson Robert 
; $1450 Woudenberg Pontiac Stansbury Buick , Archer Motor Co. ine, 
D me a 733 West Main, Mesa, Ariz. 234 East 17th St., Costa Mesa, Calif. 350 Monroe Ave., Rochester, N. Y. 
E Dick Delecke Gerald Jones Leo Sherman 
: Woody Pontiac Sales : Whitfield Motor Company Glen Campbell Chevrolet 
a 12140 Joe Campau, Hamtramck 12, Mich. 14-16 N. East St., Fayetteville, Ark. 5110 Main Street, Williamsville 21, N. Y. 
ee Dan DuPree William Krebs Jane Smith 
“a C. A. Trussell Motor Co. Krebs & King, Inc. Interboro Chevrolet Co. 
ri Pulaski Street, Athens, Ga. 611 Butler Street, Etna 23, Pa. 135 S. Chester Pike, Glenolden, Pa. 
mf John Elkins ivan Lafayette 
¥ Don Liners \ Gammill Chevrolet Company Highland Motor Sales, Inc. war on tleeate ss 
ms (v2 6th & Cass La Crosse, Wis P.0. Box 192, Eupora, Miss. 196-50 Northern Bivd., Flushing 61, N. Y. 4471 West Adams Bivd., Los Angeles 16, Calif. 2 
4 t . b WS. William Ellis W. La Motte Richard Stambaugh : 
sf D. Allen Banham Olds. Inc. Grimm's Garage, Inc. Valley Pontiac, Inc 


Main Street, Cobleskill, N. Y. 





; ore Serene, Cereend, Ge. Byron Erkenbrecher, Ii! Elmer Lan h Morris Stein 
' Frank Anderson Erkenbrecher Chev. Buick Emil Denemark, Inc. E. Koeppel, Inc. 
? Sir Walter Chevrolet Co. 408 East F Street, Oakdale, Calif. 3860 Ogden Avenue, Chicago 23, Ill. 162-19 Hillside Ave., Jamaica 32, N. Y. 
Lenoir at McDowell St., Raleigh, N.C. Ira Ernst W. Lee E. Sterling 
W. Anderson Holmes Tuttle Ford Escambia Motor Company Steitz Buick 
: Sir Walter Chevrolet Co. 800 East Broadway, Tucson, Ariz. 122 West Chase St., Pensacola, Fla. 333 Abbott St., Salinas, Calif. 
$ Lenoir at McDowell St., Raleigh, N. C. Ed Fant George Lucas, Jr. Robert Stover 
James Anthony Ed Fant Buick Woodbridge Auto Sales John Mach Ford Sales 
Baker Auto Company 1201—24th Street, Bakersfield, Calif. 475 Rahway Avenue, Woodbridge, N. J. 117 W. Main Street, Northville, Mich. 
Hoxie Four Corners, Warwick, R. |. feos Spsher Robert Lynch Don Suhr, Jr. 
jack Forest, Inc. urner , Inc, 
Mason Armstrong 8023 Queens Bivd., Elmhurst 75, N. Y. 15103 Kercheval, Grosse Pointe Park, Mich,  suht,totor Company 
S701 N. Broadway, Chicago, II rson Francis William Main aaa 
aids ee xville Buick Company Roy E. Hardy, Inc. Midtown Motors: Inc 
— Pontiac, Inc 517 North Gay Street, Knoxville, Tenn. 917 East Genessee, Saginaw, Mich. 611 Phoenix Street, South Haven, Mich. 
470 Central Avenue, Albany, N. Y. Seymour Frankel Arthur Miller Hugh Swathwood ; 3 
F ’ Stanley Motors S. & R. Lincoln-Mercury Davis Auto Company, Inc. . = 
Sette Boker 1 817 Springfield Avenue, Irvington, N. J. 638 Sunrise Hwy., Rockville Centre, N. Y. 312 East Main Street, Fort Wayne, Ind. Zz 
964 N "Mie nian 'N E Mi tents Ga Robert Funk Tom Nichols Richard Teter if 
‘a rate eit Yoder Motor Company Robert H. Holmes, Inc. : Euclid Ford Company Z 
aes Sener Sidney, Mont. 170 W. Michigan Ave., Battle Creek, Mich. 495 East 185th Street, Cleveland 19, Ohio : 
; ; Donald Garner John Nicol : 
110 N. Sycamore St., Harrison, Ohio San Garner Chevrolet Cortese Olds _ elt Plat 
Larry Borie 1401 Main Street, Saxton, Pa. 600—23rd St., Richmond, Calif. 15103 Kercheval, Grosse Pointe 30, Mich. : 
we LESMOoNe, INC. : Jack Gehringer Ted Parianos ® 
2900 Mayfield Road, Cleveland Hts., Ohio Roy E. Hardy, nee Soha Was Pontier oon - checy Dyke : 
William Black 917 East Genessee, Saginaw, Mich. 2829 El Cajon Bivd., San Diego 4, Calif. Main Street, Middleburgh, N. Y. < 
Eastham Chevrolet Co. James Goudeau Jesse Parnell Robert Verzak € 
548 B Street, S. W., Ephrata, Wash. Hub City Motors, Inc. John J. Hayes Motor Sis. Inc. Emil Denemark, Inc. } 
Art Boehike 324 West Vermillion St., Lafayette, La. 242 Merrick Road, Rockville Centre, N. Y., 3860 Ogden Avenue, Chicage 23, III. : 
Yager Pontiac, Inc. Graham Grant M. Patrick Jack Walker x 
me 470 Central Avenue, Albany, N. Y. Florida Dodge-Chrysler Inc. Krell Buick Inc. Walker Motor Sales . 
ae E. Brands 1700 North Dixie, W. Palm Beach, Fla. 1095 East Colorado, Pasadena, Calif. 803 S. Ludlow Street, Dayton 2, Ohio $ 
ee John Van Benschoten, Inc. se ere rey oscapen oes Caeereee jack Wall 
poe an ee Pane, SX. 23055 Woodward Ave. Ferndale 20, Mich. 25 North Road, Bedford, Mass. S70 South Maks St. Salt Lake City 2, Uteh ; 
Vero Beech adilac Co. Haut Chevrolet Compan Panport _ ‘ oe . o erase * 
x 
ccndaiie ae Vere Beech, Fis, 3209 West North Ave., Milwaukee, Wis. 2419 Magnolia Ave., Port Neches, Tex. $40 Main, Longmont: Colo. f 
RAMEN William Hane E. Rea, Jr: H é 
Johnnie's Rambler Sis. Serv. iter. ° enry Wechter : 
O76 Cinematels Hew. West Coldwell, W. 5. 1908 East Douglas, Wichita 14, Kan, Jackson Highway, Shefield, Ale, Cross Plaine, Wa i 
James Brown, Jr. Derald Hatcher S. Reece Tom White a 
Kendall Motors Deraid Hatcher, Inc. Chapman-Meyers Ford White Chevrolet i 
324 South Broadway, McComb, Miss. 132 Ashman Circle, Midland, Mich. 297 Jefferson Avenue, Plain City, Ohio 65 South Monroe, Coldwater, Mich. 
W. Brownin Charles Henschen W. Reithmiller Joe Williams ‘ 
Arch Browning, Inc. ‘ Henschen Motor Company Suburban Buick, Inc. Nashville Motors Z 
570 South Main Street, Salt Lake City, Utah 906 S. Union Ave., Alliance, Ohio 3941 California Avenue, Pittsburgh 12, Pa. 1101 Broadway, Nashville, Tenn. 2 
Fred Brumbaugh Bill Hensley Otto Safranek J. Willis 


Minton Chevrolet Co., Inc. 
Box 120, Logan, W. Va. 


Youn, Lingoin-Merc-Comet 
199 Pleasant Ave., St. Paul 2, Minn. 
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Catching the eye... in National Magazines 
at Auto Shows...in Dealer Showrooms... 


CITROEN 


THE WORLD’S 
MOST COMFORTABLE CARS 

















Sn ee eels Soci neeeensrereeet apieeieeee tae eT 


In the automotive market today only the car that offers 
exclusive features and quality engineering will remain a 
profit maker for the dealer. 


; Only a factory organization can maintain high standards in 
} both their technical supervision and their advertising pro- 
gram. With Citroen, the factory is here to help the dealer. 


et 





With the addition of the 8 passenger Station Wagon and the 
“Prestige” Limousine, the Citroen potential for a wide profit 
has never been better. Future additions to the Citroen line 
will give the dealer a wider price range. 


Citroen gives its Dealers every advantage; delivers a wide 
margin of profit, requires only a minimum stocking of tools 
and parts, provides a free Service School for mechanics (with 
mobile service units to call on you), supports you with na- 
tional-local advertising, and sets you up with a liberal initial 
promotional allotment, and a great variety of literature. 


AN AUTHORIZED CITROEN DEALER FRANCHISE 
MAY STILL BE OPEN IN YOUR AREA 


It pays you to get all the details by 
mailing this coupon today! 


Direct Factory Branches of S. A. Andre Citroen, Paris, France 


300 Park Avenue, New Yo 
8423 Wilshire Blvd., Beverly Hills, California 


GENTLEMEN: Please send me full details on obtaining an authorized Citroen 
Dealer Franchise. 
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Compacts Hailed for Economy 


Compact cars passed economy 
tests in North Carolina and Penn- 
sylvania with flying colors. 

“Our test cars are getting up 
to 22 miles per gallon, and next 
year we hope to add more com- 
pact cars,” said Howard Eaves, 
who runs the North Carolina 
state motor pool, 

The state bought six Studebaker 
Larksgs in 1959 for experimental 
purposes and purchased 20 more 
recently. Eaves said he is thinking 
in terms of a fleet of 60 or 75 com- 
pacts next year. 

The State of Pennsylvania re- 
ported similar results in its check 
of the operating economy of the 
smaller cars. 

In a study of the mileage of 15 
cars for 30 days, the Property and 
Supplies Department said it found 
that one compact model rolled up 
nearly twice as much mileage on a 
gallon of gasoline as did a standard 
car. 

The state said the drivers rec- 
ommended the compacts because of 
ease in parking, usefulness on local 
trips and ag vehicles particularly 
suited for welfare-case workers. 

Andrew M. Bradley, secretary 
of property and supplies, said the 
state has 92 compacts in 
operation, has let contracts for 
purchase of 118 more, and will 
seek bids on an additional 60. 

In Mishawaka, Ind., the city’s 
loyalty to “local industry” cost tax- 
payers an extra $1,209 in switching 
to five Larks for use as police 
cruisers. 

Each new car had to be equipped 
with $160 car-top siren. Sirens were 
located under the hoods of the 
standard vehicles and usually were 


Harrison Sees 
Record Year for 


Air Conditioners 


LOCKPORT, N. Y. — New air- 
conditioner sales and production 
records are anticipated this year by 
General Motors’ Harrison Radiator 
Division, which produces the units 
for all GM car divisions. 

Edward J. Reilly, general sales 
manager, said that in the model 
year just ending, Harrison expects 
its output of car air conditioners to 
top the 300,000 mark for the first 
time. 

The new milestone will be about 
18 percent greater than the 255,535 
units built in the 1959 model run, 
he added. 

The 1960 model showing would 
have been even better had it not 
been for the steel strike last fall, 
which forced a curtailment at Har- 
rison, he added. 

Preparing for an anticipated 
stronger demand for air condition- 
ers, Harrison is building a huge 
new plant containing some 200,000 
Square feet of space to be devoted 
to the manufacture of the air con- 
ditioners, Reilly said. A 180,000 
square-foot warehouse also is being 
constructed. 

Reilly said Harrison is the world’s 
largest producer of auto air con- 
ditioners. 


Auto Sales Top 
$54 Million in 


Greensboro Area 


GREENSBORO, N. C.—The 
eighth annual report on the Greens- 
boro market has been released by 
the Greensboro News and Record, 
detailing the size of the auto mar- 
ket in the area. 

Figures supplied by Sales Man- 
agement put 1959 sales of auto 
dealers and related retailers at 
$54,378,000 in the Greensboro area. 
The newspapers noted that the 
total was higher than that reported 
for 14 larger metropolitan areas. 

The Sales Management figures 
showed that automotive sales in the 
Greensboro area increased by $14,- 
981,000 between 1954 and 1959. The 
gain was greater than that posted 
in 24 larger metropolitan areas, the 
newspapers noted. 

The Greensboro area’s automo- 
tive sales last year placed it 24th 
among the metropolitan areas of 
the South and 108th on the list of 
all areas, 


switched to the new units when re- 
placed. The Larks were too com- 
pact to permit installation of the 
sirens under the hood. 

The cars were bought from 
Brook Motor Sales, Inc., for 
$4,859.05, including five Chevrolet 
tradeins. The low bid, $4,450 by 
O’Neil Ford, Inc., was rejected be- 
cause “we wanted to support local 
industry” (Studebaker-Packard in 
South Bend), said Mayor Joseph 
Canfield. 

Viiet Street Motors, Inc., Wau- 
watosa, Wis., received a $122,824 
order for 56 Lark Marshall police 
cars for the Milwaukee Police De- 
partment, They are the first such 
cars used by this police force. 

Sixteen compacts were among 
81 vehicles ordered by the City of 
Cincinnati for $147,976, according 
to John Kreig, purchasing agent. 

The contracts were awarded to 
the following Cincinnati dealers: 

Lou Bauer, Inc., two Falcons and 
11 Fords, $27,471; Goodwin Broth- 
ers, Inc., two Dodges, $3,484; Lenox 
Motors, Inc., two Valiants and 42 
Plymouths, $82,508; Robert-Morris 
Chevrolet Co., two Corvairs and 10 
Chevrolets, $22,297, and Russell Mo- 
tors, 10 Larks, $14,945. 

Salt Lake City’s Mayor J. Brack- 
en Lee has announced that the city 
will buy 110 vehicles for the Public 
Safety Department late this year, 
discontinuing the policy of leasing. 

“If it’s good business for a com- 
pany to buy the autos and lease 
them to the city, then it must be a 


good business for the city to own 
its own vehicles,” he said. 

In Phoenix, Camelback Rambler 
City received an order for three 
Ramblers at $1,547 for use in the 
city’s high schools. 

Eighteen Falcons are being 
placed in service in the Arlington 
(Va.) County government fleet. The 
cars were purchased for $1,541.59 
each, according to Edgar C. Smith, 
county finance director. 

The Vermont State Purchasing 
Division has announced the pur- 
chase of eight more compacts — 
six for the Forest & Parks Depart- 
ment and two for the Fish & Game 
Service. Birchard Auto Sales, Inc., 
Lyndonville, got the order for six 
at $6,270, while the other two were 
bought from Davis Bros, Garage, 
Windsor, and Walker Motors, Inc., 
Montpelier. 

Poinsatte Motors, Inc., Fort 
Wayne, Ind., recently turned over 
70 new Plymouths to the Indiana 
State Police, bringing to 120 the 
number it has delivered to this 
enforcement agency this year. 

In Santa Fe, N. M., Sanco Mo- 
tors received an order for 10 Ford 
squad cars for the State Police. 
The bid was $2,296 per car. 

Stovall Motor Co. has delivered 
35 Ford Fairlane four-door sedans 
to the Denver Police Department, 
and Guy Chevrolet Co., Artesia, 
N. M., has received an order for 
seven Chevrolets for the Sheriff's 
Department. —JoHN E, WALSH 





11 Dealers Support Rules... 


Ad Code Adopted in Boise 


BOISE, Id.—Eleven members of 
the Boise Automobile Dealers Assn. 
have adopted a “Code of Ethics for 
Advertising” which they have pub- 
licized in a six-column, three-quar- 
ter page advertising layout in local 
newspapers. 

The code is signed by Ander- 
son Buick, Boise Import Cars, 
Cole Oldsmobile Co., Dufresne 
Auto Co., Gem State Motors, 
Hessing-Thurber Motors, Larry 
Barnes Chevrolet, Peterson Motor 
Co., Roy G, Davidson Co., Miller- 
Stephan Pontiac-Cadillac Co. and 
Wiehle Motor Co, 

A spokesman said the code is 
“for the betterment of the automo- 
tive industry and to improve rela- 
tions by instilling confidence and 
integrity.” The code states that 
“any infraction thereof shall be 
brought to the attention of the ex- 
ecutive committee.” z 

The following 22 points are cov- 
ered under the code: 

1. Statements should be clearly 
set forth and based upon facts. 

2. Bait advertising and selling 
practices shall not be used. 

3. All new cars shall be advertis- 
ed at factory label price, F.O.B. 
Boise. 

4. Price also shall be identified 
by stock number sticker, make, 
year, model, special equipment, 
ete. 


5. Such phrases as “as low as, 
from, etc.” are banned in connec- 
tion with price. 

6. Specific claims of savings shall 
not be used, 

7. Downpayments shall not be 
stated so as to give the impression 
they are the selling price of the 
car. 

8. No specific price shall be 
stated in an advertisement as an 
offer for a tradein if contingent 
upon condition of buyer’s car. 

9. Phrases such ag “no finance 
charge, no carrying charge” are 
not to be used when there is a 
charge for placing the transaction 
on a time-payment basis. 

10. “Finance, loan discount,” etc. 
are not to be used unless the dealer 
is actually in the finance business 
and offering bona fide repossessed 
cars. 

11. “Repossessed” shall be used 
only to describe such cars as 
have been presently and directly 
taken back from a purchaser, 

12. When a “used” car of current 
series is advertised, the firgt line 
of the ad must contain the word 
“used.” 

13. Demonstrator term use shall 


refer only to cars used by dealers 
and their salesmen. 

14. Executives and officials’ cars 
must have been so used and never 
owned by a member of the public. 

15. Cars formerly used as taxis or 
for government purposes shall be 
so identified. 

16. Mileage statements on used 
cars shall not be used, 

17. Underselling claims shall not 
be used. 

18. Use of “would you take $—— 
cards is banned. 

19. No merchandise shall be 
described as free if the adver- 
tised cars can be purchased at a 
discount of lesser price without 
such articles. 

20. Free driving trial and driving 
trial must be defined. 

21. Guarantees shall be clear and 
explicit. 

22. “Write your own deal,” “name 
your own price” ads banned. 


2 Chevrolet Vets 
Retired; 10 Upped 


DETROIT.—Ten promotions fol- 
lowing the retirement of two vet- 


| eran Chevrolet officials have been 


announced by K. 
E. Staley, general 
sales Manager. 

Retiring are L. 
F. Vollmer, assist- 
ant regional 
manager at De- 
troit, and V. R. 
Cramer, manager 
of dealer develop- 
ment at the cen- 
tral office here. 

Ss. P. Emmert, 

T. ©. Naquin Detroit zone man- 
ager, was named to fill the Vollmer 
vacancy, and T. C. Naquin, assist- 
ant regional manager at Denver, 
succeeds Cramer. Other promo- 
tions: 

K. J. Parish, Minneapolis zone 
manager, to Detroit zone manager. 

T. H. Odenbach, Fargo (N. D.) 
zone manager, to succeed Parish. 

W. L. Woodin, Chicago city man- 
ager, to succeed Odenbach. 

E. L. Alley, New York zone man- 
ager, to succeed Naquin as assist- 
ant regional manager at Denver. 

W. K. McKenzie, Newark zone 
manager, to succeed Alley. 

J. J. Nyikos, Tarrytown (N. Y.) 
zone manager, to succeed McKen- 
zie. 

R. H. Schmittdiel, Syracuse zone 
manager, to succeed Nyikos. 

W. J. King, Cincinnati city man- 
ager, to succeed Schmittdiel. 
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The 100 


leading 


general 


advertisers in 
newspapers 





1 General Motors Corp......... 
2 Ford Motor Co..................... 
3 Chrysler Corp........ ............ 
4 General Foods Corp........... 


5 Distillers Corp.— 
Seagram’s, Ltd............... 


6 American Tobacco Co....... 
7 American Motors Corp..... 
8 R. J. Reynolds Tobacco Co. 


9 National Distillers 
& Chemical Corp........... 


x 10 General Electric Co............ 


xx 11 Schenley Industries, Inc... 
xx 12 Colgate-Palmolive Co......... 
xx 13 General Mills, Ine............... 
xx 14 Lever Bros. Co................... 
xx 15 P. Lorillard Co.................... 


xx 16 National Dairy 
Products Corp................. 


xx 17 Procter & Gamble Co......... 
xx 18 Pillsbury Co....................... 
xx 19 Philip Morris, Ine.............. 
xx 20 Campbell Soup Co............ 


x 21 Eastern Air Lines, Inc. .... 
xx 22 Quaker Oats Co................. 
xx 23 AmericanHomeProd.Corp. 
xx 24 Kellogg C0................ccee. 
xx 25 Borden Co.......... a aatelederal 


xx 26 Studebaker-PackardCorp. 
x 27 Trans World Airlines, Inc. 


xx 28 Hiram Walker-Gooderham 
& Worts, Ltd 


x 29 Standard Brands, Inc....... 
x 30 American Airlines, Inc....... 


xx 31 Liggett&MyersTobaccoCo. 
x 32 Standard Oil Co. (Indiana) 
xx 33 Pepsi-Cola Co.................... 
xx 34 GoodyearTire&RubberCo. 
x $5 Doubleday & Co., Inc........ 


36 Carnation Co....................... 
xx 37 Swift & Co.cc 
x 38 Socony Mobil Oil Co., Inc. 
xx 39 H. J. Heinz Co... 
x 40 Shell Oil Co... oo. 


xx 4 National Biscuit Co... 


Se Hx 


x BRR 


Total U. S. 


19,679,542 
18,095,839 
13,738,272 


11,373,763 


9,257,883 
8,507,433 
8,192,351 


8,069,376 
7,591,773 


7,549,830 
7,300,542 
7,064,547 
6,876,767 
6,779,442 


6,545,894 
6,249,563 
5,305,357 
4,998,560 
4,906,207 


4,294,856 
4,060,609 
3,967,967 
3,927,363 


3,799,166 - 


3,743,778 
3,635,011 


3,445,156 
3,388,216 
3,302,266 


3,262,609 
3,252,097 
3,222,211 
3,207,669 
3,055,069 


2,987,661 
2,919,317 
2,850,711 
2,843,715 
2,566,606 


2,500,723 


Spentin News% 
N.Y. News in N.Y. 


$38,622,558 $521,580 17.4 


392,200 26.0 
329,700 21.4 
809,629 63.5 


757,192 36.9 


306,556 30.1 
136,948 28.9 
175,550 27.4 


144,812 24.5 
246,518 34.2 


229,263 26.2 
374,068 50.8 
346,943 64.8 
292,928 52.7 
243,678 23.3 


442,255 63.7 
343,517 56.0 
50,222 34.8 
359,661 34.2 
368,185 65.5 


209,239 16.4 
239,718 80.8 
194,044 62.7 
244,376 68.8 
153,616 42.4 


72,392 24.0 
204,408 21.7 


190,521 32.3 
63/541 23.5 
148,299 20.1 


112,078 22.6 
32,277 270 
107,193 49.1 
127,206 64.5 
§2,275 11.0 


174,910 70.3 
74,532 21.2 


163,687 54.3 ° 


3,270 29.3 
119,716 75.8 





In New York, in 1959: 


98 ran in New York City newspapers 
x95 used the New York News, 


xx62 spent more in The News than in any 
other New York City newspaper 


These leading advertisers are 
among the largest corporations in 
this country. All of them have able 
advertising agencies and marketing 
departments. All of them base their 
selling and advertising programs on 


the fullest information, and their 


own experience records. 


Of the hundred, ninety - eight 
advertise in New York newspapers, 
and ninety-five use The News. Sixty- 
two of the ninety-five spend more 





x 42 Pan American 
World Airways................ 


xx 43 Florida Citrus Commission 

x 44 Curtis Publishing Co......... 
xx 45 Steel Companies 

Coordinating Committee 

‘x 46 Rexall Drug Co.................. 


x 47 Brown-Forman 
Distillers Corp................ 


xx 48 Westinghouse Elec. Corp. 
xx 49 Liebmann Breweries, Inc. 
xx 50 ContinentalBakingCo., Inc. 


‘xx 51 Standard Oil Co. (N.J.).... 


x 52 Delta Air Lines, Ine........... 
53 Phillips Petroleum Co....... 

x 54 Columbia Broadcasting 
System, Ie... 
55 Standard Oil Co. of Cal..... 


x 56 National Airlines, Inc....... 


xx 57 Brown & Williamson 
Tobacco Corp................. 


xx 58 Sterling Drug, lne............. 
xx 59 Gillette Co. oo 
x 60 Eastman Kodak Co............ 


xx 61 ConsolidatedCigarSales,|nc. 
xx 62 FirestoneTire&RubberCo. 
x 63 United Air Lines, Inc. 

xx 64 American Dairy Assn. ...... 
xx 65 Prudential Insurance Co... 


xx 66 Sun Oil Co. eae 
xx 67 Derby Foods, Ine............. 
xx 68 Helene Curtis Indus., Inc. 


xx 69 Warner-Lambert 
Pharmaceutical Co., Inc. 


xx 70 Zenith Radio Corp. .......... 


Total U. S. 


Spentin News % 


Expenditure N.Y. News in N.Y. 


2,488,295 
2,452,765 
2,442,550 


2,405,469 
2,337,297 


2,268,221 
2,212,259 
2,210,468 
2,208,705 


2,175,411 
2,154,953 
2,145,939 


2,127,269 
2,087,706 


2,083,415 


2,063,356 
2,017,570 
1,977,553 
1,965,392 


1,961,160 
1,954,355 
1,924,971 
1,923,548 
1,913,440 


. 1,892,928 


1,886,115 
1,874,654 


1,817,364 
1,807,925 


63,649 7.7 
145,715 51.2 
27,347 3.9 


54,420 19.6 
5,296 5.0 


44,457 37.4 
39,274 47.2 
460,528 28.3 
55,000 97.1 


49,197 32.9 
59,534 17.2 


30,278 12.8 


121,662 20.2 


45,001 27.0 
128,453 59.4 
100,089 53.8 
85,376 28.7 


161,708 56.2 
178,132 67.5 
78,136 18.5 
76,712 76.6 
89,975 56.5 


63,190 32.4 
146,608 53.9 
63,601 53.1 


62,885 51.8 
45,034 33.8 


money in The News than 


they do it year after year! 


in any 


other New York newspaper. And 


"There is no substitute in New 
York for the coverage, the quality 
audience, regularity of readership, 


the reader impact, all-over influence 


the money! 


Total U. S. 
Expenditure 

x 71 E.1. Du Pont De Nemours 
Be OO DOB nnn cssoncoassxscaze 1,806,412 
x 72 Helena Rubenstein, Inc... 1,759,850 
xx 73 B. F. Goodrich Co............... 1,758,200 
x 74 Radio Corp. of America... 1,748,709 
xx 75 General Cigar Co................ 1,746,957 
xx 76 Libby, McNeill & Libby... 1,720,453 
x 77 Heublein, tne... 1,716,558 
xx 78 Simoniz Co... 1,686,887 
xx 79 Miles Laboratories, Inc... 1,636,860 
x 80 Reader's DigestAssn., Inc. 1,631,430 
xx 81 Star-Kist Foods, Inc......... 1,595,339 
TR PRION acca siccsccscscscsscuss 1,594,441 
xx 83 Armour & Co...................... 1,544,650 
‘xx 84 Minute Maid Corp.............._ 1,530,796 
xx 85 Green Giant Co................... 1,496,288 
xx 86 Corn Products Company... 1,459,015 
x 87 Wm. Wrigley Jr. Co........... 1,444,073 
x 88 Renfield Importers, Ltd... 1,427,432 
x 89 Anheuser-Busch, Inc......... 1,374,218 
x 90 Institute of Life Insurance 1,365,083 
xx 91 New York Life Insurance 1,364,095 

x 92 United Steel Workers 

Of America... 1,359,524 
xx 93 Bristol-Myers Co.............. 1,343,395 
xx 94 Greyhound Corp................. 1,332,863 
xx 95 Beacon Co... 1,315,878 
x 96 Whirlpool Corporation....... 1,314,286 
xx 97 Nestle Co., Ine... 1,309,016 


98 Continental Air Lines, Inc. 1,301,893 
99 GlenmoreDistillersCo.;inc. 1,300,905 
xx100 Plough, IC... 1,263,772 


TOTAL 


of The News—and its low, low cost 
per thousand of $1.90! And no other 
medium today delivers more sell for 


THE (ff NEW Ss, New York’s Picture Newspaper 


with more than twice the circulation, daily and Sunday, of any other newspaper in America 


‘Spent in News % 
N.Y. News in WN. Y. 


47,340 10.9 
32,190 45.3 
45,187 62.8 
151,732 23.4 
124,516 35.8 


118,655 61.4 


68,023 59.3 


78,011 47.1 
15,613 18.2 
38,909 14.4 
2,158 4.9 
21,064 17.1 


75,650 55.4 
8,669 §.2 
102,992 81.1 


73,297 28.4 
203,662 45.6 


97,992 36.3 
75,612 48.8 


104,986 69.0 


$382,968,606 $14,176,172 33.3 
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ree said. 
Northwest Gets VW Parts Depot— 


Grand opening of a parts depot in Portland, Ore., to serve Volkswagen dealerships | <> VI Sales, Profit 


in Oregon, idaho, Montana and Southwestern Washington drew officials of Volkswagen 


in the United States. From left are Knute Qvale, general manager of Riviera Motors,| Show Increases eee 


Second-quarter sales of $134,343,- 
wagen of America’s West Coast vice-president. The depot has 30,000 square feet of 955 and earnings of $16,148,091 are 
reported by Minnesota Mining & 
Mfg. Co. In the same period in months ended June 30, 1960 vs. 1959: 


Ford Insurance Subsidiary | 2"¢¢ in < uaenk communes aan. pons Ma "15000564 with | Loss of $96,962 vs. profit of $316,283; 


Inc., Portland, VW distributor and owner of the parts depot; C. H. Hahn, vice-presi- 
dent, Volkswagen of America, Inc., Englewood Cliffs, N. J., and Alfred Kalmbach, Volks- 


floor space. 





Gets Georgia License 
DEARBORN, — American Road 


ager. 


write auto physical damage insur- | Goslee said. 





“Sure We've Got The Right Windshield!” 


‘‘We can furnish windshields for any popular 
car!’’? THAT’S AVAILABILITY! 

Availability means simply that your SHAT-R- 
PROOF Distributor stocks auto glass for every popular 
American and foreign car. 

Result: you don’t need to tie-up capital and space 
in large glass inventories. 

Just call your SHAT-R-PROOF Distributor and get 
the windshield you need . . . when you want it. 

To your customers . . . this availability means they 
can come to you with confidence . . . knowing that 
they’ll receive prompt, efficient auto glass service. 


Financial 


Byron 8. Coon, chairman of Gen- | was $32,366,002, compared with $29,- 
eral Finance, Evanston, IIl., report- | 597,074 in the same period last 
ed the company reached a record | year. 
high in six-month earnings. Con- o:.: is 
solidated net income of $1,901,006 

| for the half exceeded by 8 percent 
the previous record high first half 
earnings of $1,754,407 reported in 


Total retail automobile financing 
volume for the six month period 
amounted to $53,748,000, compared 
with $66,873,000 for the similar pe- 
riod last year. This reduction, Coon 
said, was the result of the company 
devoting this six-month period to| ¢ * ; 
consolidating previous gains and at Prod, aa aa atte aie 
the same time continuing to exert 
effort to improve the quality of the ee ee eee 
paper being purchased. This pro- 
gram was deemed necessary in the 
face of the auto financing industrys 
as a whole experiencing an in-| $15,188,445 for the quarter ended 
crease in credit losses this year, he| July 3, are announced by Arvin In- 


For the six months ended June eae Oe 
The firm was organized last De-| 30, 3M sales totalled $263,013,173, 
Insurance Co., a subsidiary of Ford| cember and is now licensed in 12|compared with $237,358,645 in the 


Motor Co., has received a license to} states and the District of Columbia, | first half of 1959. Consolidated net 
income for the first half of 1960! ble and Steel Castings Co., reports 


sales of $31,880,377 for the first half 
of 1960, compared with $33,503,439 
for the first half of last year. First- 
half earnings were $1,301,646, com- 
pared with $1,848,618 last year. 


* * * 


Decline at Armstrong 


WEST HAVEN, Conn.—Consoli- 
dated net sales of Armstrong Rub- 
ber Co. and its wholly owned sub- 
sidiaries in the nine months ended 
June 26, amounted to $80,939,325, 
Frederick Machlin, president, an- 
nouneed. This compares with $84,- 
035,518 in the comparable period in 
1959. Consolidated net income for 
the nine-month period totaled $3,- 
272,454, compared to $3,645,068 last 
year. 
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GMAC Debentures 


General Motors Acceptance 
Corp. hag filed with the Securities 
and Exchange Commission a reg- 
istration statement covering $150 
million of 22-year debentures due 
1982. 

+ * 


* 
Houdaille- Industries 
Houdaille Industries, Inc., Buf- 


* * * 


Molded Fiber Glass 


Molded Fiber Glass Body Co., 
Ashtabula, O., showed a 170-percent 
increase in profits before taxes on 
a sales increase of 53.6 percent for 
the three months ending May 31, 
compared with a like period last 
year, President Robert S. Morrison 
reports. Profits for the three months 
were $316,634, compared with $117,- 
299 for the same 1959 period. Mold- 
ed Fiber Glass igs building a com- 
pletely retooled fiber glass body for 
Chevrolet’s ’61 Corvette. 


* * * 


Revere Earnings Off 


NEW YORK.—Net income of Re- 
vere Copper and Brass Inc. for the 
six months ended June 30 was $3,- 
831,305, James M. Kennedy, chair- 
man of the board, and Charles A. 
Macfie, president, announced. This 
compares with a net income of 
$5,306,453 for the same period of 
1959. 


$1,301,260 and $1,499,378; 


+* 
Arvin Sales, Net Off 
COLUMBUS, Ind.—Net sales of 


dustries, Inc. This compares with 
$16,177,346 for the corresponding pe- 
riod one year earlier. Per share 
earnings for. the 1960 quarter fell 
from 51 cents in 1959 to four cents. 


Steel Improvement 


Steel Improvement and Forge Co., 
Cleveland, report for the fiscal nine 


sales $13,819,079 vs. $15,588,980. 


National Malleable 
CLEVELAND.—National Mallea- 


Bohn Aluminum Ups 


Sales, Net in Half 
DETROIT. — Sales and net 
earnings of Bohn Aluminum & 
Brass Corp. in the six months 
ended June 30 were the highest 
for any first-half period since 
1956, while earnings per share 
were the highest since 1955, Terry 
W. Kuhn, president, announces. 
Bohn’s net sales for the first 
half of this year amounted to $27,- 
528,464, compared with $23,122,- 
220 in the same period in 1959. 
Net earnings for the six months 
were $863,368, against $824,700 in 
the comparable period last year. 


* * * 


Inland Steel’s Net Off 
CHICAGO.—Inland Steel earned 
$14,323,569 in the three months to 
June 30, compared with $18,743,934 
in the first quarter and with $24,- 
313,291 in the record-breaking sec- 
ond quarter of 1959. 


* * * 


Allis-Chalmers Gains 


MILWAUKEE. — ‘Sales of Allis- 
Chalmers Mfg. Co. for the first six 
months of 1960 amounted to $282.7 
million, while earnings totalled $7,- 
780,145. Sales and earnings in the 
first half of 1959 were $221.2 million 
and $5,314,739. 


Highway Trailer Industries 
Reports Sales, Profit Hikes 


Highway Trailer Industries, Inc., 
disclosed consolidated net sales of 
$17 million for the first half of 1960, 
up 55 percent over the $11 million 
for the first half of 1959. 

Net profit for first half amounted 
to $325,075, against $286,667 for the 
like period of 1959. 


Purolator Sets Sales Mark; 
Profit Rises in First Half 


Purolator Products, Inc., an- 
nounced record-breaking sales of 
$27,936,117 for the first half, an in- 
crease of $2,924,133 over the first 
six months of 1959. 

Earnings for the first half were 
$1,411,584, as opposed to $1,309,800 
for the first six months of 1959. 


GM’s Profit from Holden 


Nears $19 Million in ’59 


General Motors-Holden’s Ltd., 
Australian maker of the Holden— 
which sells nearly half of all new 
cars Down Under—hasg reported a 
1959 profit of $33.7 million. 

General Motors, which owns all 
the Australian firm’s ordinary capi- 
tal stock, reportedly will receive a 
dividend of nearly $19 million, 









For availability, quality, and service, call your 
local SHAT-R-PROOF Distributor. The Best 
man for you to call when you want auto glass 
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GEST KNOWN NAME IN Serery Gass 
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Shatterprool Glass Corporation 


4815 Cabot Ave., Detroit 10, Mich. 
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Big Rise Predicted 
In Replacement Sales 


A GROWING replacement mar-|been chosen under a new Govern- 
ment scheme to provide better 


ket for the sale of imported 
cars in the United States has been 
predicted by Jack C. Kent, gen- 
eral sales man- 
ager of Renault, 
Inc. American 
subsidiary of the 
French motor- 
vehicle manufac- 
turer. 

Kent said a 
substantial num- 
ber of imported 
cars in the U, S. 
have reached the 
age when their 
original purchas- 






















































J. C. Kent 


ers will begin replacing them with 
new vehicles. And many such own- 
ers will again buy imports, he pre- 
dicted. 

“Industry studies show that per- 
sons buying new cars normally 
keep them about two years, then 
replace them,” Kent explained. 
“There are now more than 800,000 
imported cars in the U. S, that are 
two years old or more—and the 
owners of many of these probably 
are thinking of turning them in on 
new cars. 

“Based on a recent survey 
made by Renault, Inc., a large 
proportion of these owners will 
again purchase imported cars. 
For we found that more than 70 
percent of Renault owners plan 
to purchase another Renault 
when they are again in the mar- 
ket for a car. 

“This is slightly higher than the 
generally accepted average of 66 
percent ‘brand loyalty’ displayed 
by car owners as a whole,” he 
pointed out. 

Meanwhile, the firm announced 
that a Dauphine recorded the best 
miles-per-gallon performance in 
the fifth annual Mobil International 
Economy Run recently staged in 
Europe, averaging 56.23 MPG over 
a 1,130-mile route between Utrecht, 
in Holland, and Cannes, on the 
French Riviera. 

Thirteen models of cars, includ- 
ing two American compacts, were 
among the 29 finishers in the econ- 
omy test, Renault said. 

+ * * 


Volvo 


yz injection equipment de- 
signed to give higher output, an 
increase in torque, and better fuel 
economy is now being used in all 
standard type diesels for Volvo 
trucks and buses. The modified de- 
sign was evolved during extensive 
research and testing work carried 
out in Volvo’s design office and 
laboratories in close collaboration 
with injection pump manufacturers. 

The result of the development 
work has been the introduction of 
injection equipment which, said 
Volvo, gives better atomization of 
the fuel through increased injec- 
tion speed. This in turn is due to 
a more robust construction of the 
pumps and to nozzles of new design. 

The pump plunger has a larger 

diameter and the cams on the 
pump camshaft are modified in 
shape. Camshafts, previously 
journalled in ball bearings in the 
pump ends, are now carried in 
roller bearings fitted in steel 
bushings in the pump housing 
proper. 

Experiments which preceded the 
development of the new type of 
injection equipment showed that 
variations of a few hundredths of 
a millimeter in the combination of 
parts could give rise to relatively 
large variations in output or fuel 
consumption. For one specific en- 
gine, Volvo said, it wag possible to 
step up the output from 150 to 162 
horsepower at an unchanged 2,200 
revolutions per minute, while the 
torque increased by 5 percent. 

Volvo has awarded a franchise 
to Suburbanite Motors of Ohio, 
Inc., 1552 W. Cook Rd., Mansfield, 
O. Les Griebling is president of the 
dealership. 

* ae = 
Morris 


[pBABLED British war pension- 
ers are to be supplied with Mor- 
rig 850 automobiles by the British 
ministry of health. The cars have 


transport for war pensioners dis- 2 
abled in the service of their coun- 


The ministry pays the insurance 
Nee ea ae Sa announced by Amsko Distributors, 
tenance. Thig allowance, which in- 
creases as the car gets older, aver- 
ages $185 a year over the first eight 
years. There is also a grant toward | Inc., 
engine replacement once during the 
pensioner’s use of the car. 
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required when the Rover's six-cyl- 
inder engine was switched over to 
operate on orange-peel juice. 

The run proving that oranges are 
good but gasoline is cheaper and 
better, took off in Manhattan from 
the front door of the World Tele- 

gram aimed uptown to the United 
Nations Building at 42nd St. On 
arrival there, spectators reported 
that orange fuel aroma was de- 
tectable many blocks away. 


Skoda 


PPOINTMENT of 21 Skoda 
dealers in nine states has been 


Inc., New York, distributor. They 
are: 

Connecticut: Columbus Plaza, 
New Haven; S & S Motors, 
Inc., Middletown; Spots Motors, 
Inc., Rockville. Florida: Uptown 
Motors, Fort Lauderdale. Ken- 
tucky; Princeton Cycle Shop, 
Princeton. 


Massachusetts: Brockton Auto- 


to prove it could be done, &/ rama Inc., Hanover; Church Street 
ew York newspaperman has| Motors, Lowell; Crown Auto Sales 
driven a car on orange-peel juice,|g Service Rehoboth: Hannibal 
and got 22 miles to the $9 gallon.| auto Sales, : 

Bob Fendell, sportscar editor of|tors, Jamaica Plains; Polikoff 
the New York World Telegram and | Motor Sales, Taunton; Smith Motor 
Sun, drove a Rover ‘3-Litre’ luxury|Sales, Inc.. New Bedford. New 
class sedan. No adjustments were| York: Flatbush Foreign Cars, 


verly; One Ten Mo- 





Salesman Cited— 


Edward Christie, left, sales manager, 
Magna Motors, Long Island City, N. Y., 
Renault distributor, hands Michael Mor- 
gan, C & G Import Division, C & G Buick 
Co., Emmaus, Pa., a check for going 356 
percent over his July sales quota for Re- 
nault Dauphines. According to Christie, 
Morgan sold more Renault Dauphines in 
July than any other salesman in the 130 
dealer territory. 


* * * 


Brooklyn; Geron Auto Sales, Inc., 
Rockville Centre, 


a Inc., Dayton, Pennsylva- 

nia: Tony Maurer’s Cars, Reading 
William Peiper Garage, Carlisle 
Vermont: Houle Auto Sales, Barre. 
West Virginia: Piedmont Garage, 
Piedmont. 


wows 


Volvo-Canada 


Avro IMPORTS (Swedish) Ltd., 
1350 E. Georgia St., Vancouver, 
C., which handles Volvo sales 

Canada, has appointed D, W. 
(Pat) Samuel as sales manager. 
He succeeds Laurie Curran, who is 
now assistant general manager. 

* + + 


Rolls-Royce 
ONSTRUCTION of the new 
Peter Satori Rolls-Royce build- 
ing has been started at 8335 Sunset 
Blvd., Hollywood, Calif. 


* * * 


Renault 


yp4%t> WATSON has been 
named south and central-west 
regional manager for Renault, Inc., 
with headquarters in Dallas. Wat- 
son was formerly sales manager 
for Renault’s operations in Denver. 
He succeeds John Lesinski, who 
has been appointed western re- 


Ohio: Central Motors, Ashtabula; | gional manager for Renault, with 
Motorama, Alliance, Northridge headquarters in Burlingame, Calif, 


stainless steel 


No other metal has the strength, beauty and 


versatile qualities that serve you so 
and promise so much for tomorrow. 


There is nothing 


well today 


like stainless steel 


for AUTOMOBILES 











McLouth Steel Corporation, 
Detroit 17, Michigan 


Manufacturers of high quality 
Stainless and Carbon Steels 
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Look for the STEELMARK 
on the products you buy. 


MICLOUTH STAINLESS STEEL 
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Snack Bar a 


By E. C. Bash 
Staff Correspondent 


CLEARWATER, Fila. — A snack 
bar for employes and customers at 
Lokey Motor Co., Clearwater Olds- 
mobile-Fiat dealership, has proved 
to be a good public relations build- 
er, and has even helped to sell 
cars, service and a few parts. 

Earle Lokey, president, says he 
first conceived the idea for the 
snack bar merely as a convenience 
for his 60 employes, but the bene- 
fits from it have been so astonish- 
ing, he recommends the idea to 
other dealers. 

“When we built our new build- 
ing on Gulf-to-Bay Blvd. less 
than two years ago,” Lokey ex- 


“After we became settled in our 
new home, it was surprising how 
many of our customers, and even 
tourists from nearby motels and 
residents of trailer parks in the 


3 New Managers 
In Merchandisi 


Named by Buick 


. — Three changes in 
Buick’s merchandising department 
are announced by General Sales 
Manager Edward C. Kennard. 

Roy V. Feddersen was named 
used-car merchandising manager; 
Richard M. Newkirk, sales training 
manager, and Ross W. Crawley, 
merchandising production manager 
—a new post. 

Feddersen, 39, is rejoining Buick 
after spending the past year in the 
retail automotive sales field. He 
originally started with Buick in 
1949 as a district manager in the 
Denver zone, and later worked in 
the sales promotion department of 
the main office in Flint. He went to 
Denver as assistant zone manager 
in 1956 and to Minneapolis in the 
same capacity the following year. 
In July, 1959, he left Buick to join 
a dealership at Denver. 

Newkirk, 37, joined Buick as a 
district manager in the Jackson- 
ville zone in 1955 and came to 
Flint as used-car merchandising 
manager in September, 1958. In his 
new post he is in charge of all sales 
training activities at Buick. 

Crawley, 34, has been with Buick 
for 10 years, the past two as sales 
training manager. He worked as a 
district manager in the Kansas 

ty, Omaha and Los Angeles zones 
prior to his return to Flint. He will 
coordinate merchandising depart- 
ment production and communica- 
tions in his new assignment, 


Sam Lee Opens 
West Coast Office 


LOS ANGELES.—Sam Lee As- 
sociates, Inc., has established na- 
tional headquarters here at 6505 
Wilshire Blvd., according to Sam 
Lee, president. 

Lee, formerly head of Lee Fleet 
Management, Inc., Cleveland, said 
the firm, from its West Coast of- 
fice, will be engaged in several ac- 
tivities with which the Lee name 
has been identified for many years: 
Professional lessors, lease financ- 
ing, fleet management consultants 
and publications. 

Fleetway Corp., a subsidiary of 
the firm, specializes in auto and 
truck leasing. Elliott Lee is presi- 
dent, and Cort Fox (Ford), George 
Cashmen (Chevrolet) and Bernard 
Freeman (Plymouth) are directors. 


Peoria ‘Deslers Elect 


Johnson President 


PEORIA, Ill—Ear] Johnson jr., 
Johnson Chevrolet, has been in- 
stalled as new president of the 
Peoria Automobile Dealers Assn. 

Warren Farr, Peoria Motors, is 
vice-president and Art Pothuisje, 
Key Motors, is secretary-treasurer. 


es, Customers... 


Surprise Hit 


area, began to use our snack car 
facilities. 

“Some of these people, who only 
came in because they had heard 
Wwe were a convenient place for a 
quick snack, left our premises with 
the desire for a new car. Some, 
who had engaged our salesmen in 
conversation over a cup of coffee, 
later came in to buy, to have their 
car serviced or to purchase a part. 
Actual sales have been attributed 
to contacts made at the snack bar.” 

One of the reasons for the snack 
bar’s success, Lokey says, is that 
it is located in the right place. Off 
the main showroom, the snack bar 
ig near the lounges between the 
parts department and the service 
area. There is a pass-through win- 


dow to allow mechanics to be serv-|- 


ed without leaving the service de- 
partment. 

The snack bar occupies only 
a small area, roughly four by six 
feet. The counter top is a cheery 
tangerine colored formica, with 
slanted stained base. 


There are two automatic coffee 

makers, each 

capacity. No other equipment is 
needed as nothing is prepared on 
the premises except the coffee. 

As many as 85 cups of coffee per 

day are sold in summer, about 

130 in winter. 

Coffee, sandwiches, doughnuts, 
chewing gum, cakes, cigars and 
razor blades are sold. Candy and 
cold drinks are available at vend- 
ing machihes. Everything is sold at 
cost or at the manufacturer’s re- 
tail price printed on the labels. 

“We are not trying to make a 
profit from the snack bar,” Lokey 
says, “but it does pay for itself.” 

There are no chairs, tables or 
bar stools. The reason for this, 
Lokey says, is to prevent employes 
from spending too much time at 
the snack bar, Customers or vis- 
itors can take their food to a long 
table and benches located outside 
the service area, if they wish. 

Another reason for the suc- 
cess of the snack bar, Lokey 
says, is that it has its own op- 
erator. Bob Marrs, comes in 
around seven every morning, 
spends a couple of hours clean- 
ing up the building, then the re- 
mainder of the day is behind the 
snack bar making coffee and 
waiting on customers. He orders 





Pontiac Dealer Signs— 


W. M. Boomershine, left, of Boomershine 
Pontiac, Inc., Atlanta, is shown as he signs 
his new Pontiac Selling Agreement, while 


W. J. Brooks, Pontiac zone manager, 
looks on. Boomershine signed his first 
franchise in 1927. 


whatever food is necessary, and 
has complete charge of the bar. 

To enhance employe and custom- 
er relations, the snack bar can’t 
be beat, Lokey says. 


Ontario Seeks 
More Revenue; 


Sales Tax Eyed 


TORONTO.—If Ontario’s attempt 
to make a new tax deal with the 
federal goverment fails, it could 
mean an extra $60 on the retail 
price of a low-price car. 


Ontario Premier Leslie Frost has 
conferred in Ottawa with other pro- 
vincial premiers and federal gov- 
ernment representatives in an at- 
tempt to reach an agreement on 
federal-provincial tax sharing. 

Frost has intimated “it’s only @ 
matter of time” until Ontario intro- 
duces a 2 percent sales tax, should 
the talks fail to give him what he 
feels Ontario should get. 

J. Harvey Perry, director, Cana- 
dian Tax Foundation, and one of 
the nation’s top tax experts outside 
the federal government, says the 
proposed 2 percent tax would pro- 
duce about $120 million a year on 
over-the-counter retail sales. Only 
food would be exempt from the tax. 

With a 2 percent tax, price tags 
would jump about $60 on a Ford, 
Chevrolet or Plymouth two-door 
sedan with automatic transmission. 
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Atlanta Leaders to Host State Dealers— 
Officers of the Atlanta Independent Automobile Dealers Assn. were hosts to the 
state's annual convention in Atlanta. From left, top row, are A. O. Cochran, second 


vice-president; Robert J. Reardon, secretary, and Jim Cox, treasurer. Seated: Sam t d heal 
Troncalli, president; Miles G. Elliott, executive secretary and treasurer, and J. A. warranty on a 30-day basis. 


Cronic, first vice-president. 
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South Dakota Adopts 
Guaranteed Warranty 


SIOUX FALLS, S. D.—(UTPS)— 
South Dakota’s franchised dealers 
are offering their used-car custom- 
ers a new warranty arrangement. 

The plan, known as the Guar- 
anteed Warranty (GW) system, has 
these high points: 

A guaranteed 15 percent dis- 
count on all parts AND a guar- 
anteed 15 percent discount on 
all labor for a full year after pur- 
chase. 

The warranty will apply to the 
dealer where the car was purchas- 
ed PLUS all other GW dealers in 
South Dakota and Iowa. (The South 
Dakota plan is being patterned 
after one in effect in ‘Iowa and the 
two states have worked out a re- 
ciprocity deal.) 

The purchaser ofthe used car 
pays nothing for the warranty. He 
may elect to take the standard 50-50 


gram is being coordinated by the 
South Dakota Automobile Dealers 
Assn. John C. Moore jr., association 
manager, said that a majority of 
exclusive franchised dealers in 
South Dakota have subscribed to 
the GW plan. 

More than a third of all dealers 
in the state are members, he 
added. 

He stressed that the new-car 
dealers in the state are sparking 
the program and making sure that 


Carbide Cuts Plastic Prices 


NEW YORK.—Union Carbide 
Plastics Co. has announced that 
prices on low-density polyethylene 
have been reduced up to five cents 
per pound. The cuts apply to prac- 
tically all types of “bakelite”’ brand 
low-density polyethylene resins and 


In South Dakota the GW pro-!R. K. Turner, president. 


Here’s opportunity for you! A national trade magazine* 
survey shows that 84% of the cars on the road today 
need some kind of ignition work. Just take a quick look 
under the distributor caps of your customers’ cars, and 
when you spot trouble, suggest a complete tune-up— 
replace worn ignition components with Delco-Remy parts. 


Why Delco-Remy? Because they are the quality ignition 
service parts for all popular American cars and light 
trucks. They’re ready to install, and make ignition sys- 
tems perform like new. And new packages make these 
Delco-Remy parts easier to stock, identify and sell. 


DELCO-REMY DISTRIBUTOR CAPS are 
designed and built of highly dielectric, shock 
and heat resistant materials, and feature voltage- 
saving internal ribs. 





DELCO-REMY CONTACT SETS are factory- 
adjusted and aligned for quick, easy installation. 
Heat-sealed, moisture-proof packages protect 
contact sets against dirt and oxidation. 


DELCO-REMY ROTORS combine maximum 
strength with minimum weight and superior 
balance to assure smooth rotation at slow 


or turnpike speeds. 


DELCO-REMY CONDENSERS assure cor- 
rect electrical capacity and resist voltage break- 
down. Hermetic seal keeps out harmful moisture, 
oil, and vapors. 





Delco-Remy electrical parts are available at car or truck 
dealers, or through the United Motors System. 


*MOTOR—June, 1959 


Delco-Remy 
electrical systems 


FROM THE HIGHWAY TO THE STARS 


DELCO-REMY ¢ DIVISION OF GENERAL MOTORS ¢ ANDERSON, INDIANA 
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all GW dealerships have adequate 
service facilities. 

The dealers pay nothing to join 
GW. They purchase supplies (such 
as posters, membership cards, plac- 
ards and the like) from the South 
Dakota association. 

Half the proceeds from the sup- 
plies go into a fund to be used 
in a statewide advertising cam- 
paign to tell the GW story. 

+ * * 


10 Pct. Recovery for S. D. 


Seen in Bonded Failure 

SIOUX FALLS, 8S. D.—(UTPS)— 
South Dakota auto dealers who had 
dealings with National Bonded 
Cars, Inc., have been informed that 
the company has been adjudged 
bankrupt and that recovery of more 
than 10 percent is extremely doubt- 
ful. 

The South Dakota Automobile 
Dealers Assn, has been informed 
by its attorneys that a receiver has 
been appointed at Birmingham, 
Ala., following the bankruptcy pro- 
ceedings. 

Several South Dakota companies 
have claims against the bonding 
company. 

The referee in bankruptcy, Steph- 
en B. Coleman, of Birmingham, in- 


compounds made therefrom, said/ dicates that National, plus other 


firms interrelated with it, had lia- 
bilities scheduled at $1,419,371.89 
with assets recovered in a suit in 
Federal Court of $186,959.84, plus 
filing cabinets and records. 


Dealer Aims High: 
Seeks 90-Day 
Prospect List 


SUPERIOR, Wis.—Every year on 
Announcement Day and through 
Announcement Week, Cliff Erick- 
son, of Kapus-Erickson, Inc. 
(Dodge), counts his new car show- 
ing successful if he comes up with 
a 90-day prospect list. 

It takes that much to keep his 
salesmen working briskly against 
the onset of winter—and winters in 
the Superior-Duluth area aren’t 
noted for their mildness. 

“We achieved this goal last year, 
and confidently expect that we will 
obtain an even greater number 
when car buyers in this area see 
the new Dodge Lancer and Dodge 
Dart at the end of September,” he 
said, 

“Actual sales during the 1960 in- 
troduction week were seven new 
models, two new ’59s which we sold 
on closeout deals, and 10 used cars. 
We also sold three new trucks. And 
from our prospect list we had 
enough names to keep our men 
busy for the next three months.” 

For the 1960 announcement—and 
to be repeated in similar fashion 
this year—Erickson listed the fol- 
lowing activities and costs: 

Newspaper teaser ads (two weeks 
prior to announcement), $150; News- 
paper splash (full page), $192; Ra- 
dio spots (Announcement Week), 
$250; TV spots (Announcement 
Eve), $80; Announcement materials 
(Factory and local), $400; Coffee 
and donuts (two days), $90. Total, 
$1,162. 


AMC Appoints 
Jacksonville Aide 


DETROIT.—Promotion of Fred 
S. Johnsen to manager of the newly 
created Jacksonville (Fla.) zone of 
American Motors has been an- 
nounced by Roy 
Abernethy, auto- 
motive distri- 
bution and mar- 
keting vice-presi- 
dent, 

The new zone, 
formerly covered 
by the Atlanta 
zone, includeg 
Florida, Southern 
Georgia, and a 

ao few counties in 
F. 8, Johnsen both Alabama 
and South Carolina. The zone office 
also will include a parts warehouse, 

Johnsen entered the auto busi- 
ness in 1939 as a service salesman 
in Detroit. He joined American 
Motors in February, 1955, as a spe- 
cial representative in Atlanta and 
five months later was elevated to 
assistant zone manager, 


Block Adds Studebaker 


OAKLAND, Calif.—Carl Block, 
Inc., 3737 Broadway, has been ap- 
pointed a Studebaker dealer. 
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CAR WASHER—The Big Four Power- 
Spray Car Washer also is a motor cleaner- 
glazer and upholstery renewer, according 
to the manufacturer, Big Four Industries, 
Inc., Foster, O. The unit is available in 
standard and heavy-duty models. The 
heavy-duty model also cleans buildings, 
trucks, motors, lubrication lifts, tractor 
bodies, gas pumps and driveways, it is 
said. With the Power Spray, one man can 
spray both motor and body clean and 
glaze-coat the engine in 21 minutes, it is 


said. 
+ . * 


Engine Starting Fluid 


Starting fluid for diesel and gas- 
oline engines hag been announced 
by Wilco Co., 4425 Bandini Blvd., 
Los Angeles 23, Calif, Called Sure- 
Fire, the’ fluid is said to operate 
effectively in temperatures to 65 


degrees below zero, 
* . + 





TOOL SET—The Super Socketool Set, 
developed by Shelton Products Co., Shel- 
ton, Conn., handles most popular sizes of 
nuts, screws and bolts. The Socketool is 
made up of a universal ratchet handle that 
works in either direction or locks. Into 
this handle either a straight or offset 
adapter is placed. Into these adapters a 
series of sockets can be easily fitted to 
handle all popular size nuts as well as 
square and hex head screws and bolts. 
A wide range of screwdriver bits can also 
be fitted into the universal ratchet handle 
for either slotted or recessed head screws, 
it is said. There are also two awi attach- 
ments and a handy tock litter. 


Battery Booster Cable 


The K-L Battery Booster Cable 
has been announced by Key-Leath- 
er Co., Ltd., 5 Urswick Rd., London 
E. 9, England, The unit consists of 
two copper cables 8 feet long with 
4%-inch copper coated clips, 





BELT SANDER—Buckeye Tools Corp., 
5003 Springboro Pike, Dayton 1, O., has 
marketed a portable belt sander equipped 
with a burnout-proof air motor for finish- 
ing flat surfaces under continuous duty 
conditions. Known as the 61E-783A, the 
sander includes sheet metal, marble and 
granite, wood, plastic, and fiberglass 
among its applications. Chief advantage of 
the tool is said to be its ability to with- 
stand abnormal abuse without the danger 
of shock or motor burnout. This model has 
a 1.5 horsepower governed air motor. It 
is 16 inches long, weights 15 pounds, and 
drives a standard 5 by 24-inch belt. 

* + * 


Glass Already in Place 


Tinted by Coast Firm 


A low-cost method of tinting 
window glass in place provides sav- 
ings in air-conditioning costs, 
makes homes and commercial es- 
tablishments cooler even without 
air-conditioning, cuts down win- 
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dow-glare and reduces damage to 
merchandise or home furnishings 
due to sun-fading, says Acorn 
Glass Tint, 1123 W. Century Bivd., 
Los Angeles 44, Calif. 

The company said its nine trans- 
parent color tints and three frosted 
tints are embodied in a plastic 
coating which is applied by a flow 
technique and which operates in 
the same manner as an optical 
filter—selecting and cutting out by 
wave-length those portions of sun- 
light that produce the most heat, 
glare and fade. 


GRIT SPREADER—A development in 
traction for cars has been announced by 
Highway Safety Appliance Division, Napco 
Industries, Inc., Minneapolis 11, Minn. 
A detachable device, called Skidmaster 
(model SM2), dispenses grit underneath 
the car's rear wheels. Skidmaster units 
are installed on the outside of any car 
and gives instant release of grit at the 
touch of a pushbutton clamped to the 
dashboard, it is said. Two moisture-proof, 
zip-open bags, holding 12 pounds of grit 
each, are placed above the rear wheel 
opening, secured to the car by means of 
a metal T-frame which slides into the 
space between the rear windows and the 
body. A one-unit plastic tube, leading out 
of the bottom of the bags, directs the 
flow of grit under the rear driving wheels. 
Skidmaster units are stored in the trunk 
and used only when needed. This grit 
spreader features vacuum actuated grit 
release valve, located inside the bag at 
the top of the plastic discharge tube. This 
release valve is connected to the wind- 
shield suction line, and operates on vac- 
uum only. No electrical connections 
needed. 








BLEEDER ADAPTER—Parts and Accesso- 
ries Division, Wagner Electric Corp., 6400 
Plymouth Ave., St. Lovis 14, Mo., has an- 
nounced adapter fittings to facilitate pres- 
sure bleeding of hydraulic brake systems. 
The adapters are used with the Wagner 
Fivid-Bal. Adapters are used for brake 
bleeding of '60 Ford, Falcon, Mercury and 
Edsel cars, and ‘60 Chevrolet trucks. These 
adapters, in addition to those previously 
available, make possible pressure blieed- 
ing of all popular make cars and most 
trucks with the Fiuid-Bal, it is said. The 
adapters are marketed with the Fivid-Bal 
and are available individually for bleed- 
ers in use. Wagner part numbers are 
FL-469, for Ford Motor Co. cars listed 
above, and FL-477, for the ‘60 Chevrolet 
truck. 


* * * 
Penetrating Oil 


Spra-3-Solvo, a pressurized pene- 
trating oil, frees nuts, bolts, fittings 
and rusted parts in three seconds, 
according to A. W. Chesterton Co., 
3 Ashland St., Everett 49, Mass. 
A light application cuts rust, cor- 
rosion, red or white lead, grease, 
tar, carbon deposits without injury 
to the basic metal, rubber, wood or 
paint, the firm said. 

+. ” 


Auto Cleaner-Polish 


Hi-Tone is a one-step auto clean- 
er-polish that is said to utilize a 
Dow-Corning silicone polishing 
agent to achieve a protective coat- 
ing which is not affected by sum- 
mer heat nor removed by car wash 
detergents. It will clean and shine 
any enamel, lacquer or acrylic fin- 
ish. Wonderland Chemica] Products 
Co., 5971 11 Mile Rd., Warren, Mich. 


* 





VALVE TOOLS—The improved EMP! 
Valve Guide Replacement Tool Kit has 
been announced by European Motor Prod- 
ucts, Inc., P. O. Box 668, Riverside, Calif. 
The kit, said to be designed for perfect 
alignment and longer valve life, includes 
the following: A special puller with drifts 
and studs for removing worn-out guides 
and replacing them with new guides in 
cylinder heads of the Volkswagen sedan, 
the Volkswagen Transporter and the 
Porsche, including the 1961 engines; spe- 
cial tool steel taps for each size guide. 
Appropriaté reamers for each are also 
available. Led-Plate, a die lubricant, anti- 
seize compound, is recommended for use 
on the puller stud threads and the new 
guides. 








BATTERY DIP STICK—A ‘“‘dip-stik" for 
on-the-spot battery testing has been in- 
troduced by the Pure Oil Co., Chicago 
1, UL, for its 1961 line of Poweramic bat- 
teries. The Pure battery ‘‘dip-stik" attaches 
to one of the battery's fill caps and re- 
mains under the hood where it is always 
available for immediate use. A service 
station operator can use it when checking 
@ car's water and oil, it is said. The dip- 
stik resembles an eye dropper. The plastic 
stick contains a calibrated ball which 
floats in the electrolyte sample if the 
battery is fully powered, and sinks if it 
is not, it is claimed. 


+ > + 
Prestone Introduces 
Long Life Coolant 
A new product for auto cooling 


system protection, Prestone Long 
Life Coolant, has been introduced 
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by Union Carbide Constimer Prod- 
ucts Co., 270 Park Ave., New York 
17. The base is ethylene glycol, and 
the coolant contains a new inhibi- 
tor system comprising both chem- 
ical and polar oil inhibitors that 
is reported to give “superior pro- 
tection for extremely long periods 
to all cooling system metals, in- 
cluding aluminum.” 

Prestone Long Life Coolant is 
undiluted and can be used with 
any tap water. After the first win- 
ter’s use, the solutio hould be 
checked periodically f6F anti-rust 
protection. Suggested retail price 
of the new coolant is $5 per gallon. 

a * 
















TOOL CABINET—Model 276 Huot mo- 
bile tool cabinet is said to offer three- 
drawer convenience, plus open storage 
compartment in a solidly-built 18-gauge 
steel cabinet that will roll anywhere to 
bring tools to the job. A rolling work 
bench, it protects tools from dirt, damage 
and theft while keeping them instantly 
available on-the-spot, it is said. The cab- 
inet supports a six-drawer chest (Model 
108) of similar construction. Huot Mfg. Co., 
500 N. Wheeler St., S. Paul, Minn. 















El Paso Firm Introduces 
5 Lines of Motor Oil 


A line of automotive and indus- 
trial lubricants has been introduced 
by El Paso Natural Gas Products 
Co., El Paso, Tex. Five automotive 
oils will be marketed through the 
firm’s El Paso-Dixie service sta- 
tions in West Texas, New Mexico, 
Arizona and Southern Colorado 
and Utah. 

The top grade has been designat- 
ed Red Flame Motor Oil. Others 
are El Paso Extra Heavy Duty, El 
Paso Heavy Duty, El Paso Motor 
Oil and Escort Motor Oil. 

* + ca 












POINT CONVERSION KiT—The Micro- 
electric dual point conversion was de- 
veloped to replace the long standard 
vacuum diaphragm assembly. It is said to 
insure instantaneous ‘speed of light’ ad- 
vance of timing when necessary. The point 
conversion is available for Chrysler V-8 
products, years 1956 through 1960, Ford 
V-8 products, years 1957 through 1960. 
The kit also includes two stabilized break- 
ers, where point wear is divided between 
dual points for longer point life; a heavy- 
duty condenser, and a stationary mount- 
ing plate, which eliminates friction and 
wear and uneven opening and closing 
of the points. Mallory Electric Corp., 12416 
Cloverdale Ave... Detroit 4 Mich. 


‘Slide Rule’ for Shocks 


New in the shock absorber field 
is a “slide rule” that instantly gives 
the correct application of Columbus 
shock absorbers for each model, 
make and year of car. Developed 
by Heckethorn Mfg. & Supply Co., 
Dyersburg, Tenn., maker of Colum- 
bus shocks, the slide rule is small 
enough to slip into a mechanic’s 
pocket and also has a good-sized 
grommet to permit hanging on the 
wall. 
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CAR FOUNTAIN—A car fountain that is 
said to dispense hot or cold drinks has 
been announced by Frigie Car Fountain, 
1301 S. 20th Ave., Yakima, Wash. Called 
the Frigie Car Fountain, the unit can be 
installed in any car. Requires one 5/16- 
inch tube hole in firewall; one 5/16-inch 
tube hole and two Y%-inch screw holes 
in dash. The unit operates on vacuum 
from the motor and cannot be used while 
the motor is off, it is said. User supplies 
vacuum bottle or picnic jug as container 
for drink. 





WRENCH SET—Hunter Engineering Co., 
Hunter Ave. and LaDue Rd., St. Louis 24, 
Mo., has announced the Hunter 16-S ball- 
joint suspension socket and wrench set for 
servicing ball-joints and making caster 
and camber adjustments on deep-set ad- 
justment-setting points. The set includes 
two sockets for removing and installing 
ball-joints on cars built by Chrysler Corp., 
and four wrenches for adjusting caster 
and camber on Ford, Mercury, Lincoln and 
Rambler ball-joint suspensions. 


Book Shelving 


Modular book shelving in a com- 
plete range of sizes is available 
from Equipto, Aurora, Ill. 

* > * 
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SAFETY BRAKE—A safety device for 
hydraulic brakes has been announced by 
Safety Brake Corp., 111 E. 11th St., Lib- 
eral, Kans. Called Safety Brake, the unit 
is said to be effective against a leak or 
break in feed lines, a worn wheel cylinder 
or cup, or other damage causing unequal- 
ization of pressure in the braking system, 
it is said. The unit is built for all cars 
and trucks up to 2% tons. 


BATTERY WARMER — The Thermo-Start 
battery warmer is said to hold a battery 
at 60 degrees in sub-zero temperatures. 
The unit's heating coil consists of nichrome 
wire wound around an insulating core 
and molded into a protective neoprene 
pad. It is installed under the battery and 
will operate on either AC or DC current, 
it is said. Stardi Products Co., 147-47 
Sixth Ave., Whitestone 57, L. |., N. Y. 













7 
q 
: 





HERE IS YOUR KEY 
TO QUALITY! 


This Blue Coral key will open the door to a prosperous and 
productive service department. You are cordially invited to 
come in and join the thousands of successful Blue Coral dealers 
who have found new prestige, new profit and, of course, the 
pleasure of serving a satisfied customer. Manufacturers, 


dealers and their customers agree that Blue Coral is a shining 
symbol of enduring value and quality . . . They know there is 
no substitute for the perfect protection Blue Coral gives to 


A QUARTER 
Lacquer, Acrylic, Enameb ond all hard finishes. yor we o 


Here is the key . . . Success is at your finger tips! 


© —H.D.T. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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As Francis Takes Over ... 
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S-P Heads in New Direction 


(Continued from Page 4) 


director since 1958, established his 
reputation in management as a 
supersalesman with General Foods. 
He served as president of the com- 
pany for nine years and was chair- 
man for 11 years. He joined the 
S-P board at same time Sonna- 
bend, the merger expert, was 
named a director. 
a * + 

E RETIRED from General 

Foods six years ago, because 
he was beyond retirement age, but 
maintained many business inter- 
ests. 
It was reported that the true 
headquarters of S-P will be 
where Francis is and that he will 
most often be in the New York 


Upon being named S-P chairman, 
Francis said: 

“Mr. Churchill will act in a staff 
capacity in the field where he has 
won such great eminence in the 
automobile industry. His outstand- 


gineering and manufacturing is| served as special consultant to 


well recognized. 

“With Studebaker-Packard’s 
great growth and its changing re- 
quirements as a diversified com- 
pany, the need for a realignment 
of duties has become evident. The 
economy and efficiency of the or- 
ganization will continue to benefit 
by Mr. Churchill’s association.” 

+ a * 

HURCHILL commented: 

“This realignment of responsi- 
bilities will permit me to concen- 
trate my efforts in the areas where 
I can make the greatest contribu- 
tion to the growth of our com- 
pany.” 

Francis’ interests presently in- 
clude serving as a director of Air 

Reduction Co., Mutual Life In- 
surance Co. of New York, Mead 
Paper Corp., Northern Pacific 
Railway and other corporations, 
He was for eight years a mem- 
ber of the board of directors of the 
Federal Reserve Bank of New 


ing record of achievement in en-| York. Since 1954, Francis has 








TRI-EX REFINED 


Wolfs Head Oil 
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Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’s HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 
HEAD, “finest of the fine” premium motor oils. 
WoLF’s HEAD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule . . . Tri-Ex refined 
three extra steps for truly superior performance... 
and Scientifically Fortified for complete protection. 
With WoLF’s HEAD you can keep your 


customers coming back. 
HEAD commands distinctive cus- 
tomer loyalty the world over. 
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WOLF’S HEAD 
OIL REFINING CO., INC. 


OIL CITY, PA. 


WOLF’s 





President Eisenhower. 

The position of chairman at 
Studebaker-Packard has been va- 
cant for the four years since Paul 
G. Hoffman left. 

The Churchill-Francis move was 
the second of its kind at S-P this 
year. In June, Lewis E. Minkel was 
named marketing vice-president, a 
notch above Sydney A. Skillman, 
general sales manager who had 
been the company’s top salesman. 

cd + + 


E move was also the third 

major shuffle among automo- 
tive chiefs this year. Ernest R. 
Breech announced plans to step 
down as chairman of Ford Motor 
Co. in one of the other moves. 

In the third move, which really 
had two parts, William C. Newberg 
was first elected president of 
Chrysler Corp. when L. L, Colbert 
was moved up to chairman, The 
second part came when Newberg 
was ousted as president in a dis- 
pute about his interests in supplier 
firms. 

The S-P development was ap- 
parently anticipated in financial 
circles, The price of the com- 
pany’s common stock which had 
been declining this year went up 
just before the change was an- 
nounced but then slipped a bit on 
profit-taking. 

The S-P change was made in the 
face of falling sales and profits for 
the company and was the latest in 
a series of steps designed to re- 
store the health of the No, 5 auto 
maker. 

af * *” 

te DID well in unit sales and 

profits after introducing the 
compact Lark late in 1958. Lately, 
sales and profits have been slipping 
as the introduction of additional 
lines in the compact field have 
made competition fierce. 

Studebaker-Packard has been 
the low-volume member of the 
auto industry practically from the 
day Studebaker and Packard were 
merged in 1954. A variety of doc- 
tors have prescribed a variety of 
remedies which have produced 
varying results. 

The company lost money in all 
years from 1954 through 1958, 

running up a tax loss credit of 
better than $130 million, 

S-P was heavily in debt, losing 
money and oversupplied with facil- 
ities for the volume of business it 
was doing in 1956 when one of the 
remedies was tried—the Curtiss- 
Wright deal. 

oe * * 

URTISS-WRIGHT, once a power 

in producing airplane compon- 
ents, was diversifying into other 
fields—it could use some of the old 
Packard facilities. It rented or 
bought the facilities and got an 
option on five million shares of 
S-P stock. 

In return, S-P got management 
assistance from Curtiss-Wright 
chief Roy Hurley and the other 
officials at C-W. The idea was to 
make money by offering a full line 
of cars and trucks. 

In the end, Curtiss-Wright got 
out of Studebaker-Packard to 
concentrate on its own problems 
and Hurley later got out of Cur- 
tiss-Wright. C-W never bought 
into S-P but it did buy the facili- 
ties it had been leasing from S-P. 

The Curtiss-Wright deal did S-P 
little apparent good. In 1958, it was 
heavily in debt, still losing money 
and appeared to be on the brink of 
financial disaster with some of the 
debts falling due. 

nn * * 

HHREE remedies were tried at 

once. Some worked but one has 

yet to work. 

The banks and insurance com- 
panies which held the S-P debt 
agreed to write off part of the debt, 
take notes for some of it and take 
preferred stock for the remainder. 

This took the press of debt 
payments off the shoulders of 
S-P management. It also provid- 
ed handsome profits for some op- 
erators. The preferred stock had 
@ par value of $100 a share when 





Coleman Motor Moves 
MINNEAPOLIS. — Coleman Mo- 
tor Co., Ltd. (Jaguar-Hillman-Sun- 
beam), has moved to new quarters 
at 1207 Harmon Place. Tom Cole- 
man is the dealer. 


issued to the creditor banks and 

insurance companies. 

It was sold by the creditors, re- 
portedly at or not much more than 
par value, but was soon trading on 
the stock market for more than 
$400 a share. Just who made the 
money has never been clear. 

+ 7 * 


t bye second remedy was a 
change in the marketing concept 
at S-P. The company was now to 
swing over to offering products in 
specialized areas of the auto mar- 
ket. 

The 1957 agreement to distrib- 
ute the Mercedes-Benz became a 
part of the program and the 
company later began distributing 
the imported Auto Union and 
DKW lines. S-P also put most of 
its own production in the com- 
pact field, introducing the 1959 
Lark, but kept a foot in the 
sports-car field with the Hawk, 

The move undoubtedly paid off— 
S-P showed its first profit since the 
1954 merger by making $28.5 mil- 
lion in 1959. 

The third remedy was diversifica- 
tion. Chief reason for this was that 
S-P had a loss carryforward which 
would make $133 million in profits 
in any field tax-free. 

The diversification program has 
moved in fits and starts. First, 








Sonnabend, who acquired a reputa- 
tion as a diversification wizard by 
reviving Hotel Corp. of America 
and Botany Mills, was named an 
S-P director and put in charge of 
diversification. 

* oe *~ 

ITTLE ever came of his efforts 

and Sonnabend has lately been 

reported on the outs with S-P man- 
agement, The company has ap- 
pointed its own diversification spe- 
cialist. 

S-P has acquired two small plas- 
tics companies, a lawn mower firm 
and Clarke. There are frequent re- 
ports of other mergers—Oliver in 
the farm equipment field, Divco in 
the truck field, Fedders in the air- 
conditioner field, record companies 
and fur auctions have been men- 
tioned—but nothing else has been 
consummated. 

When the company began 
showing a profit on its own, some 
of the urge to merge was dis- 
sipated. S-P then could take ad- 
vantage of its tax credit to offset 
its own profits. 

Some observers see the recent 
falloff in S-P profits as the cause 
for an upsurge in talk about diver- 
sification. 





How car dealers can sit 


on Top of the 


Imported Car 


Most imported cars (32 out of the 46 leading makes) come equipped 
with Dunlop Tires. That's why owners of sports, luxury and economy 
models are pre-sold on Dunlop when tire replacements are needed. You 
can do more business—and make more 


money—when you feature these world- 
famous tires in your service department. 


Your potential on Dunlop Tires is terrific! 
Think of the number of imported cars in 
your area—multiply by fowr—and you'll 
quickly see how big your replacement tire 
business can be. And remember, it will 
be bigger with Dunlop than with any 
other brand because of Dunlop’s firmly 
entrenched reputation among imported 


car owners. 


Dunlop warehouses in major cities 
throughout the country carry stocks of all 
imported car sizes. They can supply your 
requirements promptly. For complete 
information, clip this coupon to your 


letterhead and mail to us today. 





There’s a world of confidence in 


DUNLOP 


TIRE AND RUBBER CORPORATION ¢@ BUFFALO 5, N, Y. 


FOUNDERS OF THE PNEUMATIC TIRE 


e 
| Imported Tire Sales, Dunlop Tire and Rubber Corp. 
; Post Office Box 2011, Buffalo 5, N.Y. 
i 
l 


Please send me information on the Dunlop line for imported cars. 
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Colbert Sees Healthy ’61 
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New Chrysler Lines 
Pitch Economy Hard 


(Continued from Page 1) 


been retained and accentuated, |a new manual transmission with a 


and a strip of metal trim extends 
rearward from the eyebrow along 
the body of the car. 


Fifteen models are offered, 11 of 
which are available with six-cylin- 
der or V-8 engines. The Fury con- 
vertible and three station wagons 


may be ordered only as V-8s. 
+ * * 


YALANT styling is unchanged, 
but the model lineup has been 
enhanced by the addition of a two- 
door sedan in the V-100 series and 
a two-door hardtop in the V-200 
line. There is a four-door sedan 


and a four-door, two-seat wagon 
in each series. 

Valiant carries the Plymouth 
nameplate for ’61. 

Lancer, the new Dodge compact, 
has the same model selection as 
Valiant and the same 106.5 wheel- 
base. 

Lancer is 188.8 inches long and 
72.3 inches wide, compared with 
Valiant dimensions of 183.7 and 
70.4. Both cars are 53.3 inches high. 

Lancer has a V-shaped grille of 
fine stainless steel lines, similar 
to that of the ’60 Pontiac. The 
Dodge compact has an unadorned 
rear deck, while Valiant again 
will use the spare wheel imprint 
in the deck. 

The Dodge Dart has a wide, con- 
cave grille that encircles the dual 
headlights. The roof design is new, 
and glass area has been increased. 

The fins are slanted instead of 
sitting straight up as they did last 
year, and the taillights are set 
horizontally, directly above the 
wraparound area of the bumper. 

cd * * 


E Dodge Polara has a new 
grille and front fenders, slanted 
fins and a new taillight treatment. 
Six Polara models are available. 
The Matador series has been drop- 
ped, slicing five models from the 
big Dodge lineup. 

DeSoto has a new aluminum 
grille and Chrysler has reversed its 
grille treatment. The ’61 version is 
wider at the top than at the bot- 
tom. Both DeSoto and Chrysler 
have slanted headlights with the 
dual lamps set vertically. 

DeSoto has trimmed its model 
lineup from six to two—a four- 
door hardtop and a two-door 
hardtop, Chrysler has added a 
Newport series which will sell in 
a lower price class. The Newport 
joins the Windsor, New Yorker 
and 300-G lines. The Saratoga 
series has been dropped. 

The Newport and Windsor have 





Good News in Miami 
For Chrysler Chiefs 


MIAMI.—In addressing news- 
men at the Chrysler press pre- 
view here, Lester L. (Tex) Col- 
bert, president, departed from his 
text to say: 

“The Chrysler directors meet- 
ing tomorrow in New York is 
purely routine, There will be no 
new president elected, no new 
vice-president, and no new direc- 
tors. Thank you, gentlemen.” 

Loudest applause came from 
men wearing the red badges des- 
ignating the hosts. 












floor-mounted shift lever. 


Imperial has higher fins, a new 
grille and pedestal-type dual head- 
lights. Six models are offered, com- 
pared with nine last year. The 
four-door sedans have been discon- 


tinued. 
* + * 


ODGE trucks have new sheet 
metal, a new grille and a new 
front-end design. Chassis, steering 
and suspension also are new, The 


trucks are lower and wider, and 


conventional models range from a 


half-ton pickup to 2%-ton tractor. 

The ’61 commercial units will 
use Chrysler Corp.’s inclined six- 
cylinder engine. It displaces 225 
cubic inches and is rated at 140 
horsepower. 

Chrysler Corp.’s engine lineup 
consists of two sixes and four V-8s. 
Lancer and Valiant use a 170-cubic- 
inch six which is inclined at 30 
degrees in the engine compartment. 

Plymouth and Dart have a 225- 
cubic-inch slant six, and this unit 


2 Columbus Deals 
Change Hands 


COLUMBUS.—Two new-car deal- 
erships here have changed hands. 

Paul Davis Chevrolet, Inc., 309 E. 
Broad St., has been purchased by 
White Chevrolet Co. White oper- 
ates Chevrolet dealerships in 12 
cities in Ohio, Michigan and In- 
diana. 

Country Fair, Inc. (Rambler- 
Fiat), 550 W. Broad St., has been 
acquired by Jim Saeger Rambler 
Co., a newly formed organization. 
Saeger will continue to operate his 
Buick dealership at 1390 W. Broad 
St. 


Obituaries 

















is available as an option on Lancer. 
Compression ratio of both sixes is 
8.2 to 1, compared with 85 to 1 
last year. 


« * 
—— regular V-8 for Plymouth 

and Dart is a 318-cubic-inch en- 
gine. Dodge Polara, DeSoto and 
Chrysler Newport employ a 361- 
incher, and Chrysler Windsor has 
a@ 383-cubic-inch unit. 

The bigger engines are offered 
as options on Plymouth, Dart 
and Polara. Compression ratio of 
the 361 has been reduced to 9 to 
1, It was 10 to 1 last year. 

At the top of the line is the 413- 
cubic-inch engine which powers the 
Chrysler New Yorker and Imperial. 
Compression ratio is 10 to 1. 

All Chrysler Corp. ’61 models will 
have an alternator instead of the 
conventional generator, This fea- 
ture was introduced last year on 
Valiant. 


* * * 
rea says the alternator 
lasts two or three times as long 
as a generator, is 30 percent lighter 
and charges the battery while the 
car is idling. 

A new heavy-duty manual trans- 
mission has been developed for the 
corporation’s 361 and 383-cubic-inch 
engines. 

The company said the trans- 
mission has a long, narrow sil- 
houette so that most of the unit 
is in the engine compartment in- 
stead of the passenger compart- 
ment. 

Chrysler said two major carbu- 
retor improvements have been 

made on all engines. 

The first is a two-stage, step-up 
jet which is said to give smoother 
performance in all speed ranges 
and finer mixture control for quiet- 
er performance. 

Second improvement is the addi- 
tion of new float needles tipped 
with synthetic rubber. 

cg * of 


HRYSLER noted that it now is 

using sound waves to check 
welding quality in unit-body con- 
struction. All Chrysler lines except 
Imperial employ the Unibody sys- 
tem. 

Hurricane Donna failed to mar 
the preview schedule here last 
week, except to hurry home some 
of the 350 press guests. 


James K. Dobbs Sr., 66; 
Founded Hull-Dobbs Chain 


MEMPHIS.—James K. Dobbs sr., 
66, a Ford dealer here for 39 years, 
died of a heart attack Sept. 4 in a 
Dallas hospital where he had been 
under treatment for acute asthma. 

The dealership, Hull-Dobbs, re- 
portedly :is the largest Ford out- 
let in the world. The firm has 
branches in 35 other cities, in- 
cluding Chicago, Minneapolis and 
Louisville. 

Mr. Dobbs, who quit school after 
the fifth grade to go to work, start- 
ed in the auto business in Birming- 
ham, Ala., but he went broke. His 
first auto job in Memphis was with 
Union Motor Co. 

He joined with Horace H. Hull, 
former city engineer, to form the 
Hull-Dobbs Ford dealership in 1921. 
For many years Mr. Dobbs was a 
lecturer at Ford Motor’s merchan- 
dising school in Detroit. 

In 1934 the partners branched 
out into the restaurant business 
with the formation of Dobbs 
Houses, Inc., which now operates 
about 125 restaurants, snack bars 
and airline catering agencies. 

Later Mr. Dobbs became inter- 
ested in beef cattle, and the hobby 


’61 Chrysler Corp. Dimensions 


(Four-door sedans. All dimensions in inches.) 


Wheelbase Length 


Dodge Lancer 
Plymouth Valiant 


Height 
53.3 
53.3 


Width 
72.3 
70.4 


188.8 
183.7 
54.8 


209.4 78.7 





led to Dobbs Houses’ purchases of 
a number of ranches which provide 
beef for the restaurant chain. 

Mr. Dobbs also held oil interests 
in Texas and Oklahoma. 


William F / O'Neil, 
75; Founder 
Of General Tire 


AKRON.—William F, O'Neil, 75, 
chairman and founder of General 
Tire & Rubber Co., died Sept. 4, 
five days after he had been stricken 
with pneumonia. 
He had been ill 


with a heart ail- 
ment. 

A dominant fig- 
ure in the rubber 
industry for al- 
most half a cen- 
tury, Mr. O’Neil 
started General 
Tire in 1915 and 
: guided it to a po- 
W. F. O'Neil sition as one of 
the industry’s “big five.” 

In the first major management 
change in the company’s history, 
Mr. O’Neil turned over the presi- 
dency last April to his youngest 
son, Michael G. He continued as 
chairman of the board and chair- 
man of the executive committee. 

General Tire, under Mr. O’Neil’s 
leadership, acquired other indus- 
tries, including RKO Teleradio Pic- 








‘Alice in Alternatoriand’— 

Little Bonnie Fortner of Detroit shows some of the work that an alternator does in a 
1961 Chrysler Corp. car. An alternator, center, supplies power to all electrical acces- 
sories in each car. The small, twinkling stars at the upper left are the many lights 
which also are operated by the new system. According to Chrysler, an alternator has 
two or three times the life span of the generator, it charges the battery while the 
car is idling, it is 30 percent lighter than a direct-current generator, and it is lubri- 


for about a year! 


cated for life. 





Its All Quiet at Chrysler 
During Preview of ’61s 


(Continued from Page 6) 


plete confidence that the results 
of the investigation when it is 
completed will show that our 
management compares in integ- 
rity with the best in the country. 

“Meanwhile, we are not going to 
be diverted from our job which is 
to make and sell quality carg and 
trucks and make profits for the 
stockholders, We are not going to 
be distracted from that job by the 
smears and false and irresponsible 
statements of any man who takes 
advantage of the privileges afford- 
ed bona-fide litigants. 

“Do not be dismayed or confused 
by the law suits filed against us 
that you read about. Anyone can 
bring a law suit, whether ground- 
less or not, and those who are at- 
tacked in it, must wait for the 

courts to decide it. 

“It takes a high order of courage 
to withstand the abuse we are get- 
ting and do the day’s work in the 
fine spirit which this excellent 
Chrysler organization is displaying 
today.” 

Dann charged that one of the 
reasons for the $30-million libel 
and slander suit filed against him 
by Chrysler was to prevent him 

from providing information to 
those investigating Chrysler 
management. 

He said that he felt the suit had 
no foundation but that he was tak- 
ing the matter seriously. He said 
that, if Chrysler wins a judgment 
against him, he can be put in jail 
until it is paid, 

Dann also charged that the suit 


was brought to frighten him and 
those who are supplying him with 
information about Chrysler. 

He said he was not frightened 
personally and that persons, who 
were once reluctant to speak, are 
now reporting to him on activ- 
ities at Chrysler. 

Meanwhile, Allen Industries de- 
nied any wrongdoing in relations 
with Chrysler. Allen is one of the 
defendants in a suit by the Dann 
group which asks that a receiver 
be named for Chrysler. 


Machinists Spur 


Shop Organizing 
duction filed all available bor- 


cars. 

Should the railroad tieup con- 
tinue, it could affect Chevrolet’s 
production plans. The railroad op- 
erates between Detroit and Chi- 
cago, and also serves Flint, Sag- 
inaw and other cities in Michigan 
and neighboring states. 

In Buffalo, a 9%-cent hourly 
wage increase for 1,125 employes of 
Dunlop Tire & Rubber Corp, has 
been approved by the United Rub- 
ber Workers, Local 135. 

The new agreement provides an 
additional four cents for skilled 
trades, bringing their total to 13% 
cents, The new rates, retroactive to 
August 1, were negotiated under 
@ wage reopener in the final year 
of a two-year master contract, 





209.5 80.0 54.6 tures, Inc., now known as RKO 
General, and Aerojet Corp. a 
215.6 719.4 rocket firm. 


Mr. O’Neil] also built up a string 
of radio stations which, at one time 
or another, included New England 
and Pacific Coast networks and for 
a short time, the Mutual Broad- 
casting System. 

General Tire also has or has had 

(Continued on Page 54, Col. 1) 


79.4 
718.7 


215.6 
212.5 


219.8 79.4 


227.1 81.7 


*—-Four-door hardtop. 





‘61 Plymouth a Hit with Dealers— 


Plymouth dealer Harold B. Robinson, seated in car, Philadelphia, was so pleased 
with the 1961 models shown at a dealer preview that he immediately placed an order 
for 1,000 cars. Standing alongside the car is Harry E, Chesebrough, general manager, 
Plymouth-DeSoto-Valiant Division, At the factory in Detroit, a quality contro! super- 
visor, right, checks the near-hurricane force of jet nozzles as a ‘61 Plymouth goes 
through a water test spray booth. To assure that the body is weatherproof, high- 
pressure sprays are directed at the most vulnerable points of cars built in the plant 
before they are released for shipment to dealers. 
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Dealers Press Hard on Eve of ’61 Debuts... 


Cleanup Sales Firm, Profits Ebb 


(Continued from Page 1) 


sales tool if the factory had not 
been tardy in setting it up. 

In Miami, dealers were pretty 
much agreed that the bonus is 
helping to move cars, but several 
said it was simply too small] to cope 
with the monumental sales job 
facing dealers. 

A Minneapolis Chevrolet dealer 
said he prefers this year’s bonus 
setup to last year’s, adding frankly 
that he is “always greedy enough 
to want more.” 

* > * 

OME Dallas dealers said bonuses 

had come “a little late” to help 
materially in competitive market- 
ing. Those who got them first, they 
said, were aided in getting the bar- 
gains going sufficiently early to 
stimulate sales. 

A San Francisco Chevrolet deal- 
er said of the bonus: “I prefer not 
to think about it, I may have to 
depend on it later in the month.” 

A Pontiac dealer in Milwaukee 
said, 


A Chevrolet dealer said, “Wheth- 
er buildout bonuses help sales is 
a moot question. 

“We assumed we would not get 
one this year, and now we have 
received notice saying we will. This 
quota business is for the birds.” 

He continued: “The whole thing 
is hard to trace. We don’t know 
whether the cars would have 
moved without the bonus. Person- 
ally, I doubt whether buildout 
bonuses are big enough, in rela- 


tion to the price of a car, to make| said he was satisfied to wheel any- 


a customer decide to buy.” 
os * * 


Bonuses Welcome 


| genera dealers say that 
bonuses have helped particular- 
ly on Americans, and a San Fran- 
cisco Mercury dealer said the bonus 
has been a “saving factor.” 

Some dealers whose bonus is 
geared to a quota noted that fleet 
sales are virtually nil at this time 
of year, which works a hardship 
in many instances. 

Some also decried the publicity 
given to bonuses with the com- 


ment, “We have to watch or the| $250 


salesmen will give IT away, too.” 

Where dealers were willing to 
quote profit figures, most showed 
sizable dips in average gross per 
unit, compared with three months 
ago. 

A Milwaukee Oldsmobile dealer 
said his profit is down about 35 
percent. 

“Our rock is down to about $150 
now,” he said. 

Said a Pontiac dealer in the Beer 
City, “We’re down, but we're still 
on the profit side of the book.” 

* +* * 

SAN FRANCISCO Chevrolet 

dealer said his profit increased 
in August by an average $80 over 
deals made earlier in the summer. 
He blamed a summertime sales- 
man’s contest for the contest in- 
road. 

“The gross went up ag soon as 
the contest was over,” he said. “I 
hate them.” 

A Western Studebaker dealer 





ADVERTISEMENT 


ARCHITECT-DESIGNED CHILDERS CARPORTS blend in 


erfectly with 


the handsome sales room of Hawkins Ford, Olney, Ill, Childers Carports 
will modernize and glamorize your existing buildings, too. And Childers 
Carports will pay for themselves through increased sales and savings on 
clean-up costs and light bills. Read bow easily you can put Childers Car- 


ports to work for you on Page 39. 


The 


Broadest and Most Profitabl« 


Consumer Credit Insurance 


Market Ever Developed 


Coverages Available 


Automobile 


Physical Damage Insurance 


ompr sash ae A ; a 


Theft and Colli 





hens ee, 


just have to live with it.” 


certain we'll have some of the 


thing out at $50 over invoice. 

In Dallas, average gross prof- 
its for all makes was estimated 
at $230, exclusive of buildout 
bonuses, The range was estimat- 
ed at $100 to something over 
$300, with profits in low-medium 
lines running $25 to $100 better 
than on upper-medium lines. 
Compacts in all lines were re- 
ported doing best in Dallas—wash- 
ing out at $200 to $250 per car on 

the average. 

In Minneapolis, nearly all dealers 
said profit margins are shrinking. 
Average in all lines falls at about 


Said a Minneapolis Chevrolet 
dealer succinctly: “Profit is off 
from three months ago and it 
wasn’t too good then.” 
+. cs * 

Miami Profits Sag 
Fr MIAMI, grosses ranged from 

$50 to $175 on low-priced stand- 
ards up to $250 to $300 on heavier 
units. In some cases, profits in 
Miami have plunged 50 percent in 
the past three months, according 
to individual dealer reports. 

An even sharper cutback on 
profit was reported by a New Or- 
leans dealer in the medium field 
who said he is working on a $150 
gross, compared with $380 and $400 
three months ago. 

One New Orleans dealer said 
average gross rose to $250-$275 in 
August, compared with $200-$225 
earlier in the summer because 
his August fleet business was 
“way off.” 

In New York City, dealers quot- 
ed gross-profit figures ranging 
from about $125 on standard Ford 
to $250 on some American Motors 
products. Three months ago, prof- 
its in all lines were ranging from 
$200 to $300, 

New York dealers also said com- 
pacts are still the best profit pro- 
ducers. 

Said a Chevrolet dealer in Cin- 
cinnati: “We're lucky to make a 
buck this time of year.” 

“Average” figures don’t always 
tell the whole story, however, A 
Midwest dealer, claiming average 
grosses just under $200, admitted 
he lost $8 on a recent deal in a 
competitive hassle with a dealer 
handling the same make. 

7 4 * 

S NOTED earlier, few dealers 

are pushing the panic button 

on sales, 

Said a New York Ford dealer: 
“This is the time of year when the 
‘bums’ are in the market and the 
good buyer just isn’t out. So no 
matter what you are able to offer 
these people, they can’t quite reach 
it. 


“Frankly, these are the people 
who can’t get financed if they 
want to. And the good customer 
won’t be back in the market until 
the new models are announced. 


“It happens every year, so we 


Ford dealers in New York, by 
and large, are tight on Falcons but 
have plenty of standards, One deal- 
er said, “We'll be out of Falcons 
by announcement time, but I’m 


others at least another six months.” 


thing for nothing and they don’t 
even have THAT kind of money.” 
* * * 


i MOST other lines, dealers re- 
ported the situation in “good 
shape, with many cash buyers and 
few financing problems.” 

The cleanup was also reported 
moving well in San Francisco, with 
some dealers indicating a possible 
shortage of cars. 

A few anticipate some left-overs, 
but the majority expects to be 
ready for new models without a 
bothersome backlog. 

An increase in shoppers and 
sales was noted in late August 
and the early part of this month. 
Commented a Bay Area Mercury 
dealer: “You can’t rush the pub- 
lic into an early cleanup, The 
real cleanup buyer is a different 
breed than the spring shopper.” 

About the only problem reported 
involved the shopper with the small 
downpayment. 

“You have to be careful,” said a 
Chevrolet dealer. “If they can’t 
stand a credit check, we turn them 
down,” 

Consistently, dealers said they 
were short of sixes. 

* * * 


Stragglers Expected 


INCINNATI dealers said that 

compacts and standards are 
cleaning out “nicely,” although 
there are some soft spots in higher- 
priced lines. 

A Ford dealer in the Queen 
City said, “We should be in good 
shape by the time the ’6ls come 
in. We might have a couple of 
stragglers but we’re not worried 
about that.” 

A Rambler dealer said, “The cars 
with all the gingerbread are the 
ones that are selling now, We'll be 
cleaned up in time, but we won’t 
get rich doing it.” 

In Miami, dealers said the clean- 
up has been hurt by layoffs and 
tight money, although most say 
they are in good shape on inven- 
tory. 

Miami, heretofore a top area for 
imports, has seen sales of these 
units nosedive. One prominent Re- 
nault dealer said he had sold only 
two Renaults in August, English 
Ford sales are off as much as 60 
percent in some cases. Truck sales 
likewise have gone sour. 

* * + 


CHECK of 10 dealers in New 
Orleans showed that all but one 
expect to carry over ’60s into the 
new season. Nobody is worried, 
however. Several said they expect- 
ed higher prices on ’61s to help 
move out the “old” cars, 
Two dealers who reported they 
would have a small carryover 


Dealer Reports 
Show Car Sales 
Gain from July 


DETROIT.—Dealer sales sam- 
plings, as reported by auto manu- 
facturers last week, indicated re- 
tail deliveries of approximately 480,- 
000 new domestic cars in August. 
Of these, an estimated 140,500 were 
compacts, or more than 29 percent. 

The indicated August total was 
some 50,000 units more than the 
same report for July. But the July 
“dealer sales” total fell far short 
of actual new-car registrations for 
the month of 502,998 domestics. 

June pre-sales of new cars by 
dealers, cashing in on incentive pro- 





















































10 Pct. of All Corvairs 


Sold in Los Angeles 


LOS ANGELES, — Nearly 10 
percent of all Chevrolet Corvairs 
registered in July were accounted 
for in Los Angeles County. 

Nationally, Corvair registra- 
tions ran slightly above 19,000. 
In Los Angeles County alone, the 
total was 1,878. 





said they would be willing to 

purchase ’60s from other dealers 
in their lines. 

No New Orleans dealer talked 
about an unbalanced stock. All 
seemed satisfied with their present 
inventories. 


About haif the dealers in Min- 
neapolis said the cleanup is going 
well and that they would be out 
of cars “in time.” The less optimis- 
tic said they would not clean up 
in time, but some of these admitted 
they never do. 

Financing seemed to be no prob- 
lem in the Twin Cities, except for 
scattered instances. 

Overall, the word in Minneapolis 
was “orderly.” 
* +. * 
ppeataees in Dallas said they 

would be in good shape to re- 
ceive ’61s, and some are already 
picking up some of the most popu- 
lar models from outside sources. 

Dallas dealers said they are in 
good shape on the cleanup, despite 
lagging sales. 

Said one Rambler dealer: “Vol- 
ume igs down somewhat from 
three months ago, but we had ex- 
pected it would be. This is a nor- 
mal buildout time, Things are 
going the way we had planned.” 

Money reportedly is a “little 
tighter” in Milwaukee, but the fi- 
nance problem is not rated serious, 

“We're doing fine,” was the con- 
sensus in Birmingham, Ala., and 
some dealers said they were think- 
ing of buying extra cars from deal- 
ers in outlying small towns, 

In Houston, dealers agreed that 
the cleanup would not be “as easy” 
as a@ year ago, but that continued 
hard work would bring out dealers 
in satisfactory fashion. 

A dealer in a small town in the 
St. Louis trading area said the 
cleanup buyers appear uneasy. 
They tend to back away from 
deals, he said, and instead put their 
money into savings accounts which 
are paying 4 percent. 


New Triumph Deals Listed 


New Triumph dealers in the 
West include Carl Block, Inc., Oak- 
land, Calif.; Block’s Auto Sales, 
Inc., Richmond, Calif.; University 
Motors, Inc., Seattle; Southwestern 
Motors, San Diego; City Motors, 
Inc., Pocatello, Id.; Escondido Im- 
ports, Escondido, Calif.; Klipstein 
Motor Sales, Cheyenne, and 
Wayne's, Chico, Calif. 
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* * * 


Almost Double °59 


HEVROLET dealers in New 
York seem to be pulling 
through in good shape. One said he 
was 87 percent ahead of last year 
on August deliveries and his profit 
for the month almost doubled. 

Dealers handling mediums in 
New York say they are not too 
overloaded, although some individ- 
ual dealers are complaining. Here 
again, the cleanup looked like a 
monster a month ago. Today deal- 
ers feel that while the cleanup is 
still “uncomfortable,” it is nowhere 
near the specter it had been. 

In Chicago, too, only Ford 
dealers expressed any concern 
over left-over ’60s. One of the 
problems was summed up this 
way by a South Side dealer: “The 
moochers come out this time of 
year, They think the dealer is 
going to be stuck with a lot of 
cars that will be ‘last year’s mod- 


Credit Life Insurance 
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Hartford 2, Connecticut 


Estab! 


| American Motors officials said. 


grams, were believed responsible 
for part of the discrepancy be- 
tween July registrations and “deal- 
er sales.” High inventories also 
may have occasioned some report 
fudging from the field. 

Dealer reports of compact sales 
for August showed Falcon with 38,- 
650; Rambler, 34,956; Corvair, 20,- 
600; Comet, 19,664; Valiant, 18,500, 
and Lark, 8,051. 

Comet, which outsold Valiant for 
the first time since the Lincoln- 
Mercury compact went on sale last 
March, reported that its 100,000th 
car will be delivered this week in 
Atlanta. 

Rambler sales last month exceed- 
ed those not only for July but also 
for the same month a year ago, 


PARAVANE for big cars 
PARAVANETTE for small 


No tools required 


SEND FOR FREE CATALOG 


Matlin 


MACTON MACHINERY COMPANY, INC. 


Dealer reports for August showed 
that one Corvair was delivered for 
every six Chevrolet standards, that 
Comet nearly doubled the Mercury 
total and that Valiant outsold 
Plymouth by 2,500 units. The stand- 





els’ in a few weeks. 
“They think they can get some- 





ard Ford accounted for 70,000 sales 
last month. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 











Week Jan, 1 Jan. 1 
Ended © Total Te To 
Sept. 3, Output, Sept. 12, Sept. 10, 

1960* August* 1960* 1960 

4,074 8,691 274,534 333,291 

120 503 2,839 5,068 

20,665 58,461 517,780 755,803 

2,292 4,280 63,391 70,014 

1,794 3,772 50,544 

498 508 12,847 9,894 

8,878 25,315 110,358 302,617 

5,654 15,533 110,358 288,078 

3,224 ee ae 14,539 

9,495 344,081 383,172 

90 238 34,243 16,758 

5,802 14,971 309,788 178,732 

3,608 138,657 ............ 187,682 
24,836 127,150 1,229,445 1,265,979 
17,397 89,858 1,077,244 1,021,065 

7,058 46,422 1,952 350,467 

7,962 33,020 1,022,803 601,414 

2,377 10,416 52,489 69,184 

7,439 37,292 125,370 244,914 

$3,781 20,308 ........... 124,486 

93 1,290 18,349 13,194 

3,565 6,699 106,521 107,234 


110,034 1,985,379 2,197,295 
1,360 164,075 185,777 








I 2 acetal 5,721 106,531 109,938 
Chevrolet Division ... 175 92,7840 esses... 15,467 1,127,867 1,336,015 
IN lian pains | “asochi eS eas 7,110 21,048 170,651 
Chevrolet (Std.) 000 175 eccc  sessssen 68,357 1,106,824 1,165,364 
IN Sincisciscccraiee stsiaie meee 14,689 282,026 257,500 
IN a SS cds sca ot. 12,797 304,880 308,065 
S-P CORP. 
Studebaker .................. 1,700 2,519 1815 1,170 107,551 73,981 
Total Cars, U. S.**.... 56,118 24,354 51,510 306,009 4,117,528 4,631,417 
~ane cen eee 


**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 

















Week Week Jan.1 = Jan. 1 
Ended Same Ended Total To To 
Sept. 10, Week,  Sept.3, Output, Sept. 12, Sept. 10, 
1960 1959* 1960 August*  1950* 1960 
CHEVROLET ................. 4,200 CD.  cccthins 9,289 260,482 278,977 
| DIAMOND T ................... 35 52 37 220 4,311 2,076 
PIED yidieissabessdhschessovsscsine 64 65 716 249 2,119 2,507 
IEE - Levumarsccomansaovevennss 1,300 844 1,102 3,424 56,177 51,370 
SED: nsctstiicihiocceviiinnieiest 3,688 1,686 5,412 25,101 239,995 252,997 
EE i <clncastigtheintseceoesannted 88 366 574 - 8,196 62,072 78,079 
oe imal 1,972 2,369 2,483 6,466 108,043 90,332 
<A iin enh bldbiceotie 285 311 23 1405 12,573 10,957 
srUpEbAknn saad 312 196 374 310 9,618 9,910 
S ccaceastvastesisietaaees 100 372 266 977 =: 14,087 =— «12,041 
IED: “vcagacvsstiemssceibivins 1,725 1,927 2,373 . 8428 81,602 95,749 
anes HW) 70 90 418 3,170 3,273 
Total Trucks, U. S..... 13,859 12,194 12,810 64,483 849,249 888,268 
Total Cars, Trucks, 
Ot anil 69,977 36,548 64,320 370,492 4,966,777 5,519,685 
Total Cars, Trucks, 
See 2,185 1,046 2,055 4,483 283,496 285,604 
Grand Total, 
Cars and Trucks, 
U. S. and Canada.... 72,162 37,594 66,375 374,975 5,250,273 5,805,289 
*Revised. 


GM to Open Up on 61s... 


|Sharp Increase Due 


In Car. Production 


(Continued from Page 1) 


held to four days by the Labor 
Day holiday. 

Last week’s car output also was 
91 percent above the 31,764 units 


60,120 | turned out during the week ended 


Sept. 12 a year ago. The daily out- 
put rate for cars last week was 
14,030, compared with an average 
10,302 units turned out each day a 
week earlier. 
* oa 
7 only maker still in produc- 
tion on ’60s is Checker, which 
has not announced whether it will 
introduce a new model, 
Mercury closed out its ’60 
model run last Tuesday at 
Wayne, Mich., but already is in 
production on 61s at St. Louis 
ana Los Angeles. Thunderbird, 
which went down Friday, and 
Lincoln, which closed out ’60 
model output a week earlier, are 


other make not yet in production 
is the Pontiac Tempest, which 

isn’t scheduled to get into full 

scale output until October. A few 
pilot models, however, will be 
built in this month. 

Makes in production on ’6l1s as 
of this week are Buick Special, 
standard Buick, Cadillac, standard 
Chevrolet, Chrysler, Comet, Cor- 
vair, DeSoto, Dodge Dart, e 
Lancer, standard Dodge, Falcon, 
standard Ford, Imperial, Mercury, 
Oldsmobile F-85, standard Oldsmo- 
bile, standard Plymouth, Plymouth- 
Valiant, Rambler, Studebaker 
Hawk and Studebaker Lark. 

* ” * 


A STEADY pickup of assembly 
operations at Chrysler Corp. 
and the Comet, Falcon and stand- 
ard Ford lines helped push ’61- 
model output to date to an estimat- 
ed 147,835 units. 


New-model production took 95.9 


assemblies. 
Ford Motor led with 24,665 as- 
semblies; Chrysler Corp, had 
21,400; American Motors, 4,064; 
GM, 1,964, and Studebaker, 1,700. 
A 15.2 percent increase in com- 
pact-car output gave that group 
48.3 percent of total industry pro- 
duction on 27,129 assemblies last 
week, compared with 45.7 percent 
on 23,555 assemblies the previous 
week. 
A breakdown of compact-car out- 
put showed Falcon with 8,490 as- 
semblies last week, compared with 


7,058 units built a week earlier; 
Valiant was up from 3,603 to 5,000; 
Comet from 3,781 to 4,375; Rambler 
fell from 4,074 to 4,064; Lancer rose 
from 3,224 to 3,500, and Lark dipped 
from 1,815 to 1,700. 

* * * 


Stan nan Ford upped its out- 
put from 7,962 to 10,200 assem- 
blies, and Plymouth declined from 
5,802 to 5,000 units. The only activ- 
ity at Chevrolet was at its Corvette 
plant in St. Louis, where 175 cars 
were built. 


edged upward from 90 to 100. 

Only maker in the highest-priced 
class producing cars last week was 
Imperial, which remained on par 
with the previous week with 500 
against 498 units. 

Car output in August totalled 
306,009 units, compared with 434,733 
units turned out in July and 180,- 
447 cars turned out during August 
@ year ago. 


+ + + 
— CIAL-CAR output to- 
talled 13,859 units last week 


compared with 12,810 assemblies a 
week earlier and 12,194 trucks 
turned out during the week ended 
Sept. 12 a year ago. 

Commercial-car output in August 
totalled 64,483 units, compared with 
80,933 in July and 49,831 in August 
last year. 


ee ee ee 


A breakdown of car output in 
Canada during the previous week 
showed Chrysler with 598 units; 
Ford, 281, and GM, 9% units. 

* * * 
New Ford Expansion 
Reported in Buffalo 

BUFFALO. — A substantial ex- 
pansion of the Buffalo stamping 
plant of Ford Motor Co. is in the 


works, it was reported here this 
week. 


built at the rear of the plant at 
an estimated cost of $1 million. 

If the addition is built, it will 
involve construction of three bays 
with a total of about 20,000 square 
feet of space. 

The area would be used for serv- 
ice facilities, including automation 
and related equipment. The expan- 
sion would not involve installation 
of additional press lines or any ma- 
terial increase in employment. 


Compacts Become ‘Problem’ 
For Dealers in Leasing | 


(Continued from Page 2) 


this will last. All dealers felt that 
any car with automatic transmis- 
sion and other power equipment 
should have eight cylinders. 

Dealers in general are still not 
used to air conditioners, Many 
complained of the complicated 
service problems and the gamble 

Other accessories fared better. 
All dealers at the workshop felt 
that most load levelers on the mar- 
ket are good and serve a useful 
purpose; power steering came in 
for praise and a strong recommen- 
dation that PHH in turn should 
recommend it to clients. 

Purpose of the workshop was to 
announce and discuss the type of 
car and equipment that PHH has 





Sponsor, Users Defend Referral Selling Plan 


(Continued from Page 2) 


gram earn some money. The main 
thing we'd like is for people to 
give us a fair shake.” 

The “fair shake” for referral sell- 
ing is slow to come from dealers 
using this sales method. Many re- 
fused to talk on the telephone, and 
only after much persuasion agreed 
to comment on their experiences 
with M & M. Others would offer 
only the most guarded quotations 
for publication. 

Dick Pagoda, who closes 
M & M referral sales for Baid- 
win Chevrolet in downtown Los 
Angeles, told Automotive News, 
“I used to make appraisals, but 
business got so good we now 
shoot them across the street to 
the used-car lot. We do not sell 
anything. This is a negative ap- 
proach. We tell them that if they 
know a lot of people, they can 
earn the “pink” slip (certificate 
of title). 

“We don’t present the referral 
program to everyone. The man 


desire to work. Women work hard- 
er than the men, Usually the wife 
won't let the old man relax. 

“In the daytime most of our 
leads are called in by women. I'd 
say the average guy knocks off 
about 12 payments.” 

In the second quarter of 1960, 
Baldwin sold 387 units in Los An- 


Baldwin is located. The coast zone,| from Central’s point. Effectiveness 


which is 12 miles away, accounted 
for 31 percent of Baldwin sales. 
The Valley area, some 16 miles dis- 
tant, was responsible for 12 per- 
cent of Baldwin business. 

It is estimated that half of this 
business results from referrals. Leo 
Domerque, general manager, says, 
“T'm happy with it (referral sell- 
ing) and’ expect to continue with 
it as long as we can keep it clean.” 

. a + 


L= WISSLER, general manager 
of Central Chevrolet, also a 
downtown Los Angeles operation, 
acknowledged he was using refer- 
ral techniques ag a house opera- 
tion. He declined to comment on 
its effectiveness. 

From other sources it was learn- 
ed that Central has been using re- 
ferral selling for nearly three 
months, To date, results are not 
what management hoped for, 
though the program is reported set 
to continue during the 1960 clean- 
up. 

Central’s business during the 
second quarter, during most of 
which time the referral program 
was not in use, shows a registra- 
tion of 334 units in Los Angeles 

County. Of these, 65 percent were 
sold in the city area in which 
Central is located. Only 19 per- 
cent were moved into the coast 
zone, 12 miles away. 

The remaining 16 percent of Cen- 


geles County. Of these, 57 percent} tral sales were in the Valley area, 


i 
must have credit, contacts and a 
i 
i 


were sold in the city zone in which 





the center of which is 16 miles 


of referral selling is obvious when 
percentage of sales, by area, is 
compared between Central and 
Baldwin. 


Klem Motor Sales, a Ford point 
in Eagle Rock, Calif., at one time 
used the Raye management plan 
(operated by Martin, now of 
M & M). Bob Karcher, owner of 
Klem said: 

“Referral selling is no longer 
used here, It was in existence when 
the deal was recently bought, but 
we decided not to use it.” 

It is reported that Karcher did 
not consider referral selling a ben- 
efit to future business, though he 
was aware of its potential for im- 
mediate sales. 

. * 

pues the second quarter of 

1960, Klem moved 111 units in 
Los Angeles County, Of these, all 
but 8 percent were sold in nearby 
areas. The 8 percent were register- 
ed in the coast zone, the nearest 
point of which is 15 miles from 
Klem’s front door, 

James Panos, general manager 
of De Von Plymouth in Torrance, 
Calif., declared: 

“We are happy with the M & M 
advertising plan. Our experience 
is about the same as other deal- 
ers. It will just about double your 
business. I’ve held ours down 
somewhat in order to be able to 
control it.” 

Registration records for the sec- 
ond quarter of 1960 show that De 


Von sold 75 units in Logs Angeles 
County. Of these, 12 percent were 
sold in the city area, the nearest 
point of which is some six miles 
from the De Von deal, Balance of 
the Plymouths and Valiants were 
registered in De Von’s trading 
area. 


+ + 
Pleased with Plan 


VER in Glendale, General Man- 

ager Bob Oliver of Howell 
Chevrolet told us that he has been 
using the M & M referral plan for 
about six months. When asked if 
he was happy with the plan, Bob 
replied, “So far, yes.” 

Howell’s registrations in Log An- 
geles County for the second quar- 
ter of 1960 show that only 7 per- 
cent of sales were registered in 
the coast zone, which is 16 miles 
from the Howell operation. Bal- 
ance of the units were registered 
in Valley and city areas surround- 
ing Howell. (Howell and Klem are 
close enough for distribution of 
sales to be directly compared.) 

Across the street from Howell 
is Art Frost, Plymouth, of Glen- 
dale, a long-time user of refer- 
ral selling. Manager Henry Frost 
told Automotive News: 

“We personally supervise and 
control our referral selling. The 
people understand it when they 
leave here, as our employes close 
each deal, 

“Td say our percentage of com- 

(Continued on Page 54, Col. 1) 


recommended to its clients for use 
in the coming year. 

Each year PHH suggests that its 
clients select their new replace- 
ment cars from one or more rec- 
ommended classes of the “Big 
Three” standard-size cars. This 
year there were three—top, middle 
and bottom lines. 

* . ok 
U S. DEALERS attending the 
* workshop were: 


Chevrolet — Fred Gillogly and 
Jack McHale, West Seneca, N. Y.; 
George McKean, Philadelphia; 
Dave Brigance, Chicago; Carl 
Underwood, Winston-Salem, 
N. C.; Hal Smith, wae and 
Warren Westlund, Seattle. 

Forv — Art Brady, Dorchester, 
Mass.; Stu Gandolph, Columbus, 
O.; Jim Rippy, Union City, Tenn.; 

Jack Linn and Clyde Daly, St. 
Louis, and Bob Wimbush, Denver. 

Other dealers were Irv Rogers 
(Plymouth), Levittown, N. Y.; 
Wally Rank (Dodge), Milwaukee; 

McKinstry (Dodge), Hopkins, 

.; Len Ely, Redwood City, 

Calif.. and Al Rucchio and John 
Montone, Philadelphia. 
* * 7 


CANADIAN dealers participating 
in the workshop were: 
Ford — Doug Casey, Amherst, 
N. S.; Alex Hay, Toronto; Ray 
Kyles, Toronto; Rich Kliewer, 
Steinbach, Man.; Jack Spencer, 
Montreal; Neil Walsh, Toronto, 
and Tom Wood, Toronto. 
Curys_er Corp. — Ted Bridger, 
Toronto; Herb Riddell, Edmonton, 
Alta., and Art Matthews, Toronto. 

GenzeraL Morors Corp.—Herb Bliss, 
Vancouver, B. C.; Armand Couture, 
Quebec, Que.; Ab Grant, Toronto; 
Tom Hardy, Guelph, Ont.; Art 
Wright, Toronto; Chuck McNaugh- 
ton, Calgary, Alta.; Bruce Pringle, 
Montreal; Vince Scherer, Kitchen- 
er, Ont.; John Carter, Winnipeg, 
Man., and Gerth Daub, Kitchener. 

Modern Chevrolet Co., Winston- 
Salem, N. C.; Obion County Motor 
Co. (Ford), Union City, Tenn., and 
Chevrolet Motor Sales of Montreal, 
Montreal, received Million Dollar 
Club certificates for delivering a 
million dollars worth of cars to 
PHH clients. 


Meyers Gets SBA Loan 
BRIDGEPORT, Tex. — Meyers 
Automobile Co. has been granted 
a $30,000 loan by the Small Busi- 
ness Administration, 


ee 
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Sponsor, Users Defend 
Referral Sales Plan 


(Continued from Page 53) 


plaints is less with referral selling 
than for sales made off the retail 
floor. We've had a lot of customers 
who've made a lot of money. I'm 
happy with it and see no reason 
to say anything bad about referral 
selling.” oa 


IROST’s referral selling is han- 

died out of a separate building. 
Over the door is a sign, “Advertis- 
ing Agency.” Inside is a display of 
Plymouths and Valiants, a recep- 
tionist and closing rooms. 

In the Frost operation the tele- 
phone girls, who make referral calls 
from leads and the telephone book, 
are hired and supervised by M & M 
Advertising. The advertising direc- 
tors, who explain the referral pro- 
gram to prospects, are M & M peo- 
ple. 

Each deal is closed by a Frost 
employe, and all car deliveries 
are through the Frost organiza- 
tion. It is reported that the same 
procedure is used at Art Frost 
Plymouth, Culver City. 

The Frost Glendale operation, 
like Klem and Howell, shows most 
of its first-quarter registrations in 
nearby city and valley areas. Only 
11.5 percent of registrations show 
in the coast zone. However, the 
Frost Culver City point has 52 per- 
cent of its registrations in the city 
zone, which surrounds Culver City. 


Thirty-three percent of registra- 
tions are in the coast zone, the 
closest point of which is five miles 
away; and 14 percent of registra- 
tions are in the valley some 10 
miles distant. Frost in Glendale is 
across the street from Howell, and 
about a mile from Klem. 

* + + 


Leads Exchanged 


ISTRIBUTION of sales for the 

three cannot be directly com- 
pared by including Frost, as it is 
known that Frost Glendale and 
Frost Culver City exchange leads 
to do as much business in their 
own areas as possible. 

A strong user of referral selling 
ig C. H. Dimmette (Chrysler-Plym- 
outh-Valiant), Santa Monica, Dim- 
mette recently stopped using the 
Raye management plan, which was 
operated by Martin. 

“I’m not against referral sell- 
ing,” says owner C. H. Dimmette. 
“When used properly it is a legi- 
timate merchandising plan. When 
not properly supervised and con- 
trolled, it can become harmful.” 

According to Martin, Dimmette 
operated his own referral] plan, on 
which he paid Raye Management 
an override for supervision and 
control. In the four months the 
program was in use, Dimmette is 
reported to have signed up some 
60 advertising representatives. 

About 20 percent of Dimmette 
business is said to have come from 
referral selling. (However, on this 
basis the point would be moving 


- 7 
Obituaries 
(Continued from Page 51) 


subsidiaries in the fields of chem- 
istry, plastics and steel, It has 
plants all over the world. 

+ ” 7 


Harry E 

GREAT FALLS, Mont.—Harry Ettinger, 
56, owner-operator of City Chevrolet Co. 
since 1954, died Aug. 22 of a cerebral 
hemorrhage. He had operated an auto 
dealership in Deer Lodge, Mont., for 16 
years before heading a company which 
purchased the dealership here. 
* * * 


Francois Richard 
CLEVELAND HEIGHTS, O. — Francois 
Richard, 85, engineer and pioneer in the 
manufacture of American cars, died Aug. 
26. He produced and marketed the La 
Marne car. He also was founder and presi- 


dent of Richard Auto Co. 
* * * 


Stewart M. Johnson 
KANSAS CITY.—Stewart M. Johnson, 
64, general manager of Greenlease Motor 
Car Co. (Cadillac), died Aug. 27 while 
attending a party. He had lived here since 
1945 and formerly was an assistant zone 


manager for Oldsmobile. 
* * * 


Elmer Hassen 
CHICAGO.—Elmer Hassen, 52, owner of 
Wil-Shore Motor Sales, Inc., Wilmette, was 
fatally ured in an airplane accident 
Aug. 28. had been a Ford dealer for 





the past 17 years. 


75 units a month. Registration data 
show sales averaging 45 units.) 

An inspection of second quarter 
registrations show that while using 
referral selling, 39 percent of Dim- 
mette sales in Logs Angeles County 
were more than six miles from the 
door. An additional 14.5 percent 
were some 15 miles distant. Only 
46.5 percent were in the coast zone, 
in which Dimmette is located. 

> * * 

THE basis of dealer com- 
ments and registration data, it 
appears that next to doubling busi- 
ness, the great advantage of re- 
ferral selling is a broad distribu- 
tion of customers through the 

trading area. 

In a sense, referral selling 
takes advantage of sales weak- 
nesses of competitive dealers. 

As one referral office manager 
said to AUToMoTive News: 

“Most retail dealers resent this 
type of program because they don’t 
have the caliber men to handle it. 
We feel that the reason this pro- 
gram (referral selling) is so suc- 
cessful is because the average deal- 
ership is so weak in the sales force. 

“The man who greets the cus- 
tomer at the door is the most im- 
portant man in the group.” 
* * o* 


Referral-Sales Scheme 
Pops Up in Canada 

TORONTO.—A Toronto man has 
complained to authorities that a 
new-car dealer in Hamilton duped 
him into buying a $3,200 car by 
promising it to him free for doing 
some “promotion and advertising 
work.” 

He said the dealer promised that 
he would be given $100 credit to- 
ward his car for each customer he 
referred to the dealership and $50 
for each buyer they signed up, in 
turn. 

Police said an investigation would 
be made despite the fact that the 
deal is apparently legal. 

The unhappy buyer said he paid 
$700 down on his new car and owes 
$2,500. 








rr WA 
|p ARERR A RR RRS RI 


SALES 
REPRESENTATIVE 


National, top-rated auto parts manufacturer 
and distributor is expanding business and 
needs capable traveling salesmen, age 25-46, 
to sell industry's most outstanding line of 
over 5,000 fast-moving replacement parts, as- 
sortments and kits. Earnings $8,000 to $10,000 
first year, increasing every year. Paid vaca- 
tion, Complete, in-the-field training program 
at company expense. All supervisory positions 
filled from within. No investment required. 
Write today giving full work history and 
background. Box 1798, c/o Automotive News, 
Detroit 7, Michigan. 


EXPANDING INVESTMENT CORPORA- 
TION in northern Ohio on Lake Erie has 
immediate openings for the following: 
General managers (2); Sales managers 
(2); Business managers (2); Parts man- 
agers (2); Service managers (2), Re- 
muneration open—dependent on qualifica- 
tions of persons applying, We are a 
quality investment corporation, seeking 
quality personnel who are interested in 
long term employment with advancement 
opportunities Reply with a complete 
work resumé and a recent picture to Box 
1784, c/o Automotive News, Detroit 7. 





ARE YOU A TOP SALESMAN NOW EARN- 
ING $10,000? EARN $15,000 or more first year 
as exclusive agent selling nationally adver- 
tised Childers Carports to car dealers and 
drive-ins, No investment. Airmail your busi- 
ness background, references. Will send u 
names of agents with high earnings. bob 
Childers, Childers Mfg. Co., Box 7467, Hous- 
ton 8, Texas, 








REGIONAL SALES MANAGERS 


ry importer-distributor is expanding 
dealer network on the West Coast and in the 
Midwest. Excellent opportunity for aggressive 
automobile men to join prominent manufac- 
turer actively developing further U. S. mar- 
ket. Experience in development of territories 
and dealer appointment essential. Box 1779, 
c/o Automotive News, Detroit 7. 














HELP WANTED 





FINE FUTURE FOR 


EXPERIENCED 
FINANCE MEN 


If you have done a good job as branch man- 
ager, office manager, credit manager, or 
sales representative with your present national 
or regional multi-office finance company, but 
find your advancement opportunities limited, 
we may have just the opportunity you are 
seeking, Our expansion program has created 
several openings for experienced finance men 
at all levels. We now operate 45 branch of- 
fices in Texas, New Mexico, Arizona and Cali- 
fornia, with plans for further growth in the 
near future. Good compensation, fine benefits, 
top training program, and rapid advance- 
ment opportunities. Submit complete resume 
and we will send full information promptly 
and arrange interview if you qualify. 


Dick Brooks, 

Personnel Supervisor 
Southwestern 
Investment Company 
Box 871 Amarillo, Texas 





WANTED: MAINTENANCE SUPERVIS- 
OR for 2nd shift, experienced with 
Chevrolet tractors. Send complete resu- 
mé and salary expected, Reply Box 1799, 
c/o Automotive News, Detroit 7. 


GENERAL SALES MANAGER—East coast 
of Florida, potential of 3,000 new and 
used units. Excellent opportunity for 
high caliber man who can produce, Box 
1783, c/o Automotive News, Detroit 7. 








SPECIALTY 
SALESMEN 


We are looking for FIRST-CLASS 
REPRESENTATIVES to sell to new 
car dealers. Designed and styled 
by top automotive talent in De- 
troit, our NEW ACCESSORY is cre- 
ating a sensation among NEW 
CAR DEALERS. IT IS QUALITY 
PLUS. 


Write or wire: Box 1796, c/o Auto- 
motive News, Detroit 7. 





MEN WANTED: Are you making over 
$20,000 per year? We want men to dem- 
onstrate and sell simple device that 
stops shimmy and shake in cars, elimi- 
nates all wheel balancing and tire truing 
and most front end work. Requires less 
than 30 minutes per car. Instrument 
costs dealer $159.00 complete. Write for 
details to: J. Lavinger, B & B Manu- 
se Company, Box 816, Sioux City, 
owa. 





Needed— 


Dynamic Sales Manager 


Excellent opportuni 
is a terrific closer. 
to close deals. 


QUALIFICATIONS: 30 to 45 years of age, in 
excellent health, good personal habits, sober, 
must be powerful closer. Our firm has been 
in same location for 30 years, very prosperous 
and finance 75% of our own deals. Cars han- 
died are Rambler Line and all five English 
Ford Lines. Starting salary $10,400 per year 
plus terrific bonus. Write resume of experi- 
ence to SOUTHERN MOTORS, INC., 30! 
East Broughton Street, Savannah, Georgia, 
Attention: Mr, Julius Kaminsky, Pres. Tele- 
phone Adams 43478. 


for Sales Manager who 
ur salesmen not allowed 





SERVICE MANAGER, must be thoroughly 
experienced in shop supervisory work, 
factory claims, etc. Chrysler, Imperial 
and imported cars. New modern shop, 
top salary plus incentives. Mr. Kaye, 
arene. 949 Central Ave., Albany, 





NEW CAR 
SALES MANAGER 


Well established, excellently located Ford 
dealer in Chicago, seeking top flight sales 
manager to hire, train and direct sales force. 
Excellent remuneration, Kindly send resume. 
All replies held absolutely confidential. 


Box 1797, c/o Automotive News, Detroit 7. 








MANAGER on leave of ab- 
sence authorized by one of the oldest 
and largest Chevrolet dealerships in the 


GENERAL 


Midwest, for the purpose of acquiring 
my own General Motors or Ford dealer- 
ship on a ‘‘buy-in’’ or ‘‘buy-out’’ 
basis, Have intentionally gained experi- 
ence last ten years with world’s largest 
Ford and Chevrolet dealers in sales and 
management, Also have gained national 
recognition in all phases of dealer opera- 
tions, including lease and finance com- 
panies owned by dealers, My ten year 
timetable calls for permanent lifetime 
move at new car time preceding my 35th 
birthday. I defy you to find anyone my 
age with my experience, knowledge and 
ability to handle any size deal. Excellent 
references, Box 1800, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER, 15 years’ experi- 
ence as sales manager, general manager 
and dealer with Ford in dealerships with 
600 to 850 new units potential, Also have 
background in accounting and three 
years’ experience with GMAC; 43 years 
of age, college graduate, married with 
two children, Recently disposed of stock 
interest in 600 new unit Ford agency to 
partner, Would like positior’ as general 
manager or sales manager in dealership 
offering opportunity, Can make invest- 
ment after proving ability, Willing to 
relocate. Box 1789, c/o Au-.omotive 
News, Detroit 7. 


EXPERIENCED USED CAR BUYER 
wants connection with large dealer to 
buy for in Michigan. Best of contacts 
and references, Write Box 1786, c/o Au- 
tomotive News, Detroit 7. 


NEW CAR SALESMAN, Prefer Pontiac 
or other General Motors’ car on East 
Coast or central Florida. Thirteen years’ 
automobile selling experience. Now em- 
Ployed by new car dealer, Can give ref- 
erences, Box 1787, c/o Automotive News, 
Detroit 7. 


MAN, 48, desires position as process engi- 
neer or trouble shooter in field of auto- 
matic screw and chucking machines— 
also drill presses and other small ma- 
chines. I’m capable of setup and main- 
tenance of above machines, I am inter- 
ested in road trouble shooting with tool- 
ing company, Box 1788, c/o Automotive 
News, Detroit 7. 

IF YOU ARE MAKING PLANS FOR ’61, 
and want new blood with all phases of 
dealership experience including five years 
management, married, three children, 
college degree, age 36; I desire to change 
to dealership handling 250 up new units 
per year. Currently manage ‘‘Big Three’’ 
dealership, Prefer general southern or 
southwestern location, Box 1773, c/o Au- 
tomotive News, Detroit 7. bv 


GENERAL MANAGER (up to 150 units) 
—Owner wishes to retire or relax, will 
manage your plant on salary plus per- 
centage of net with option to buy-in. 
Box 1770, c/o Automotive News, De- 
troit 7. 


GENERAL MANAGER OR SALES MAN- 
AGER—successful operator with proven 
record, ‘‘Big Three’’ experience, Best 
references. Desire permanent connection. 
Box 1753, c/o Automotive News, De- 
troit 7. 


DEALERSHIPS AVAILABLE 
FLORIDA EAST COAST, handling top 


import lines, Well equipped, excellent 
location. $15,000.00 parts, tools and 
equipment, No blue sky, Reasonable 


lease. Box 1790, c/o Automotive 
Detroit 7. 


FRANCHISED DEALERSHIP handling 
Chevrolet-Oldsmobile-Cadillac for imme- 
diate sale in the Southwest, 100% return 
on investment in 18 months, New and 
used car sales, 530 units retail, Above 
figures and data reflected in financial 
statement January 1, 1960 to July 31, 
1960. For further information write Box 
1791, c/o Automotive News, Detroit 7. 


SEEKING ACTIVE PARTNER, Agency 
handling Chrysler, Plymouth, Valiant 
and Imperial now exclusively in city of 
60,000 within 50 miles of Chicago. Chrys- 
ler continuously in this location since 
1924 with only one change, Classic op- 
portunity to help yourself and this cor- 
poration, You should have at least 
$30,000, character and capability. Reply 
in confidence, Box 1792, c/o Automotive 
News, Detroit 7. 


SOUTHEAST FLORIDA, Gold Coast, 100 
car ‘‘independent’’ potential, Other lines 
available, $5,000 buys parts, tools, signs, 
furniture and fixtures (50% below cost). 
Reasonable rent, Age and illness compels 
immediate sale, but can assist with fu- 
ture financing. Box 1793, c/o Automotive 
News, Detroit 7. 

DEALERSHIP HANDLING TWO FRAN- 
CHISED FOREIGN MAKES. Good used 
car and repair departments. Middlesex 
County, exclusive. Might consider part- 
nership, Illness forces this decision, Sale 
price $25,000, Box 1777, c/o Automotive 
News, Detroit 7. 

PART INTEREST in dealership handling 
Lark, midwest Ohio. Box 1774, c/o Auto- 
motive News, Detroit 7. 


News, 





DEALERSHIPS AVAILABLE 


NEWPORT BEACH AREA, CALIFORNIA 


—Dealership handling Dodge and Dart 
in fastest growing county in the United 
States. Franchise covers 120,000 popula- 
tion. Excellent lease and facilities. Over 
200 substantial industries and more com- 
ing. Ideal climate and living conditions, 
Factory approval necessary, Box 5055, 
Pasadena, Calif. 


DEALERSHIPS WANTED 


AUTOMOTIVE ENGINEER, experienced 
Ford district service manager, assembly 
plant manufacturing and private busi- 
ness sales and service—seeks affiliation 
with ‘‘Big 3’’ New Jersey dealer on 
limited capital partnership or buy-out 
basis, Box 1794, c/o Automotive News, 
Detroit 7, 


CHEVROLET OR FORD—250 to 350 plan- 
ning potential, Call or write Carmen 
Johnson, Council Grove, Kansas, Phone: 
196R. 


EXCELLENT MANAGEMENT EXPERI- 
ENCE with best references, looking for 
a 500 unit or larger Ford or Chevrolet 
dealership. Will purchase your assets or 
enter into a buy-out agreement. All re- 
plies confidential, Box 1795, c/o Auto- 
motive News, Detroit 7. 


EXPERIENCED AUTO DEALER, can get 
factory approval—desires one of top four 
cars. Prefer town of not more than 
75,000, California preferred, Shaw Auto 
Sales, 5470 E, Speedway, Tucson, Ari- 
zona. 


HAVE $5,000.00 to §7,000.00 to invest 
in a ‘‘buy-in deal.’’ Experienced. Chev- 
rolet or Chevrolet dual, or Pontiac dual. 
South Wisconsin, Illinois, Indiana prefer- 
red, D. H. Bildsten, 1015 Oak S&t., 
Baraboo, Wisconsin. 


REPRESENTATIVES WANTED 


$240,000.00 IN COMMISSIONS for an es- 
tablished equipment, implement, automo- 
bile or other sales organization as fac- 
tory representative on a new product de- 
signed to fill an urgent business demand 
and built by a leading aircraft manufac- 
turer. Average sale $12,000. No com- 
Petition. Sales areas now being assigned 
to highly reputable sales organizations. 
Reply to Box 1785, c/o Automotive 
News, Detroit 7. 





DEALERS WANTED 


For the “‘Rempco"’ line of 
Steel Shelving, Lockers and Cabinets 
Write: 

RENIE METAL PRODUCTS CO. 
MANSFIELD, OHIO 











REWARD for information leading to re- 
covery of '60 Rambler American Super 
station wagon, gray with white top, red 
and black interior, Automatic transmis- 
sion, Serial #B-119056, car may have 
Illinois license, Driven by parties known 
as Joseph and Joyce Richardson, neat 
appearing, distinguished looking couple; 
may have six-year-old boy as passenger. 
Last known vicinity Riverside, Califor- 
nia, Call collect: Midwest Rambler Cor- 
poration, c/o J, Groves, Phone 428-4685, 
Decatur, Illinois, 


$100.00 REWARD for information leading 
to the recovery of 1959 Chevrolet Impala 
convertible, green with white top and 
green interior. Serial number F59F121132. 
Stolen June 10, 1960. Call collect, Al 
Hetrick, Inc., O, FEderal 
2-7371. 


BUSINESS OPPORTUNITIES 


NORTH CALIFORNIA—W e111 established 
auto supply, retail store; expanding non- 
metropolitan community, ideal climate 
and living. $75,000, 29 percent down, 
Write Box 1764, c/o Automotive News, 
Detroit 7. 


DEALER SERVICES 


Fremont, 











1961 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 196! 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
‘61 edition today for only $10—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N.Y . 
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CARS FOR SALE 


VOLKSWAGENS 


All Models—All Types 
IMMEDIATE DELIVERY 
New .York, Baltimore, Md. 
Write, phon@s, wire for our new low price 
list under continuous supply program. 


Buy with confidence from 
reliable, steady source. 


ALL COMMERCE & 
TRADING CORP. 
120 Wall St., New York 5, New York 
BOwling Green 9-0636 — TWX-NY 1-1211 


DEALER SERVICES 








MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 
Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 




















TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power" booklet. 


VOLKSWAGENS 


10040 Freeland Ave. Detroit 27, Michigan | @hias, Convertibles, Buses 
Wenstes SOS to all ports. 


1960s, 1959s, etc. 


‘BE FIRST 


1961 





CARS FOR SALE 


Call, Write or Wire 


LOWNI CORP. 


200 W. 72nd St., New York 4 
Ask for Zigi—TR 3-5727 
Jacksonville, Fla.—ELgin 6-7551 














Wholesale LIMOUSINES, CADILLAC 1959, 1958, 
Mercedes-Benz 1957, 1956, 1955, all air conditioned. 


We import and distribute direct 





ALL MODELS 1955-1960 4-door. Selling out, Write Box 1801, ¢/o 
GLOBE AUTOMOTIVE Automotive, News, Detroit 7. 
IMPORTS, INC. 





On Rte. 17K, Montgomery, New York 
Telephone: ‘Newburgh, _ 2.0847 CLASSIFIED WANT ADS 
GLOIM BRING RESULTS 


All duty and lena see tax paid. 














OARS FOR SALE 





Dealers! Here’s how to sell the “‘I-don’t-like-the-color” prospects— 


BUY THE CAR YOU NEED 
WHEN YOU NEED IT FROM 


HERTZ! 


Late-model cars are available to used car 
dealers now. A Hertz office near you may 
have the car you’ve been looking for! 








Hertz has Chevrolets, Pontiacs, Fords, 
Oldsmobiles, Plymouths, Buicks, Cadillacs — 
wagons...convertibles—all featuring automatic 
transmissions, power steering, radios and 
heaters...many with power brakes. 


Low mileage 1959 models are now available at 
Hertz offices across the country. 


For more information call your local Hertz office 


Mr. I. E. Spatig 

Hertz Car Leasing Division 
125 N. Wabash, Chicago 4, Ill. 
Tel. DE 2-0420 


OR 
CONTACT: 


MISCELLANEOUS 


BLACK BEAUTY BUMPER TOWBARS 
WHITE MULE 
TRUCK TOWBARS AND SADDLES 


A COMPLETE LINE OF ENGINEERED 
TOWING EQUIPMENT 


THE MARION MANUFACTURING CO. 
P. O. BOX 1026, MARION, OHIO DU 2-7594 


CARS FOR SALE 











Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 


1960 Models 


Rambler Am erican—Corvair 
Lark—Ford—Chevrolet 
Thunderbird—TR3 
Cadillac 


Sedans—Hardtops—Convertibles 
Low mileage—Clean cars. 
Delivery Arranged 


Morse Auto Rental 


7726 N. E. 2nd Ave. Miami, Florida 
Plaza 7-2425 





CARS WANTED 





1961 ORDERS 
BEING PLACED 


All Makes—aAll Models—All States 


New-car Dealers Interested in Volume Fleet 
Sales and Service, Contact: 


National Purchasing Department 
ROLLINS LEASING 
CORP. 
14th and Union Sts. Wilmington 99, Del. 
- oo - Comes 
Lark 


Rambler - Special - Tempest - Vellont 
Especially Invited 





1954 HUDSON HORNET convertible. 
George Barrows, 1109% East Boulder, 
Colorado Springs, Colorado, 


CADILLAC LIMOUSINES—NEED CLEAN 
’56, ’57 and '58s. Franz Ridgeway, BEl- 
mont 4-6611, 2836 N, E, Sandy, Portland 
12, Oregon, 





COMPLETE USED CAR INVENTORIES BOUGHT 
FOR CASH OR CERTIFIED CHECK. 


Write or. phone: 


I. M. WALD 
1545 Jerome Ave. 
CYpress 9-911] 


Bronx 52, N. Y. 





PARTS FOR SALE 


LLOYD PARTS for all models, U, 8.’s old- 
est authorized Lloyd importer, If car is 
down, we ship same day, Foreign Cars 
Corporation, 1812 So. Andrews Ave., 
Fort Lauderdale, Florida, JA 2-9942. 


BMW PARTS AND ACCESSORIES for 
Isetta ‘'300,’’ ‘‘600,’’ ‘*700.’’ Contact 
your nearest distributor or Ludwig Mo- 
tor Corporation, 421 East 91st Street, 
New York 28, N, Y., TRafalgar 6-7010. 


CHEVROLET BODY JOB ‘‘tied up’’ for 
lack of a critical panel or reinforcement? 
Try Fuller-White Chevrolet, Tulsa. $250,- 
000 inventory perpetually controlled, 


CHEVROLET PARTS, antique or classic. 
Louls Chevrolet, Box 51, Thompsonville, 
Connecticut. 


ACCESSORIES FOR SALE 





PORTABLE DUAL CONTROLS 


Recommended for Driver-Education Cars by 
the Auto-Industry Highway Safety Committee 
and by Chevrolet, Ford and Plymouth for all 
their models, including compacts. Automatic 
transmission $25; standard $30. Money back 
guarantee. PORTABLE DUAL CONTROLS, 
INC., 1701 Balmoral, Detroit 3, Mich. 





BUSES FOR SALE 


FORD 1957 SCHOOL BUS 60-passenger. 
Dodge 1955, Wayne body, 60-passenger. 
Also six 1953-4-5 Internationals, 54-pas- 
senger, Two Greyhound Diesel Cruisers, 
one with lavatory, Two 1948 GMC 36- 
passenger Suburbans, $1,950.00 each. 
Two GMC Transits, 4 cyl, Diesel mo- 
tors, $1,000.00 each, Write or wire Box 
1802, c/o Automotive News, Detroit 7. 


ONE—NEW FORD, 48 passenger school 
bus, Oneida body meets New York state 
requirements. Will sacrifice, Smith Ford, 
Norwich, New York, Phone: 4-3274, 


FOUR (4) NEW 60 passenger Chevrolet 
school buses. Giles Chevrolet Sales, Port 
Jefferson, New York. Phone: PO 8-1234, 











SHOP EQUIPMENT FOR SALE 


PUBLIC 
AUCTION 


Shop and office equipment, tools, parts 
and garage service equipment, parts bins. 


Thursday, September 15th 
1:00 P.M. until sold. 
KELLERS RAMBLER, INC. 


1122 Monroe St. 
TOLEDO, OHIO 


Former Nash dealer. 








No Other Tow Bar 
Measures Up To 


The SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 

















Sale conducted by PERFORM ANCE 
Montpelier Auto Auction Co. |B peciers’ List Price.........5+ $69.80 

Montpelier, Ohio Dealers’ Special Discount 25%. 17.45 
NP Sronserd pics Zierce =| 95939 






Standard 
Adapter 
Federal Excise Tax Included 

® 
THE FAMOUS 
MOTO-MATIC 
TOW . GUIDE 


With Universal 
Swivel Action 





BEAN FRONT END ALIGNMENT UNIT, 
pit-type, Cost $3,000, has had excellent 
care—sacrifice $800. Write North Ameri- 
can Brake Centers, 4800 Crescent Bivd., 
Pennsauken, New Jersey or phone NO 
5-1510. 

ALIGNMENT EQUIPMENT — Complete 
Bean front end alignment and frame 
straightener machine, In excellent con- 
dition, Priced for quick sale, Vin Devers, 
a Oe et Ohio, Phone TUrner 














Two Weaver tw lifts in 

tip-top conditions Westinghouse « com- Four Clamp Hook-Up 

pressor, , phase; complete Alemite 

lubrication Dealers’ List F.0.B. Factory ........ ee 
> 3 overheod| I peaiers’ Special Discount 25%... - 14.98 







emite service cabinet; Stewart-Warner 
wheel balancer; Sioux valve 3 Hall|§ Dealers Net bp od 4 $4485 
valve seat grinding machine; Bay Standard plus ge 
3 © 40-ton press; one|§ Adapter Clamps 
Allen Sinchrograph machine; two Federal Excise Tax Included 





* 
‘"‘ON THE BALL"' 


TOW-PILOT 


Cadalloysteel Coupler 
Dealers’ F. re Cisehnibid 1.00 
Dealers’ _ yp Bn 1298 
Dealers Net with 2 
Standard 2 Large 
Adapter Clamps 
Federal Excise Tax Included 


PLUS 22 steel parts bins, like new. Many 
other items too numerous to mention. Priced 
for quick sale. Carl F. Steinman, 122 Louvisi- 
Perrysburg, O. Phone: TRinity 










ANTIQUE, CLASSICO CARS FOR SALE 

1921 PACKARD FIRE ENGINE—complete 
with hose, ladders, siren and flood light. 
Mint condition in every respect, New 12 
ply tires. $700.00, Ryan Auto Sales, 1944 
Central, Dubuque, Iowa, 

1938 CADILLAC V-16, 7-passenger lim- 
ousine in good mechanical condition, New 
tires, battery, Door panels and head 
liner moth eaten. Truly a collectors item. 
Must sell—make offer! Claxon Motor 
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WISCELLANEOUS Substantial Discounts 





To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
since 1939" 













CUSTOM MADE 
SEAT COVERS 


For All Foreign and Domestic Cars 
Heavy weight Stretchback Leatherette — 
All colors and two-tone combinations $16.00 
Clear Plastic—$12.00 
Cars with center arm rests— 








$2.00 per arm add. 
Discount for quantity orders. 
25% deposit with order—balance C.O.D. 


GENERAL AUTO SEAT 
COVER CO., INC. 
1506 Jerome Ave. Bronx 52, New York 
TRemont 2-7666-7-8 


Swiss Watches For Premiums 


Mens | J sport watch 
Mens | J water resistant . 
Mens | J rhinestone dial . 


SEE PAGE 30 
for the nation's 
TOP AUTO AUCTIONS 


Ladies | J sport watch 

Ladies | J water resistant . 

Min. | dozen, leather straps . 

Expansion bracelets, 60c ea. Free catalog. 


TRANSWORLD, 565 5th Ave., N. Y. C. 17 








New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [J 
All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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| Jobber CT] Insurance (J Financial [] Supplier CT] 
1 Make of Car........ io Aro camincaaaese ks sbkakkaaneectae ec ekana 
E, 9-12-60 | 





| 








How to make more money selling 
ae 
ee 


RS you've got a terrific product. Instead of diyecting power to the wheel with the get traction . 
as with a conventional differential, the limited slip differential automatically directs power to the y 











wheel with the greater traction 






on ice. The result is—you go! 


SsCOND. you’ve got lots of prospects. Everyone who relies on a car to get him someplace fast ... whose work is 


and cab drivers. 





who, must get through on ~ a emergency calls in 


weather. Then there’s the rural letter carrier == who 


drives onto the shoulder at every stop, the salesman whose time is money, the utility companies who 


3, to the housewife, 








for she is in real trouble if she gets ® stuck while on one of her many ~ important errands. 


Tob) the limited slip differential can be demonstrated easily and it sells when prospects see how it works. 


So, be sure to order factory-installed LSDs on all your ’61 demonstrators. And here are some’ ways to demonstrate this 


1 aie 
amazing feature: stop your right rear wheel on a pile of wet leaves aT A which you can place at the curb 
a4 








LSD so you can. demonstrate, Demon- 
strate, DEMONSTRATE! 


Whatever you do, order all your ‘61 + 7 Ae 
i Spicer 


demonstrators factory-equipped with 
CORPORATION 
Toledo 1, Ohio 








